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@> Goes TWICE 


Chimney seiicingiadicn only nationally-advertised 
THE MODERN WAY 10 CLEAN soot destroyer—now works better and faster, goes 
FURWACES, FLUES AND CHIANEYS further than ever! And we’re backing this new, im- 


proved product with the heaviest advertising in 
Chimney Sweep’s history. You'll get more calls— 
make more sales—pocket more profit! Better stock 


CHIMNEY SWEEP’S NEW #1694 DISPLAY ASSORTMENT ieend 
IT COSTS YOU LESS, AND YOU MAKE $11.29 FAST! 


POWDER — faa LIQUID CHIMNEY SWEEP 


PRICE 
E am. Get COGC BIRD) 6 6ksesccccccccas $ 5.88 


N GET 14 doz. B ($1.29 size) Don’t forget the big demand for fast- 


selling Liquid Chimney Sweep—for 


LIQUID i all oil and kerosene heating and cook- 


' doz. Pints ($1.29 size) 14 ing units. Just poured in the fuel oil 
'¢ doz. Quarts ($2.29 size) : 


tank, it safely helps clean out soot and 
prevent soot from forming .. . helps 


Your special price 94 
Pre 16.94 remove gum and sludge, combats rust 


YOUR PROFIT $11.29 and corrosion. Saves heat—saves fuel 
. ; on ; —saves money! 
m: Packed with this assortment— Window streamers, dis- 
cards, circulars and proofs of tested newspaper ads = 

. 7 . 4 sa OPEN STOCK AVAILABLE IN BOTH NEW 
POWDER AND LIQUID CHIMNEY SWEEP 


Write for prices 














KAY-TITE* (NOW IN 8 COLORS) 
KAY-TITE controls water seepage in porous masonry. 
Can now be obtained, in addition to WHITE, in the 
following colors: 


BUFF BRICK RED CREAM BLUE 
SPANISH BUFF GRAY GREEN ROSE 










KAY-TITE* PRIMER 


This compound conditions non-porous sur- 
faces so that regular KAY-TITE may then 
be applied. This primer adheres to any 
painted or unpainted surface. 


$ 


ASBESTO-LITE* 


is a compound for restoring old, 
weather beaten asbestos shingles. 
Applied either by brush or spray. 
It leaves a durable rock like sur- 


face that is completely weatherproof. 


FOR FULL INFORMATION ABOUT 


"HYDROXIN"* ANY OR ALL OF THESE PROD- 


For dust proofing concrete floors 


UCTS, SEE YOUR WHOLESALER 


. . . An integral liquid compound to OR WRITE aa ie 


be used in the making of concrete. 
Mixed with cement it speeds up 
hardening . . . Resists freezing until 


is that concrete is more dense, water 


KAY-TITE COMPANY 


setting takes place .. . The result WEST ORANG ‘ NEW JER c / 
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Keep Your 
Customer 
Out of 
HIS Clutches 





Your customer comes in, intending to 
buy some item of hardware, like a lock 
or door closer. 


He‘picks up the first brand that he sees, 
asks the price, buys it. 


Later (if it happens he bought, by 
chance, an inferior brand), he begins to 
worry. That’s Donald Doubt—reminding 
him he wasn’t smart to buy hardware so 
carelessly. After all, a house moves on its 
hardware, and poor quality hardware 
just won’t stand up. 

Donald Doubt is right, of course, but 
by then the damage has been done. 

So keep your customer out of the 
clutches of Donald Doubt by displaying 
YALE quality hardware...and urging him 
to pay a /ittle more for a Jot more quality. 





The name Yale helps make the sale 

















You're safe af home” 
From Donald Doubt 
When you make him take 








Lhree strikes and out 














Donald Doubt is nobody to “play ball with’’. 
He’s your “hindsight” that tells you, too late, 
you should have bought quality hardware. 


N ATIONAL HOME WEEK begins 
September 11—the time to make 
sure that the hardware and other 
materials in your home are the 
finest your money can buy. For 
example—yate’s Standard Tubular 
Lock .. . its clean, classic beauty 
suits any architectural style, and 
its famous YALe construction means 
generations of dependable duty. 








Buy or specify yave for your entire 
house . . . strike out Donald Doubt! 


HAROWARE 


SHOP AT YOUR LOCAL HARDWARE STORE 





This ad featuring Donald Doubt appears in the Sept. 3 issue of SATURDAY 
EVENING POST in connection with National Home Week, Sept. 11 to 17th. 


THE YALE & TOWNE MANUFACTURING COMPANY, STAMFORD, CONN., U. S. A. 
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Thoroughbred animals are judged on both 
performance and appearance. And so is chain. 

Through 63 years of making chains for a 
wide variety of uses, Hodell has woven a 
reputation for quality and dependability. You 
cash in on this reputation when you sell Hodell 
Chain to your customers. 





‘serves the best’ 


We offer a “chain for every purpose”... 
welded and weldless chains in all standard 
types and patterns... complete chain assemblies 
and formed wire specialties . . . hardware 
specialties ...and a complete line of tire chains. 

Hodell chain is sold by leading hardware 


distributors. Or write for Catalog EX-49. 


© Hodell is the name for dependable chain! « 


Jack, Sash, Safety, Ladder, Sprocket, Pump, Liberty Machine, Proof Coil, 





Liberty Coil, Passing Link, Bulidog, Samson, Flat Link, Register. 


HODELL CHAIN COMPANY 


Estahlished 1886 « CLEVELAND 3, OHIO 


A division of — THE NATIONAL SCREW & MANUFACTURING COMPANY 
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Master gives you 


the right combination) for 















bigger padlock sales 

















BUILT LIKE THE LOCK ON A SAFE 





Handsome, rugged, dependable, here is a frue Champ .. . the stand-out leader among 
combination padlocks! Its husky double-wall case offers the armored strength of 
hard wrought metals — brass over heavy steel. The three-tumbler precision mechanism is 
smooth-working and trouble-free, without delicate parts to wear and fail. The strong steel 
shackle is automatically locked by a patented double-acting locking lever. The 
free-turning black dial with large white numerals and knurled brass knob give smooth 
operation and utmost readability. Master's Champ No. 1500 is the right combination for 


extra value — extra security — extra profits! Ask your jobber! 


Master Padlocks 


EVERY ONE AN OUTSTANDING VALUE 











Master Jock Company, Milwaukee. Wis. e Worlds Leading Padlock Manufacturers 
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The New Model C-12 Delco 


He 


Wellmaster Shallow Well Pump! 























“BOX 
Dollar for dollar, feature for feature—the New C-12 bed-k 
offers more pump for the money—which means truss- 
greater value for your customers and more profits for shape 
you ! Look at the many outstanding quality features — featu: 
large eccentric drive . . . 3-piece stuffing box. . . large 
valves and water passages .. . V-belt drive .. . built-in INSTA 
pressure relief valve . . . 12-gallon welded steel pres- sprin; 
sure tank, galvanized inside and out . . . automatic grass 
air volume control . . . automatic pressure switch . . . 
and the revolutionary 4 HP Delco “Rigidframe’”’ FING 
Capacitor-type motor ! for x 
knife 
i agair 
E > . a 
GREATER PROFITS WITH DELCO PUMPS —Built and Backed by General Motors! ss 
bobb 
“DIFI 
” ‘ : LERS 
With the addition of the Model C-12, Delco Water Systems requirements of your value-conscious Customers. part 
dealers can offer a complete line of punye—detp well, $. You'll be backed by a manufacturer whose research 
shallow-well and jet—to meet their customers’ every re- : ; ey ; ' 
2 “naar ; and engineering facilities will keep the products you're 
quirement. Now a Delco Water Systems franchise becomes ' 
‘ selling out in front. 
even more valuable—now your profits can be greater 
than ever before, because: 4. You'll have a sales promotion program that really 
works—aggressive advertising and alert merchandising- 
1. You'll be selling products that carry a name your helps geared to meet your needs. 
prospects know and trust . . . General Motors Delco ; . 
Water Systems. Why not investigate now? For more information about 
your profit opportunities in selling the full line of Delco Geavit 
2. You'll have Delco Wellmaster Shallow-well, Deep- Wellmaster Pumps, write to Delco Appliance Division, neering 
well and Jet Water Systems that will meet the exacting Dept. HA-8, General Motors Corp., Rochester 1, N. Y. price an} 
Cutting : 
plus. We 
reel that 
Your Keys to Greater Profits lnenaiati 
up and bi 
nated ha: 
Ball bear: 
with solic 





iy 


Delco Wellmaster Delco Wellmaster 


Delco Wellmaster 
Shallow Well Pumps 


Deep Well Pumps Jet Pumps 





p ray 
(Also manufacturers of automatic Deico-Heat for homes © Fractional Horsepower Electric Motors * Electric Automatic Clocks 
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CLEMSONS FOR 1950 


THE BIGGEST MOWER VALUES 


yOU EVER OFFERED! 


NOW THERE’S A GENUINE CLEMSON IN 
EVERY PRICE BRACKET — WITH EXCLUSIVE 
CLEMSON QUALITY FEATURES HITHERTO 


“BOX-FRAME CONSTRUCTION” —exclusive fixed and less scuffing of sod. Same principle as differ- 
bed-knife converts main frame into a rectangular ential on your car. 

truss—far stronger, more rigid than ordinary U- 
shape mower frames. A long-life, precision-cutting 
feature your Customers can see and understand. 








SUPERIOR FINISH—sprayed in a high- 
frequency electrostatic field for 

even paint distribution — then 

INSTANT HEIGHT ADJUSTMENT—just pull out two infra-red baked for life- 

spring pins and let them snap back at the desired time lustre. | a 
grass height setting. Simple, foolproof, positive. 








FINGERTIP SHEAR ADJUSTMENT—no tools needed PRECISION 
for micrometer-type adjustment of reel to bed- LAWN MACHINE 
knife. Locking screws hold adjustment secure — for those who want 
against.vibration. the finest. The same 
“NO-BOBBING FEATURE” — Clemson sus- ee ee ae 
pends handle far back of wheel axis. No } j Deluxe features include 
bobbing on bumpy ground. H shears bracket integral fi 4 
i? with forked-tube handle— 
“DIFFERENTIAL-ACTION ROL- {/ | pdinilialan ahenihe eo. 
LERS” — divided in three MODEL ered hand grips—bronze- 
parts for easier turns All the features of bushed Tenite rollers 


a! Model 16 but with —welded reel. 
—_ full 17-in. actual width 

| of cut — large-diameter 
‘| steel wheels with over- 
size semi-pneumatic 
; tires. No mower like 


j this ever sold for 
MODEL i less than $30! 


Genuine Clemson engi- 95 * 
neering superiority at a j $94 

price anyone can afford. 
Cutting swath 15 inches / 
plus. Welded angle-type 
reel that minimizes fan- 
ning action, lets grass stand 
up and be cut. Oil-impreg- 
nated hard maple rollers. 
Ball bearing steel wheels 
with solid rubber tires. 


0 








@ 107 


sage 




















Clemson lawn machines 
are sold exclusively 
through recognized 
distributors. 


Send for price sheets with full descriptive 
details now. Watch for announcement of 
big Clemson advertising campaign and 
merchandising helps. Your distributor is 
taking orders now for Spring delivery. 


ested resale prices — 


sigh higher Denver West) CLENSOA WAYS .\ er: 


Widdletonn. WN 





Makers of world-famous Star Hack Saw Blades, Frames, and Metal Cutting Band Saw Blades 


~ 
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HAVE YOUR CHOICE!! 








Reasons To Order At Once 


LOWER PRICES 
HIGHER QUALITY 
BETTER VALUES 


Inquire of Your Jobber or Dealer 











320 VAN BUREN STREET 





A NAME TO REMEMBER 


A BRUSH TO REMEMBER 











Complete Lines of Brushes 


are now available... 


—- NYLON — 


70%, Bristle 
DUOTIP with PITOLIN 
30% Horsehair 


100% PURE BRISTLE with PITOLIN 


THESE BRUSHES MAY BE OB- 
TAINED IN ALL SIZES AND TYPES. 


= 


More lines of brushes 


No. 270 HOUSEHOLD ASSORTMENT 
with FREE COUNTER DISPLAY 


PLASTIC HANDLE HOUSEHOLD ASSORT- 
MENT WITH FREE COUNTER DISPLAY 


Complete line of 
ARTIST BRUSHES 


FOR SMART MERCHANDISING ... 
MORE SALES . . . MORE PROFITS... 
BUY PITEGOFF BRUSHES 













SEND FOR OUR 


NEW 
CATALOGUE 





PITECOFF BROTHERS, Inc. 


BROOKLYN 21, N. Y. 


Makers of Quality Brushes for Two Generations 
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SALES HELPS THAT SELL! 


Feature a SANDEE Feather-Lite GARDEN 
HOSE department! Ask your jobber, or 
write us about the Feather-Lite display 
stand. Also free window streamers, cuts, 
mats, envelope inserts, and the “How- 
to-Sell"’ Manual. Here’s YOUR chance to 
sell more Garden Hose, make more money, 
and build better satisfied customers! 


THE-IN WITH 77S POWERFUL CAMPAIGN 


HE greatest national advertising campaign in SANDEE history lies 

just ahead. Now, for the THIRD consecutive year, SANDEE Feather-Lite 
GARDEN HOSE will be featured in America’s most prominent national 
magazines. The 1950 campaign will appear, not in one or two, but in 
SEVEN BIG MAGAZINES with a combined circulation of about 
17,000,000 copies .. about 75 to 85 MILLION readers a month! Every Garden 
Hose prospect in your community will get the forceful Feather-Lite sales 
messages. CASH IN. Feature Feather-Lite GARDEN HOSE in windows 
and best display locations inside your store. Remember, Feather-Lite is 
GUARANTEED)! .. has a structurally stronger rib finish, and pull-proof 
brass couplings. It’s “the finest Hose you can buy” . . order a liberal 
supply from your jobber NOW. 


Ser RES NAAM T4 4 ES LmCcortta £- fs 


WORLD'S taARGC EST 
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A POPULAR PRE-WAR 


pack 7 
acA!N- PROFIT MAKER 


INDEPENDENT 





ADJUSTABLE CEILING VENTILATORS 






With 3-piece connect- 
ing boxes extended. 


» 


With 3-piece connect- 
ing boxes telescoped. 
(Each Ventilator packed 
in a corrugated board 
re-shipping carton). 


ERE, again, is a package unit for which there always | 


was and always will be a big demand. Now the many | 
homes that have surplus heat at ceilings can conveniently | 
and economically utilize the heat on the floor above, 

through the use of “Independent” adjustable ceiling | 


Ventilators with THREE-PIECE connecting boxes. 


Each Ventilator is complete in itself: a black japanned | 
floor register with valves, a white japanned ceiling plate, 
adjustable sheet metal boxes connecting the two, and 
spiral springs holding all in position. Installation is, 
made quickly by one man from floor | 
above; connecting boxes accommodate 
themselves to variations in out-of-align- 
ment openings. 










Each Ventilator is packed in a corru- 
gated board carton. Ventilator sizes: 
S x 10, 9 «x 12, 10 = 12, aad 12 =x 14. 


Immediate stocking and active selling of 
these easily-stored fast-moving Ventilators is 
recommended, Write for details and prices. 


Always Leading * Always Progressing 


THE INDEPENDENT 


REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 
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for every caulking job 


It’s easy to sell CALBAR 

caulking compound to roofing contractors, 
glaziers, painters .... even to home owners! 
It’s ‘‘elasticized’’ to insure non-hardening 

and prevent staining. Available in a full selection 
of grades, colors and container sizes. 


FREE— 

Cartridge and Caulking 
Gun Display to help 
you sell more 

CALBAR. Ask for 

x2 yours today. 
et (Merchandise — 


SV Sle aot included), 
CLAS 
al a 





CALBAR PAINT 
& VARNISH CO. 
Manufacturers of Technical Products 


2612-26 N. Martha St. 
Philadelphia 25, Pa. 








| Business gets better all over your store when 
| you install a Lincoln rental sander depart- 













—— 4 
BUILD STORE TRAFFIC Te 
BOOST SALES OF PAINT, 
SANDPAPER, WAX, TOOLS 


wt LINCOLN Sinoes 


SANDERS 









ment. There are literally hundreds of items 
in your stock that practically sell themselves 
with every sander rental — perfect "tie- 
ins" that double and triple 
your rental income. The boom 
in home building and modern- 
ization jobs has created a 
huge demand for rental sand- 
ers. Get your share of _ this 
rich market with dependable, 


long-lasting Lincoln Speed-O- 
Lite 7" - 8" - or 9" rental 
sanders. 


Time Payments to Suit Your Needs @ 


& 





FLOOR MACHINERY COMPANY 
1252 WEST VAN BUREN ST... CHICAGO 7, ILLINOIS 


World’s Manufacturer of the Most Complete Line of Floor Maintenance Equir 
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here’s the 
most efficient, 
most popular 
calking load 
on the market! 


NM (ALK 












ANYTIME 
fX-UP TIME 






"ORDER THESE 


-_ _| MEMS NOW! 











help AD 
) help 
more 
sk for Easy to use? YES! And even easier to sell! 
oday. Here are some of the reasons why the new, improved 
ndise NU-CALK SPEED LOAD enjoys such nationwide 
uded), popularity. The specially designed cap insures perfect 
contact with gun nozzle—can’'t pull loose from fiber 
x , lever-taeMmalel-mm Galli sbel-tobtel-lomaclele-biel-tmet Mr ties elgele) mmmercelt. 
% 4 a 5 eee ¥ ture-proof, practically vacuum packed. With 
FITS ALL ADJUSTABLE e 2 4 4 SPEED LOADS the user’s hands never 
§ 4 4 touch the compound. Always has a 
(REEN DOOR GRILLE ’ ee 4 smooth, even flow, and easy 


4 | } ‘ trigger action 
> ree sizes available to fit a % ie 4 
me tly any screen door. En- 4 : 3 e 


nces the beauty of a door 
nd acts as a rigid brace, 
too. Comes complete with 
— ews—anyone can install. 

Made of Alacrome metal 
ith silvery satin finish— 
will not rust or tarnish. 


and 
HERE’S THE 
STREAMLINED GUN 
TO GO WITH IT! 












PUTTY 





Does the job better than 
putty, and makes you bigger 
profits too! Nationally ad- 
vertised, nationally known 
ind nationally used. Stock 
up on Nu-Glaze today! 








Here’s the other half of this famous sales- 
making combination! This SPEED LOADER 


1g destiny “Caio ass SAMAR tic Se RS 


Nu-CALK calking gun retails at a price that paves the 

way to more calking sales. It’s light, sturdy, 

CALKING fool-proof. Retails for only $1.95..Show it and 
COMPOUND you'll sell it! 


Your order will be shipped same day received! 





“si fine product as in 
peed Load. Nu-Calk Calk- 

iccaans a aceite STANDARD CG-3 CALKING GUN AVAILABLE PACKAGED 10 LOADS TO A CARTON 
mn Y% pint, pint, quart, gal- 
lon, 5-gallon cans. Also 55- 
sallon drums. Nu-Calk is the 





There are 10 
Speed Load 


each carton 





iE standard of calking quality (Appr. one gal.) 
NCOLN Experienced calking appliers still favor m= Gh eg 
FED-0- our CG-3 Standard Calking gun’s easy order in multi- 
aT” . trigger action and powerful piston action. ~ og ye 
Fitted for use with either Nu-Calk Speed lowed ca ere 
Loads or bulk calking. of 8 cartons or 
= more 
= 
ap: 
. 
1949 


OKLAHOMA CITY 1, OKLAHOMA 
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More STRIP-SEAL for LESS MONE! 


D 
sEAL OUT COLD 
a ee 


| , 


THE 


. 4 

Mew LamcyouT 20 al 29 ( ; E | | 
ate ECONOMY CARTON 98¢ | 

4 LARGE BOXES 


, ECONOMY CARTO! 
CR i LER 
> AND CRACK FIE 





a 
5:--- 


cas ONS Tree s ECONOMY CARTON 
<“ace > a . 

pcs {Four 29¢ Boxes} RETAILS 98¢ 

29¢ Box actually costs dealer 1614¢ 


S PACKED !2 98c Economy Car- 


tons per case. { Forty-Eight 2% 
Boxes} Case costs dealer $7.83 


EJ 25% MORE COVERAGE 
—each 29¢ strip {10 strands per 
strip} now covers approximately 
20 feet. 


EACH 29C STRIP, now i: 
dividually boxed. 




















No tools needed—just press into place. Seals 
cracks around windows, bathroom fixtures, 
sink tops, concrete floors, brick, metal, etc. 


a, 
ce RCED ASO ee 


SEPSIS vesee 





SEE YOUR JOBBER for full information 
on new packages, sales help and prices. If your The new 10-strand STRIP-SEAL is also 


jobber cannes supply you, write us. available in the old familiar, long red box; 
five cellophane-wrapped strips per box— 
Prices slightly higher in Far West. now RETAILS $1.25 


U,T. 1161 


Made by the T' FEELFICO MANurActurinG CO., 8701 Kinsman Road, Cleveland, Ohio 
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CUTS TO FULL 2-INCH 


BEATS HANO SAWING 
IOz7ol 


Many Features ¢ Many Uses « Big Market 
Add up to Profitable Sales for YOU! 


SELL ITS HUNDREDS OF USES: Sawing lumber to construction length - 
Fitting interior trim and moulding - Cutting out plywood and wall- 
board panels - Preparing concrete forms + In addition to the typical 
uses shown here! 

SELL ITS UNMATCHED QUALITY: Powerful new Home-Utility universal 
motor, built by Black & Decker specifically for power sawing. Full- 
size ball bearings throughout. Sturdy aluminum housings. Tough gears 
for years of service. Typical product of Black & Decker’s 38 years of 
outstanding electric tool building! 





See your Home-Utility Distributor for full details. Order Home-Utility 
6” Electric Saws now and cash in on this big market! 


Visit our Booth No. 70 P ELECTRIC NS 
National Hardware Show 
Grand Central Palace a 
New York City <Ey 


October 12-15, 1949 
* 


Products of The BLACK & DECKER Mfg. Co., Dept. H-653, Towson 4, Md. 


HARDWARE AGE, AUGUST 25, 1949 














Perfectly balanced, compact, light weight, 
(only 9% Ibs.) eliminates fatigue. Com- 
fortable handle close to blade for easy 


one-hand control. 





Faia? <i 


SELL its safety 

Telescoping guard automatically covers 
blade except when sawing. Instant-re- 
lease trigger switch. Ground wire pre- 
vents shock if tool shorts. 








SELL its clear visibility 
Cutting guide line is always visible. Saw- 
dust blown clear of cutting action. 





SELL its complete portability 
Operates from any standard power line 
(A.C. or D.C.) or portable generator. 
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FOR MORE PROFIT! 


@ Take advantage of the year-round urge to 
brighten-up and fix-up the home. It’s the urge 
which accounts for more than 90% of the customer 
traffic in your store. TAYLOR gives you some rea! 
sales-bait, stylized door-knobs, popularly priced 

and quality-made. The colorful new display box is both 
SALESMAN and INVENTORY in your favor ... 
bound to produce plenty of turns and profits @ 


PLENTY OF “PICK-UP” 





Taylor's New 


DOOR 
KNOB 


No. 422 





No. 410—BRASS PLATED—2 PAIR 
No. 400—FLUTED GLASS—3 PAIR 
No. 402P—SOLID BRASS—1 PAIR 


Other Assortments Available 


TAYLOR LOCK CO. 


PHILADELPHIA 32, PENNSYLVANIA 


Canadian Representatives — DORKEN BROS. & CO., Montreo! 

























For Safety’s Sake, Always Say 
TAYLOR—for Night Latches, Inside 
Lock Sets, Key Blanks, Replacement Parts 
and Builders’ Hardware. Distributed exclusively 
through your hardware wholesaler. 


There's GOLD For You In 























How To Make 


Numbers Add 
Up To Profits! 


Feature these distinctive 
house numbers for good 
styling at low cost. Au- 
thentic correctly propor- 
tioned hammered Colonial 
reproductions, 3” high. 
‘| Cast to last of rust-proof 
metal alloy, finished in dull 
black. Packed one doz. to a 
box complete with escutch- 
eon pins. Write for sam- 
ples, prices. We also have 


house numbers in conven- 
tional styling, in ebony, 
cadmium; brass or chrome 
finish. Super-strong — su- 
per-smooth. Precision cast 


for unexcelled impact anc 
STOCK #318€__) tensile strength. 





Amazing NEW 
FIBERGLAS* 


Insulation Material 
SELLS ON SIGHT! 


This is it . . . Glastrip 
Fiberglas* miracle insula- 
tion gives you a hot, year 
‘round fast seller. The 
most effective, most eco- 
nomical insulation on the 
market. Even a child can 
apply it. Just an ordi- 
nary table knife does it. 
No fuss—no muss. Your 
customer wants it . 
You'll make big profits 
selling it . . . Comes in 
generous sized package 
containing 27 feet in 
7/16” a Write for 
details to 

*OWENS- CORNING FIBERGLAS 


















































14410 S. WESTERN 


BLUE ISLAND, ILLINOIS 2116-26 W. NICHOLAS STREET PHILADELPHIA 21, PA. 
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THE NEW, 
y SENSATIONAL 





(MY MARVEL) 3-HEAT HAIR DRYER 
FOR DOZENS OF 
HOUSEHOLD USES 


COTS TG i. the most efficient 


warm and cool air quick-dryer on the 
market because it provides three times 
the air flow and air volume of ordinary 
hair dryers...user's hands are always free. 
It's tiltable, portable and guaranteed. 


| MIMARVEL | is a perfect hair dryer 


CO. it. but it's lots more, too! It's a handy, all- 
VANIA _ purpose unit which brings comfort to many 
phases of daily living. 


«+ Montreo! 


@ a blessing in baby’s nursery...keeps room at even 
warmth for baby’s comfort. 

@ MIMARVEL converts a chilly spot into a cozy corner 
in a jiffy. 

@ put MIMARVEL to work for quick, efficient defrosting. 

@ MIMARVEL'S active air stream cuts drying time 


down to practically nothing... perfect for stockings 
and undies. 
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| MARQUETTE | eee 


HOME FREEZERS 


—— 


ae 


FOUR MODELS, 4, 8, II'/2 and 16 
cubic foot models. Beautifully Styled. 
Engineered for Efficiency. Heavily In- 
sulated. Hermetically Sealed Tecum- 
seh Unit. Counter-balanced Doors. 











Illustr 
actua! 
















FOUR NEW MODELS Lotest Full Door @ TWO MODELS .. . Features: One- 
design. Refrigerated from Top-to-bottom. @ piece Porcelain Top. 7 Speed Cooking 
Large Frozen Food Compartments. Twin @ Units. Large Oven with Precision Heat 
Crispers. 18 qt. Storage Drawer. New @ Regulator. Waist-high Broiler. Big 
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4 "Pancake" type Compressor. @ Storage Drawers. Automatic Timer. 





SELL THE COMPLETE MARQUETTE LINE / 
FLECTRIC 
GAS RANG *e WATER COOLERS [Ca 12a 


ze. 








piece Porcelain Top. Non-clog Thrift 
Burners. Large Oven with Precision 
Heat Regulator. Broiler Drawer and 
Two Storage Drawers. 


A model for every need... 10 to 100 
gallon capacity. Completely Auto- 
matic. Fiberglas Insulation. Nickel- 
Chromium Elements. Lifetime Finish. 


Filler and Bottle Types. Features Sani- 
tary stainless steel splash-proof basin. 
Hermetically Sealed Copeland Unit. 
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SIX MODELS . . . Features: Onc- ° THREE MODELS ... . Fountain, Glass : NINETEEN MODELS, ELEVEN SIZES 
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[HIGHEST QUALITY... Y£7 PRICED COMPETITIVELY! 


HOT WATER HEATE ty Sold Thru America’s Leading 


Wholesale Hardware Houses 
A COMPLETE LINE of MARQUETTE MAJOR APPLIANCES for YOU TO SELL 


Yes, sell the line that builds good will and makes profits for you! 
See the High Quality and Beautiful Styling of these Marquette Appli- 
ances, and you'll understand why Hardware Men from coast to coast 
make Marquette Appliances “center of attraction" on their display 
floor. 











TWO MODELS FOUR SIZES 

20 to 66 gallon capacity. Efficient 
Fiberglas Insulation. Latest advanced 
engineering features. 100% Automatic 
Shutoff. Grayson Unitrol. AGA ap- 
proved. 


Write for DEALERSHIP DETAILS, Today! 


MARQUETTE APPLIANCES, Inc. 
MINNEAPOLIS 14, MINNESOTA 
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No. 21 


Illustration 
actual size 





and follow-up ads throughout 
the Fall in those and 14 other 
_ great national magazines. 


Read this impressive list: 


S. E. POST ¢ Country Gentleman 
Farm Journal « Inside Detective 
Southern Agriculturist + True 
Look « Progressive Farmer | 
Pathfinder « Popular Science 

_ Sports Afield « Field & Stream 

_ Front Page Detective 

Popular Mechanics ¢ Outdoor Life 

“Mechanix Illustrated 
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in Aggressive Fall Ad Campaign 


Stock up and get aboard the biggest pocket knife pro- 
motion ever! More millions will be told this Fall about 
CAMILLUS Knives and CAMILLUS dealers. Now, more 
than ever, CAMILLUs has the edge on quality and on na- 
tional advertising—and CAMILLUs dealers who carry ade- 
quate stocks have the edge on fast turn-over and profits. 





AND THESE SELLING AIDS 
FOR YOUR STORE 


New counter card—just off the 
press to tie your store into big 
national advertising program. 
Also ad mats, free for the ask- 
ing. (See descriptive folder on 
CAMILLUS selling aids, packed 
with each box of CAMILLUS 


Knives, No. 21.) 


FINEST POCKET KNIFE DISPLAY 
CASE IN THE WORLD 


It sells ’em, stocks em and services ‘em. If 
you have one, be sure it’s well stocked. If you 
haven’t one, ask your distributor how to get 
one. 


Check your camiuus stock today. Then order from your dis- 
tributor. Use the free caminus sales promotion material —and 
you'll have a big season in pocket knives. 


CAMILLUS 


feed the edge / 


Ka-MiLL-us 





Great Magazines 


o send customers into your store 


CAMILLUS CUTLERY COMPANY «+ NEW YORK 17, N. Y. 
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the “Dream Theme” 
becomes a “Team Scheme” 








when your CUSTOM ins 
read about SHIBLEY 


@ Husbands and wives get their 
heads together after reading about 
SHIRLEY in leading national maga- 
zines. And, they start to “do some- 
thing” about remodeling their 
unhandy kitchens after getting 
their free copy of SHIRLEY’Ss color- 
ful, 16-page “how to do it yourself” 
Kitchen Planning Booklet. 

Tie in your store with this na- 
tional campaign . . . then they’ll 
know you sell SHIRLEY! 

SHIRLEY CORPORATION © INDIANAPOLIS 2, INDIANA 


SHIRLEY 











"jhe value tne” 


STEEL KITCHENS 


DID YOU SEE ME 
IN THIS AD? 





crusty 
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“Did you see me in this ad? Millions and millions 
of housewives did! 

"They saw me in their copies of Good Housekeep- 
ing, Ladies’ Home Journal, Farm Journal, Country 
Gentleman, Woman’s Day, Family Circle . . . and 
in Nancy Sasser’s column. 

“Some of those women will be your customers today 
and tomorrow! 


“Will they have to look for me—or am I in plain 
sight ready for that impulse sale? 


“Mr. Dealer, put me in a good spot and you'll profit 


\ » and | MEAN PROFIT!” 


XTILE co 


In Cane its 
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THE FINEST ALUMINUM 


Cooky Press 


The recipe we used for these cookies comes from the MIRRO Cook Book, shown below 
The MIRRO Cooky Press holds enough for eighty cookies. It forms all these shapes, 
and more, with twelve quick-change forming plates. And, of course, our MIRRO 






Cooky Sheet spreads the heat evenly, so every cooky bakes just right 
Like all cooking, it’s easy when you have the right utensils 

ask for MIRRO at department, hardware. or housefurnishing stores, 
wherever dealers sell the finest aluminum 


MIRRO Cooky Press, with recipes and directions, $2.50 ri ‘ 


MIRRO Cooky Sheet, $1.00. (Prices slightly higher in West} 


World's largest Manufacturer of Aluminum Cooking Utensils 


1, 
ALUMINUM GOODS MANUFACTURING COMPANY © MANITOWOC, WIS \ y A 


MIRRO Mixing Bow! with stain 


ake Pon. 4-piece set on torres 
\ ange! cakes, fruit cakes $1.95 


By 


A ° Covered Mol 
10-12 Mi aki 1 ror 
“oe shortening — cones yb i) rd 
3 up sugar po 29 a M p> - 
* egs tening se gredients. oe, on an ungre y 
horte’ 4 Ss D> 
aten, m 


am S| —= . 
Cre min A ge 304 pages 


un ess. FO dozen cookies 
2. Add e995: aro Cooky a 5 Some © . — q planned 
3. Fill = Sheet. ‘ ke decorator ) Kecrae imine mean perfect Grama, for manne menus. color photos. $2.00 


— ugh use deking $3 dbrowmes $1.25 prices thghtly Mgher in West 
Mo ‘or gy ted aiter aking 
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@ This full-page, full-color national magazine t 
advertisement, will make Christmas Cookies BIG 
BUSINESS for you! Stock-up and tie-in with the 
MIRRO Cooky Press Promotion. | | 
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To Selected Range D 


1 Exclusive Territory "ee | 


2 Protection against all Competition 


| A Solid, Growing Business 


selected dealers those three 
big benefits, plus a fair fran- 
chise, selling and advertising 
help to develop a proved mar- 
ket for a proved range—a 
range with so many visible 
sales features and such out- 
standing cooking perform- 
ance that 





ANDERSON USERS SELL ANDERSON RANGES 


That’s hecause an Anderson Range has no superior in visible sales features and in cooking 
performance. Look — 


Visible Features Cooking Advantages — Cooks with Gas turned off 


Large cook top (37!,” 3 Waist-high Broiler Roller ] Retained-heat Oven—10 minutes of gas-on gives one hour of 

wide by 2334” deep) —4 Drawer—‘“‘Sizzling Platter’’ cooking with gas turned off — superior roasting and baking 
, ‘ Broiler Pan. performance we will gladly demonstrate. 

Hi-Lo Burners — Large 


4 Deep Well Cooker. 2 Deep-well, with 7-quart capacity, cooks three foods at one 


Griddle. time by retained heat with the gas turned off. 
a i Better Broiling in less time. Unsurpassed flavor, on “Sizzling 
2 Large oven (1634” wide § Safety-Lock Burner Cocks. 3 Platter’’ heated by broiler burner. 


by 20” deep by 16” high) 6 Important Easy-cleaning 
~holds up to 35-Iib. turkey. and Service Advantages. 


Anderson will be glad to prove every claim by actual demon- 
stration. 


WE KNOW 


ITS SUPERIORITY CAN BE SOLD 


BECAUSE IN 1948 ee 
Dealer A in City of 55,328 Population sold 392 Anderson 
Ranges, grossed $117,600. 


Dealer B in City of 127,000 Population, sold 445 Anderson 
Ranges, grossed $133,500. 


Dealer C in City of 18,966 Population, sold 209 Anderson 
Ranges, grossed $62,700. 












Upteerterns 


FACTORY: ANDERSON, INDIANA 


Underson 


STOVE COMPANY 


Sales Office: 
41 SOUTH 6TH STREET * NEWARK 7, N. J. 


If you are interested in building an enduring business with 
this outstanding specialty gas range, with an exclusive ter- 
ritory, a high gross profit, an expanding advertising and 
promotion program, write us now. We want to tell you all 
about our plans, our product and the... 


AN AFFILIATED (B REEZE || company 
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WATERING CAN 
Attractively designed watering can for 
indoor “‘gardeners”. Opaque red, blue, 
green and yellow. Molded and distributed 
by B. W. Molded Plastics, 1346 E. Walnut 
$t., Pasadena, Calif. 


SERV-RITE 
CAKE REFRESHER 
Preserves cake freshness. Hand tooled tray 
fills a dozen serving needs. In antiqued 
ivery. Molded and distributed by Amos 
Molded Plastics, Edinburg, Indiana. 











~ 
REFRIGERATOR 

BOXES 
Storage efficiency is doubled with these 
sparkling clear boxes. Molded and dis- 
tributed by Tri States Plastic Molding Co., 
Henderson, Ky. 





BATTER BOWL: Combination bow! and 
pitcher. Opaque red, blue, green or yel- 
low. Molded and distributed by The 
Burroughs Company, 3831 Verdugo 
Road, Los Angeles 41, Calif. 





Get in the swing to StyroN—build your 
Fall promotions around these bright house- 
wares that are practical, durable and low in 
cost. Impressive four-color advertisements 
in The Saturday Evening Post, Ladies 
Journal, Good Housekeeping and 
Better Homes and Gardens are making your 


Home 


issues 


























help $ You u sel 


customers look and ask for Housewares 


“made of Styron” (Dow Polystyrene). 


For increased turnover and high volume 
sales specify housewares bearing the “made 
of Styron” label. It’s your guide in select- 
ing better plastic products that you can buy 
and sell with confidence. 


Plastics Division HW-14—THE DOW CHEMICAL COMPANY e MIDLAND, MICHIGAN 
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JUNIOR AND SENIOR 
STOWAY DISHES 


Twist-Seal lid keeps food fresh and 
unspilled. Junior in Tahitian blue, rose 
pink, or sparkling crystal; Senior in crystal, 
transparent rose, or ruby red lid on crystal 
dish. Molded and distributed by Southern 
California Plastic Company, 1805 Flower 
St., Glendale 1, Calif. 





VU-AWAY CLOSET TRAY—Attractive 
clothing box provides dust proof storage. 
Colored boxes with clear lids. Molded by 
Mastro Plastics Corp., 3040 Webster Ave., 
New York 67, New York. Distributed by 
Result Display, Inc., 503 West 33rd Street, 
New York, N. Y. 





If you have not received your copy of the 
Fall Housewares Check List and promo- 
tion manual send for it today. It’s your 
buying guide to better housewares made 
of America’s No. 1 plastic . . . STYRON. 














THERE'S NOTHING BUT PROFIT IN THE AIR! 


. . . with SCHUMACHER'S all metal 















It's easy to sell the ORIGINAL Filter Ventilator! 
Here's why: it's durable, adjustable, handsomely 
finished . . . and designed to assure dust-free, 

” " a Five sizes, re- 
smog''-free, pollen-free air in gentle, draftless tailing for as 
circulation. Patented filter element rinses air fittle as 
thoroughly, makes for healthier living! Heavy 2 
gauge metal backed with screen-wire cloth. Four $7. 5 


sizes to fit all windows! Priced for sure volume, 


/} 


(Doha " 
\ PRODUCT sy sce 





. . . and the original 






An exclusive Schumacher feature . . . the 
“REDDY-LOC" .. . is back again and makes 
the popular LOUVER-VENT better than ever! 
Watch that ventilator volume soar when the 
redesigned, adjustable LOUVER-VENT hits the 
counters, complete with "REDDY-LOC", the 


Ye FE. SCHUMACHER G@& Sees 
HARTVILLE, OHIO assure you of record volume, top profit per- 


centage! 


for sixty years manufacturers of quality household screens and ventilators 


Make Your Selection NOW! 
Quality Screen Door Spring Hinges 


~«(CHICAGO)~ 
SPRING HINGES 


Chicago Screen Door Spring Hinges 
are of Superior Quality throughout, 
combining so many features of 
proven advantage, 


@ Made of heavy wrought metal. 


@ Springs are made of tempered 
steel wire and are entirely en- 
closed 


@ Have an excellent finish and the 
workmanship is of highest qual- 
ity. 

@ Adjustable tension is provided 
and spring action may be regu- 
lated according to the size and 
weight of the door. 

Hardware Dealers know that Chi- 

cago Spring Hinges are easier to 

sell and that they give lasting satis- 
faction to Architects, Contractors 
and owners. 


There Is No Substitute 
Type 3005 for Quality! 





FLEXO-SPOUT FILLERS 


NOW IS THE TIME TO SELL EAGLE : 
( 
FOR { 






_ ) %) LAWN MOWERS = | 


me The Flexo-Spout’s safety fea- 


— tures make it the preferred 
Statrnni@mese gasoline supply can for power ' 







lawn mowers. The perfect 
filler for gasoline ranges in 
homes and summer cottages, h 


EAGLE and for outboard and inboard 
motors. 214 & 5 gal. capacities. ( 
DUO-HYDRAULIC “= 
PUMP OILERS 


are in year-round demand 


SLD DEED EOE Ds Bm.  m_ mm 


Recommended for oiling springs, generators, 
brake rods, and door hinges, etc., this oiler is 
useful because of the special nozzle which dis- 
penses light penetrating or heavier grade oil. 
This detachable brass nozzle tapers to a fine 
point making it possible to get into small 
openings. Every part of the mechanism can 
be taken apart for cleaning or replacement. 
% and 2 pint capacities. 





Order from your jobber or write 











6 
) EAGLE MANUFACTURING COMPANY 


6 Dept. HA 849 Wellsburg, West Virginia 
“Serving the trade since 1894” 


[Chicago Spring Hinge Co. 


ee a See 


CHICAGO U.S.A. NEW YORK 
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2 Gorgeous Displ ays 


Ice Cream 


arn “a 


HUSKY freezer 


t PRUNES 4E CREAM OS ROUTES, 4 GT Canneey a 
' 


£ 


hie © 


CE CREAM 
FREEZER 


» 
Dolly Madison 


MO AE WTR - RIT PLUG 4 OF CARROT 


CLIP AND MAIL 
THIS COUPON NOW! 


Beautiful natural color displays—and 
yours for the asking! A cinch to build 
bigger profits for you when used to 
sell easy-selling Porter-made HUSKY 
HAND FREEZERS and DOLLY 
MADISON ELECTRIC FREEZERS. 
Get Porter Freezers out in the open 
where shoppers can see them—and 
watch them move! Window, floor, 
table and counter displays! Show 
and sell related items-—-ice cream 
scoops, ice picks, dishes, party deco- 
rations and favors! 


Act fast to get either or both of these FREE displays— 
mail the coupon below today! (Limit of 2 HUSKY and 
2 DOLLY MADISON displays per store.) Hurry! 


USE AS FLOOR, COUNTER 
TABLE, WINDOW DISPLAYS 


Porter-made HUSKY and DOLLY MADISON freezers are 
America’s largest selling home ice cream freezers! 
Why? Because of quality, attractive styling, and EX- 
CLUSIVE FEATURES. 


CORPORATION 


America’s Largest Manufacturers 


of Home Ice Cream Freezers 


YEARS OLD 


HOME OFFICE: OTTAWA, ILLINOIS — EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO, ILLINOIS 
24 
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Lrey housewife needs 207% of these 
: kaality home necessities 


12 oz. Junior INSECT-O-BLITZ 


Be sure of QUALITY—check the formula! And here 
is real quality at a competitive price. Compare this 





-and ae ' formula with others and you will understand the 
uild JUNIO® AEROSOL “ i growing demand for INSECT-O-BLITZ. 

d to kee : FORMULA: 3% DDT, 0.2% Pyrethrins and 1.5% 
SKY i) Piperonyl Butoxide, one of the newest chemicals 
ULY en Wh developed for insecticides...insures a high degree 
DRS. i 1 of kill. This container is attractively designed to get 
pen those “impulse-sales”; is built to hold many times 
and the pressure actually used. Valve is the tested and 
oor, proved aluminum screw-type that is dependable, 
how leak-proof and non-corrosive. Non-inflammable. 
eam Fair traded at $1.49 RETAIL $1.50 

eco- > 

_— TETCO FIRE EXTINGUISHER 

Y and A real high pressure extinguisher in heavy 


steel container. Every housewife wants 
this protection from fires in the home, 


mon asriciency Se LT. arage and car— means triple sales. Tetco 
TER FIRE EXTINGUISHER i; ASS : arag p 


is 90% carbon tetrachloride combined with 
other chemicals and its Co2 gas charge 
sprays a full 17 feet. Hermetically sealed— 
always full and always ready for instant, 
certain use. Sold complete with 

bracket for wall hanging. 


\YS 


s are 
zers! 
EX- 


Fair traded at $2.48 RETAIL $2.50 





te 
a 
os 
¢« TETCO CO. 
Industrial Management Corporation offers i 
you FULL TRADE DISCOUNTS. Write TODAY ® Division of Industrial Management Corporation 
for full information and prices. We will @ 458 SOUTH SPRING STREET * LOS ANGELES 14, CALIFORNIA 
refer your inquiry to our nearest represen- e 
tative. All shipments F.O.B. Valparaiso, Ind. 
or Los Angeles, California. e 
. 
LINOIS e 
o 
5, 1949 
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MILLED STUDS 


Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are £ imply S pecify 
furnished to regular milled stud standards with this 
additional feature — the land between threads a SHE NYL AN DS 


shiny, bright, mirror-finish. 


with land between threads, 
Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 


attractively labeled packages and in bulk: sizes, 
%4” dia. and under. 


How's your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD ° * CLEVELAND 13, OHIO 


CAP AND SET SCREWS * CONNECTING ROD BOLTS ¢ MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS « HARDENED AND GROUND BOLTS « SPECIAL 
JALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 


26 HARDWARE AGE, AUGUST 25, 1949 
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Another FIRST for Richards-Wilcox | 
New! Lubrigated*for Life! 






- Introducing 





Self-Lubricating Door Hangers 
with Oilite Bronze Bearings 


i ennienbeiiaetiieneenl 


Richards-Wilcox, the world’s 


largest producer of door hang- 
ers, and manufacturers of the 


famous patented LOCK-JOINT 
TROLLEY TRACK, is proud 
to introduce the first sliding door 
ry “hanger using famous Oilite Bear- 


ings. No oiling ever needed! 


Stock and recommend this 
new, unbeatable R-W combina- 
tion for doors 1%” to 21” thick 
—BLUESTREAK Hangers and 
Lock-Joint Track. By actual 
test, BLUE STREAK Self-Lu- 
bricating Door Hangers will out- 
wear roller bearing hangers 3 to 
1. Write or telephone our near- 
est office for free folder. 


It Locks the Joints Together Permanently. 


The R-W Lock Joint Trolley Track — 





£ 
fi . . 
| oy Richards-Wilcox Mfg. Co 
} WILCOX +e om 
; FW “A HANGER FOR ANY DOOR THAT SLIDES” 
1880 AURORM 1949 AURORA, ILLINOIS, U.S.A. 
ranches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C 
ndianapolis St. Louis New Orleans Des Moines Minnea polis Kansas City 
OVER 69 YEARS os Angeles Seattle Detroit Atlanta Pittsburgh 
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Light weight— Combination of ad- 
vanced design with new materials 
has produced a definite reduction 
in weight . . . amounting to a pound 
in 12 gauge gun. 


Safety features—Positive cross- 
bolt safety, conveniently sized, easily 
located for quick operation. Trigger 
must be pulled for each shot. Extra 
safety in an extra-special gun. 


Easy take-down—No tools need- 
ed. Ready for cleaning in a jiffy. 
Easy to interchange barrels for 
different kinds of game. Complete 
fire control comes out as unit. 


Attractive appearance —Stream- 
lined receiver and trigger guard. 
Handsomely checkered fore-end 
and pistol grip, designed for fast, 
comfortable handling. 


inhaled acti oe 


Sas Boy: 


‘ton guns. Attractive, colorful advertisements 
will be seen by millions of readers in leading 


Light recoil—New guns have 
shock-absorber or braking device of 
improved design for easy adjust- 
ment to obtain minimum recoil for 
either light or heavy loads. 


Loading—Extremely easy to load 
through exceptionally wide bottom 
loading slot... even in cold weather 
and when wearing heavy gloves. 
Easy to unload. 


“Sportsman” and “Express” 
Compa 


Inc. “Hi- Velocity” i 


Streamlined — Compare the top 
“Sportsman-48” with original. The 
new model offers you all the finest 
features of the original Sportsman 
and Model! 11, plus many others. 


No power loss — Barre! and 
breech bolt are locked together 
until shot leaves the muzzle. This 
gives maximum power with either 
light or heavy loads. 


are Reg. U.S. Pat. Off. by Remington Arms 
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Light weight, easy to carry and fast to 
shoot—beautifully streamlined inside 
and out—a new peak in fast handling, 
fast pointing—powerful, hard-hitting— 
rugged and dependable! These two new 
Remington autoloading shotguns are 
sure to be highly popular with shooters everywhere. 
They have outstanding improvements, yet retain all 
features that made over half a million shooters proud 
owners of the original Remington Sportsman and Model 
11, the most popular autoloaders ever made! 







Your shooting customers can see a streamlined 
flowing design of unbroken lines from muzzle to butt 
plate. Graceful stock and fore-end of genuine American 
walnut. Rich, black satin finish on metal parts. Hand- 
somely checkered grip and fore-end. New style trigger 
and trigger guard. Large, easy-to-operate safety button. 
Sleek, smooth receiver with no screw holes. 


They'll feel lighter weight (it feels and is lighter). 
Amazing balance . . . the gun becomes a part of the 


ee ee -—=— << 


S$: 
cee CRE 


Sportsman-48A— 3 shot capacity—take-down, solid breech. Wide selec- 
tion of barrel lengths, 26, 28 and 30 inches: borings—cylinder, modified, 
full choke and Remington special skeet boring. Chambered for 23%” shells, 
12,16 and 20 gauges. Modern heavy loads such as Remington Express and 
Peters High Velocity may be used safely in this gun. Crossbolt safety. Top 
of receiver matted. American walnut pistol-grip stock and fore-end, both 





shooter. Beautifully designed fore-end; exceptionally 
comfortable pistol grip . . . both checkered for a firmer 
hold. Action glides, it’s so smooth. Trigger pull is crisp. 


Once they shoot it they'll know—light recoil in a 
powerful, hard-hitting gun. Quiet action. Easy to carry; 
no sharp edges to hurt hands or bump the shoulders. Its 
superb balance and light weight help fast gun pointing 
... give a natural swing and an easy follow-through. 
Ideal for both snap shot or deliberate pointer. Extremely 
easy to load and unload. : 


The streamlining applies not only to appearance and 
performance, but to construction as well. The latest re- 
search techniques and devices have been used in the 
development of new production methods, design of new 
parts and new styling. Proved by tests, the new Reming- 
ton Sportsman-48 and Model 11-48 have been given 
merciless endurance tests in rain, dust, cold and ice. Gun 
experts have enthusiastically praised these guns after 
thorough testing in the field at game and clay targets. 
Remington Arms Company, Inc., Bridgeport 2, Conn. 


finely checkered. Pistol grip with decorative cap. Black butt plate. Standard 
stock dimensions—14” long, 2/2" drop at heel, 1%“ drop at comb. Weight 
20 gauge, about 64 pounds; 16 gauge, about 62 pounds; 12 gauge, 
about 7% pounds. The following extras will be furnished at an additional 
charge: special drop or special length of stock; recoil pads; matted top 
surface of barrel or ventilated rib; beavertail fore-end. 


Model 11-48A—Same as Sportsman-48 except as follows: 5-shot 
capacity (3-shot plug furnished without extra charge). Walnut-colored butt 
plate. Full pistol grip with rubber cap furnished at an additional charge. 
Skeet grade available with either solid or ventilated rib. 








CONGOLEUM-NAIRN announces: 
The Year’s Biggest News in Floor 








1001 Newspapers...in 826 cities 


THIS IS WHAT YOU’VE WANTED— 
LOCAL-LEVEL NEWSPAPER 
ADVERTISING 


Now, for the first time, floor and wall 
coverings will be advertised in a coast- 
to-coast saturation, local newspaper 
campaign. Newspapers in 826 cities will 
feature as many as 15 ads on Congoleum- 
Nairn products during the 5-week period 
that’s the BIG home furnishings buying 
season of the year! 









Bang! cone 


Sa a. TASDAY, AAT SS - 


ADVERTISING AS CLOSE TO YOU 
AS YOUR OWN FRONT DOOR! 


Here’s local advertising smack in front 


BESIEGES oo MERCURY SOARS INTO 90'S, ee of your customers, in your town—more 
“CONSULATE RELIEF IS FORECAST : intensive than any run before on floor 


* and wall coverings. Ads to bring cus- 

|s SOX GAIN ON YANKEES; BRAVES WIN IN 13TH tomers right into your store! 
ee 

ARUTHE I =i THE BOSTON HERALD =>= 


SENATE MOVE PERI \ ENT 
ae= The San Diego Union HOME 


Mme = = Arms Aid Debate 
— eos DEMOCRAT ™2iiwir045 


2 
‘Huge Russian Military 
Machine May Launch 
ttack, Acheson Warns 


as ee 











ADS ON WORLD-FAMOUS 

GOLD SEAL CONGOLEUM! 
Interesting, merchandise-moving ads 
will appear in your newspaper, telling 
your customers all about the Gold Seal 
Congoleum you carry! They point out 
Congoleum’s smart new patterns... 
wonderful wear .. . super value! 


——— CONGOLEUM: 


MAKERS OF NAIRN LINOLEUM + NAIRN ASPHALT TILE 


FIRST WITH THE FINEST 


Nairn, Congoleum, and Congowoll are registered trademarks of Congoleum 
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Naira Inc. © 1949, Congoleum-Nairn Inc. 
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and Wall Covering Advertising! 





will carry Sales-Making ads like these! 


ADS ON MODERN-MIRACLE 
CONGOWALL! 

Here’s practical, personal advertising 
that tells the people in your town about 
Congowall—shows ’em how practical, 
how smart, how inexpensive and easy-to- 
apply Congowall is! Your neighbors will 
be reading these ads—heading for your 
store! 


























ADS ON BEAUTIFUL 

NAIRN INLAID LINOLEUM! 

Direct, local-level selling, reaching cus- 
/ tomers in your community as they’ve 
m never been reached before! These hard- 
hitting ads will tell your town that 
Nairn is today’s best buy in linoleum— % 
create store traffic for you! 






Once the ads break, customers galore will want to know 
where they can get these famous floor and wall coverings. 
Tie-in with this campaign by identifying your store as 
Congoleum-Nairn headquarters! Important new sales 
aids are ready for you. Have your Congoleum-Nairn man 
tell you about them! 


NAIRN cia. 


NAIRN SELF-POLISHING WAX * CONGOLEUM + CONGOWAILL 
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NEW 
“Vanity” Cabinet 





LOW -PRICED! 


A Feature of Attraction 
for Low-Priced Homes 


At last! A beautiful "Vanity" Cabinet 
at a price so low that builders can in- 
stall it as a feature of attraction in even 
the lowest price homes! 
Swinging mirrors at each side serve also 
as doors for the right and left-hand 
cabinets. Center mirror is stationary 
and does not require fastening to the 
wall. All mirrors are copper-backed 
and are encased in stainless steel 
| frames. 
Pe ete shelves. Piano hinges. 
Cushion-spring door stops. Tooth-brush 
holder. Razor-blade drop. All hard- 


ware chrome-plated. 


WRITE 15 Models 
— @ Write for descriptive 


literature on our complete 
line of bathroom cabinets. 


Ideal 
CabinetCorporation 


Division of Deslauriers 
Column Mould Co., Inc. 


7722 JOY ROAD DETROIT 4, MICH. 










LITERATURE 
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Sheffield 


Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OJL 
COLORS FOR YOU ON SIGHT. 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
OlL COLORS AND WHITE 







Here's the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


Shetticld Zronze 
PAINT CORPORATION 
om Gl ne ee oe ee Oe) 






systems 


BEST SELLERS 
. « - right down the line! 


You’re set to sell every water system 
prospect with the complete Myers line 
of Ejecto and Reciprocating Types. 
They offer capacities to meet every 
possible requirement. They rate second 
to none in buyer preference — because 
their exceptional quality is nationally 
known. Get 
Myers Water 
Systems out in 
front in your 
store. You'll see 
them move out 
fast ... and 
steadily! 





/ 
——are your wat to os 


Eicon 
MYER). 
vont Oe 


ove gure? 
. 





THE F. E. MYERS & BRO. CO. 
Dept. P-63, Ashland, Ohio 
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AR \ I World's largest maker of 
Portable Electric Heaters 
announces a great new line! 


Featuring the 


exclusive Arvin CJafe-"Juard 


Cuts current [nstantly if heater is upset! 


aS =~ 














an 


223A r 2238 





aang lle Sooeet, . ee — Mode! 223 B d t fit f th fi t Id ! 
an-for ; delivers 42 cu. ft. of warm air per 
ainwee- a — _ — nein. e rea y 0 pro ! rom e rs co snap 
ate-Cuar automatic switc! cu curren In- e A o ° ° 
stantly if heater is tilted or upset. Tan synthetic Next month will bring chilly nights and frost in many areas. That 
enamel finish wit ammered effect. Induction . . . . _ 
type mpeter, me tadle interference. Gpesetes on means thousands of customers will be clamoring for Arvin Electric 
aC only, 60-60 cycle, 130-120 volte, 1320 watts. Heaters! Get ready now for this profitable autumn and winter business! 
ize’ igh, 10” wide, 7” deep. Weight, . : : : . . : ' 
Seltvidediiy poached, 654 ihe. $1295 This beautiful new heater line is the finest in Arvin history! 
Favorite Ivory Enamel, Red Glow Light, Model 223A Attractive new design, smart new colors, appealing new convenience 
Fan-forced; delivers 42 cu. ft. of warm air per —and AMAZING NEW SAFETY! The new exclusive Arvin Safe- 
minute. Handy toe-switch control. Red glow- " * ‘ e d fi; 
light shows when heater is on. Safe-Guard auto- Guard is the strongest-selling feature since Arvin pioneered fan- 
matic switch cuts current instantly if heater is ! ; ; ; irecti nt i 
aol ar aa, Se Eesti teeny forced heaters! If the heater is tipped in any direction, current is 
synthetic enamel. Induction type motor; no radio instantly shut off—a big, new safety factor every parent will appre- 
i .1terference. Operates on only, 50-60 cycle, “S ' : >i a 
110-120 volts, 1320 watts. Size, 14” high, 10° ciate! Underwriters listed, of course. ; “i es 
wide, 7” deep. Weight, individually $] 395" Low prices and generous discounts! National advertising to millions 
a on me sicsiaiiies iii of readers! A big, new, dramatic, point-of-sale display! Don’t get 
Same ae Model 223A “in every respect except caught with the temperature down! Get your order in now! 

- A * . 
wah $1395 NOBLITT-SPARKS INDUSTRIES, INC., Columbus, Indiana 








2 - 

Arvin Model 103 § Arvin Model 52 
Economy Fan-Forced Heater ° AC-DC Radiant Heater 
$995" Same heating and fan unit : This is the finest radiant $995" 

as in higher-priced models. @ heater built. Operates on 
Handsome pastel green hammer- . either AC or DC. Oversize heating | 
loid finish. Chrome grille and guard e element and brilliant corrugated re- 3 
rails. Underwriters’ listed. Dimen- : flector spread warmth over wide F 
sions: 10” high; 934” x 614" at base. @ area. Bronze-colored hammerloid 
Operates on AC only. . finish. Safety guard rails. Under- 

*Slightly higher in Zone 2. 4 writers’ listed. 
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CASCO SEAM & DR 


mpLLY GUARANTEEED, 
T0PS IN PERFORMANCE & peqm 


eats 












FLIP-UP 





to 
FILL-UP 
TOP 


CASCO AND ONLY CASCO 


HAS ALL THESE AMAZING FEATURES: The New 
/ STAINLESS STEEL— cAN‘T RUST, CORRODE OR STAIN! CAS CC 


/ HOLDS 50% MORE WATER- YET NO BIGGER THAN AVERAGE DRY IRON! MEIC Re a 


/ LIGHTER — WEIGHS ONLY 3% LBS.! P Steain & ry) lr 


/ STEAMS LONGER-— OVER AN HOUR AND A HALF! 


/ SPITTING AND DRIPPING POSITIVELY ELIMINATED! *, oe $ | 7 95 
' only . 











/ EXCLUSIVE FABRIC SELECTOR DIAL-— CASCo DIALS ALL FABRICS, . 
STEAM OR DRY! C—O SSS Feir Woed 
/ INSTANT-ACTION THERMOSTAT — ACCURATE TO 15 F. — “iy “YE SMARTLY PACKAGED IN 


ALL OTHERS TESTED SHOW A 30° OR MORE VARIABLE! heme iow. 6 ff 
/SO CONVENIENT — Just USE TAP WATER! 7 Ye 


7 PRLS EASTER  rur-ur vO PuLuP tori Th you MAKE BIGGER PROFITS WITH CA Tog, 
ZONE IRON DOES ALL — wiTHOUT ATTACHMENTS, Pe. fate rai 
i : % 6 or More| % 


SCREW CAPS, PLUGS OR FUNNELS! 
= CASCO Steam & Dry tron | $11.95 | 33.3% $11.13 38% ¢ 
/NEW, FATIGUE-PROOF, COMFORT-COOLED HANDLE! © IB “Stamion“a" Pete} ef aa ER POSH 


World’s most efficient heating element! © Scorch-proof, tip-proof, Steam Iron ‘B" 12.33 | 31.3%] 11.81 _|342%)) & N 





Federal Tox 






heel rest! © 7,ft. cord — not usual 6 ft.! © Mirror-polished sole plate Steam Iron “‘C” 13.70 | 31.3%) 12.95 135.0% 


with button nooks! © Super-heated steam from concentrated vents! All profits and percentages include Fed. Excise Tox 
ully-tested, fully approved! 


(ROWING BOARD 


WICH 
FOLDS UP- 
STORES NEATLY 
away! 


WASHABLE 
T DURABLE BAC- 
KEEPS 
LAUNDRY 
CLEAN! 


wanbdy 
CLOTHES-PIN 


STURDY TUBULAR 
ALUMINUM FRAME! 
EASY-ROLLING 
PLASTIC WHEELS! 





cae 
38% | 
34.2% ER P Wem, Casey |? 
ae OSITIVELY LIMITED! ORDER NOW FROM YOUR WHOLESALER! 


“1: CY og 





“sam i. 


Xe) 
DUCTS CORP., BRIDGEPORT 2, CONN. | 





for 
BETTER SALES 
BETTER PROFITS 
ROLLER SKATES BETTER POLES 
| inst Sell 


IN THE POPULAR * 
PRICE MARKET ! 
* 


JOINTED 
BAMBOO FISH POLES 


With the famous St. Croix rolled edge brass 
ferrules. A line of poles you can be proud of. 





ST. CROIX CORPORATION 


MOST COMPLETE LINE UNITY, WIS. 


OF QUALITY BUILT ; A 
ROLLER SKATES ~~ inne 
GEE aLtows DEALERS 
AN ATTRACTIVE 
MARGIN OF PROFITS 
Write for 


Complete Information 
’ and Illustrated Literature 


SALES OFFICES 


© New York 10, 200 Fifth Ave. 
Bldg. Room 554. Phone Orcgon 











5-4521 

> Chicago 4, 209 S. State Street. 
Room 1821. Phone Webster 7853 

2 Omaha 3, 3325 North 42nd St. 
Phone Kenwood 4274 

© Atlanta 3, 70 Houston St. N. 
E. Phone Cypress 0475 

Oo Los Angeles 15, 730 West 10th ; 
Place. Phone Richmond 2171 

© Seattle 7, 2840 West 93rd Street. 
Phone Hemlock 2426 

>» Export Office—112 East 19th St., 
New York City 3. Phone Gram- 


3 _ . 
ercy 3-6958 pi ma e% : ej °@ f es 
° Coneter Siaggoent, 4932 Sher- or precision 


—— er. _ patterns... 
"Red Dot" / 


7 Smokeless Powder 


. For skeet and trap shells, experts 
|e specify Hercules ‘‘Red Dot’’ 
‘ loads. They know “Red Dot”’ will 
) | . always give them precision patterns 
with light recoil under all 


KINGSTON PRODUCTS CORPORATION to... 


buy, look for the words 


HARDWARE DIVISION A-8 “Red Dot” on the package. 


Kokomo, Indiana, U.S.A. HERCULES POWDER COMPANY 
ee een es 938 Mkt. St., Wilmington 99, De!. 
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Every youngster from 5 to 8 will pick PAL every time... 
and so will his parents... because PAL Sidewalk Bicycles 
have that big-bicycle quality, big-bicycle performance, 
big-bicycle look. 

It’s a fact that PAL Sidewalk Bicycles really are big- 
bicycle designs scaled down to kiddie size. Just think of 
features like these—New Departure coaster brake... . 
Diamond 1%” pitch roller chain.... Torrington No. 1 
Junior handle bar....16” full ball-bearing wheels with 
rust-proof tangent bicycle spokes.... Plated kick stand 
built into frame. 

There may be bigger bicycles than PAL, but there aren’t 
any finer. 


Models 981 and 982 with riveted spokes (ol iilustrated) 
To satisfy price-conscious buyers, there are the Model 981 


Boys’ Sidewalk Bicycle, and the Model 982 for girls. Thus 
PAL brackets the market, cinching every sale. 


Big Bicycle Qualify in Sidewalk Size 


SERIES 980 


SIDEWALK 


BICYCLES 


model 985 boys’ 
model 986 girls’ 
(as illustrated) 
PACKED SET UP 


yak 





_— | 


America’s Most Complete Wheel Goods Line 


every style ...every size... every price 


Maroon and Fire Engine Maroon and Persian Blue 
Red and White 


Everything you need to please every 
shopper—7 models, 3 sizes each; 15 
riveted spoke velocipedes, 6 tangent s 990 12” Front Wheel 970 12” Front Wheel 950 12” Front Wheel 940 12” Front Wi 
spoke velocipedes. Every one a % 991 16” Front Wheel 971 16” Front Wheel 951 16” Front Wheel 941 16” Front Wh 
high-precision beauty. 992 20” Front Wheel 972 20” Front Wheel 952 20” Front Wheei 942 20” Front Whe 

13%4” Tires 1” Tires 1%” Tires 1¥e” Tires 


White and Fire 


Fire Engine Chinese Red Fire Engine 
Engine Red 


Red and White and White ‘ed and White 


-2 


a 


"9 A sure-fire sale-maker. No 
competition, nothing else like it, 
Another example of PAL leadership. 
Siren, gong-bell, ruby reflector, and 


rider hand-rails make "The Chief” 
920 12” Front Wheel 910 10” Front Wheel 900 10” Front Wheel irresistible. 930 10” Front Weg 
921 16” Front Wheel 911 13” Front Wheel 901 13” Front Wheel 931 13” Front Whee 
922 20” Front Wheel 912 16” Front Wheel 902 16” Front Wheel 
1” Tires %," Tires 4" Tires / 1” Tires 











Satisfaction for every 
taste and purse. Three 
have riveted spokes, 
two have tangent 
spokes, All have real 958 20” Front Wheel 947 16” Wheels 945 16” Wheels 936 14” Wheels 
bicycle chain 16” Rear Wheels Maroon and White Persian Blue and White Maroon and White 
drives. Chinese Red and White 1%” Tires 1%” Tires 1%” Tires 
1%” Tires 


934 14” Wheels g 
Fire Engine Red and White 935 Fire Chief 
1” Tires 925 Torpedo Roadster Fire Engine Red 

Chinese Red and White and White 


Here’s where PAL super-quality } “America s Best’ — without 965 Berkshire a 

speaks the loudest! These hand- ? . Y a dissenting vote! And and ivory 

some sidewalk bicycles steal every af you, too, will agree when 

eye, cinch every sale. Two models “ you see the newest models, 

have riveted spoke wheels, two 

have tangent spoke wheels. 976 Tuscan 10 
J and Ivory 


975 Berkshire Bi 
and ‘vory 





982 Girls’ Model 985 Boys’ Model 

Persian Blue and White Chinese Red and White 
16” Wheels—16x1.75 Tires 16” Wheels—16x1.75 Tires 
981 Boys’ Model 986 Girls Model 

(not illustrated) {not illustrated) 





THE LA PORTE CORPORATION. 
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relates) 


Persian Biue 
and White 


940 12” Front Wie 


941 16” Front Ws 


942 20” Front Wi 


1Ye” Tires 


White and Fire 
Engine Red 





3113” Front Wheel 
‘32 16” Front Whee 
” Tires 





14” Wheels 
on and White 


4,” Tires 


965 Berkshire 5m 
and ivory 
975 Berkshire 
and ivory 
976 Tuscan Ta 
and ivory 





HOW TO MAKE’2a 
IN A FEW DAYS 


HARDWARE AGE, AUGUST 25, 


«\ Use this Sentinel 


% Silent Salesman 
$38.25 wae you 61.25 


37//2% PROFIT 


12 Sentinel Pocket Watches—6 Wrist Watches 
Nationally Advertised in 
LIFE, LOOK, SATURDAY EVENING POST 


PRICES FAIR TRADED Cost to you Sell for 


8 Click Pocket Watches (6 Plain Dial @ $1.56 each, 
retail $2.50; and 2 Radium Dial and Hands @ $1.84 
each, retail $2.95). $13.04 $20.90 


4 Autocrat Pocket Watches @ $1.72 each, retail $2.75. 6.88 11,00 


3 Diamond Gold Wrist Watches (2 Plain Dial @ $3.09 
each, retail $4.95; and 1 Radium Dial and Hands @ 
$3.44 each, retail $5.50). 


3 Diamond Chrome Wrist Watches (2 Plain Dial @ 

$2.81 each, retail $4.50; and 1 Radium Dial and Hands 

@ $3.09 each, retail $4.95). 8.71 13.95 
$38.25 ° $61.25 


THE E. INGRAHAM COMPANY, Bristol, Connecticut, Established 1831 
In Canada—Toronto 14, Ontario. Prices plus taxes, subject to change, slightly higher in Canada 
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Offer #101 


Enter our order for S$ entinel Silent $alesmen 
FOR IMMEDIATE DELIVERY 


Firm Name Order No. 








Store Address 





City aS 








Your Name__ ee ee 
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1949 39 
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CULE 


AUTOMATIC WATER 
PUMPING SYSTEM 


great names 
now bring you 
the very finest* 
brushes in color | 


x= CO} 


with colored plastic bristles of | 


i 


. famous, new, heat-resistant (can withstand 
boiling water) plastic, developed, produced and Once Primed— 
widely promoted by the Dow Chemical Company | Always Primed 
and The National Plastic Products Company. | Freezing will not damage 











AMERICA’S GREATEST 
Shallow Well 


Pump 


Stock LERIO and watch the 
profits mount. 

Here is the pump that 
answers every rural 
home need... most 
farm needs...for run- 
ning water. 


The simplified, patented design 
of LERIO makes installation and 
maintenance simple as ABC. It 
fits directly onto the well pipe 
or casing, requires no separate 
storage tank, delivers fresh wa- 





ter right from the well. 


The LERIO simplicity of design . . . sturdiness 
of construction, brings your customers... 


1. LOW INITIAL COST 


2. LOW OPERATING COST 
3. LOW MAINTENANCE COST 


Fhe 65-year manufacturing experience of Ox 
Fibre Brush Company, originators of automatic 
brush-making machinery, plus the strength, 

resilience, beauty and other quality character- 

istics of colored Saran bristles, have combined 
pssteeuatton ssi ee ey oh ee One installation will sell a whole neighborhood! 
which will instantly catch the eye and open the 


purse of every feminine shopper who walks into The male Sedteres of the 
LERIO Pump are covered by 
U.S. Pat. Numbers 2091499, 


2394191, 









your store. See your Oxco representative now. 


 oxco 


OX FIBRE Pe maes COMPANY, INC. | 


FREDERICK tablished /§§¢ mMaRYLAND 





THE_/CCC CORPORATION 


MOBILE 6, ALABAMA 


19419 
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Today, tomorrow, every 
day WARM MORNING 
proves its value by perform- 
ance...in supplying the 
lowest cost dependable heat 
that money can buy. That's 
why WARM MORNING 
sales have soared ’way past 

~N\ the million mark.. why you 
3 
\ can sell these proved-right 
\) heaters and profit! 


COAL HEATERS 


The WARM MORNING line of six models meets practi- 
cally every heating requirement of your customers. And 
you can offer these unusual advantages: @ Semi-automatic, 
magazine feed @ A size for every need, 60 lbs. to 200 lbs. 
coal capacity @ Burn any kind of coal, coke, briquets @ Re- 
quire less attention than most furnaces @ Heat all day and 
night without refueling — hold fire several days on closed 
draft @ Start a fire but once a year @ Exclusive patented 
interior construction @ Your home is WARM 
every MORNING regardless of the weather. §& 


SEE YOUR WHOLESALE DISTRIBUTOR 
LOCKE STOVE COMPANY 


114 West 11th St. Kansas City 6, Mo. 


(TJ-92) 
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KARAFE SET 










ICETTE Luxury ata little price for home desk, bed- 
side nite stand, or office. keeps warm beverages 


hot or iced drinks cold. Polished aluminum 


KANISTER SET 





... Practical beauty to complete every kitchen . Handsome accessory for beverage service. 





cupboard. Convenient sizes to hold supplies of 
tea, coffee, sugar and flour ina matched Kanis- 
ter Set of polished or Tutone aluminum with 
close fitting covers and modern Bakelite knobs. 


A Fiberglas insulated ice bucket to keep ice 
cubes solid for hours; to keep beans, chili, 
soup hot. Black plastic band contrasts dramat 
ically with gleaming, polished aluminum. 


Karafe glass-lined. Fiberglas insulated; 32- 
ounce capacity. With two 10-ounce matching 
aluminum tumblers on a 13-inch modern 
chrome-plated tray. 
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Nb) 401. @ BLACK RUBBER COATED 


FARM BASKETS 












































AFE 7 ? POLL Farmers, storekeepers, housewives ... anyone who han- S 
Trode Mark Reg. U. 5. Pat. Olf, dles fruits, vegetables, eggs and all types of root crops are 
prime prospects for Androck Farm Baskets. Quality con- THE V 
Wall Model Can Opener—with struction throughout with heavy coating of black rubber. MOST €01 
patented “DROP-A-WAY” feature “OF 
The finest can opener for home use. } Coee 
Effortless and safe—it rolls the edge 
smooth as it holds and opens square, BALE HANDLE 
round or oval cans. New, improved with easy, ; 
! design with heavier steel construction comfortable grip. 
and new spring supported blade assure RUBBER COATING 
! longer life. “‘DROP-A-WAY’”’ feature cneene en 0 
allows opener to hang flush to wall Pf crops ws 
| when not in use and permits instant Ps. E/ 
j removal for cleaning. BASKET SIZE 
All metal parts bright nickel plated. 13” fp; SI 
Individually packed in attractive 9 — 
3-color carton complete with mounting 1gn. SI 
bracket and screws. CAPACITY 
¥% bushel. 
Retail price 89¢ S/ 
RUBBER COATED FARM 
Werld’s Lergest BASKET Cat. No. 2934 





Manufacturer of 
Bottle Openers 
and Can Openers 


THE WASHBURN COMPANY 


FACTORIES: WORCESTER, MASS./ ROCKFORD, ILL., NILES, MICH. 


NOVELTY MANUFACTURING CO. 
CHICAGO 24, ILL. 


TERRIERS 


3211 CARROL AVE. ©¢ 
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McKEE GLASBAKE OVENWARE 


Exciting 





McKEE 


GLASBAKE 


OVEN WARE ,., 






McKEE 


RANGETEL 


ala 





McKEE 





herte | 


KITCHEN WARE 










THE WORLD'S Get the popular, 


MOST COMPLETE LINE 
“WOOF GLASS 
COOKING WARE 


fast moving line of quality 
Glasbake Ovenware, in the cartons that give you 


5 diled Cddldaniiages-/— 


QUICK RECOGNITION Style number plainly marked . . . different color for each item. 
EASE IN HANDLING Cartons stack easily and uniformly, for safe, quick handling. 
SELF-DISPLAYS Color illustrations make effective displays. 

SELF-WRAPPER Eliminates wrapping expense and time. Provides attractive gift box. 


SALES HELP Gives sales persons answers to basic sales questions. 
Makes selling easier, faster. 





For complete information see your wholesaler, the McKee representative, or write 


; McKEE GLASS COMPANY JEANNETTE, PA. Established 1853 
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Because only 


TEMCO has all 


these features: 








Porcelain Enamel Finish that won't rust or burn 
out, is easily cleaned and stays new looking. 


A size and model for every heating requirement. 
Durable Pyrex Glass Front on radiant models. 
AGA Approved. 

Proved performance ... more than 30 years 
experience and over a million gas heating units 


in service stand behind the Temco name. 


Automatic temperature controls, factory-installed 
are available. 


1. 
2. 
3. 
a 
5. 
6. 


Backed by powerful national advertising in such 
publications as Saturday Evening Post, Good 
Housekeeping, American Home, Farm and Ranch, 
Southern Agriculturist, Sunset, Hollands, 
Farmer-Stockman and Small Homes Guide. 


7. 













con cru 7 
©" Guaranteed by > 
Good Housekeeping 


* 
$2745 aovranssto WS 





TENNESSEE ENAMEL MFG. CO., DIV. B-126 
4104 PARK AVE., NASHVILLE 9, TENN. 
Please rush me the new Temco Heater Catalogue. 


a 


Address ____ 





GARDINER Fyfe} 8») 3: 
FIG OOD Ee) 14 
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SOLDER 


STOCK THE SOLDER THAT SELLS! Comes in distinctively colored 
packages with counter display carton. Federated Gardiner brand Acid 
Core, Solid Wire and Rosin Core Solders are nationally advertised to 
help your sales. In all commercial sizes and compositions. 


A PRODUCT OF 


Sedewidat METALS 


division of American Smelting and Refining Company 
Whiting, Indiana (Chicago) 














A DEALER- DES/GNED DEAL 


=m, —thati Cummins 
VM hae 


Here's the line that's selling for dealers 
TODAY! Customers like the extra value 
they get for their dollars . . . from 
modern quality construction, to the 
leading features of higher-priced tools. 
Dealers like the broader markets, 
steady turnover, aggressive merchan- 
dising help, greater profits, that 
, Cummins gives ‘em. It's a dealer- 
designed deal that's paying off NOW 
Interested? 


Model 150— %-inch 
General Utility Drill $20.95 












CUMMINS PORTABLE TOOLS 
4740 North Ravenswood Avenue 
Chicago 40, Illinois 







Model 200 
Yz-inch Dritl—$39.95 


Model 607 BalanSaw—$62.50 
($68.00 with steel case) 


Model 425 
Y%-inch Drill—$33.00 


ASK YOUR JOBBER! 



















Nsciaiadsinsielaanjinsinainis? 
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~ PRICES ARE DOWN™ 
.. YOUR PROFITS U 


NET CONTENTS ONE GALLON 
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POL:-MER-IK QUALITY MAINTAINED! 


100% PURE LINSEED OIL 


: ; / 
* Lower government support prices on I ARCHER-DANIELS-MIDLAND co. 
flaxseed means lower prices on Pol-mer-ik ! 683 Roanoke Building 


Linseed Oil. P 
At the same time retailers are now aver- Please send me the latest information on Pol-mer-ik 








aging 33%% gross profit on selling prices Linseed Oil. 
at this lower level. Sales are increasing, , 
turnover has speeded up, and volume is 1 Name 
greater. The fine quality of Supertreated i 
Pol-mer-ik, America’s best known and ! Address 
fastest selling Linseed Oil, is being strictly 
{ City eae Zone State 


maintained. 
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Fall Rental 













































MAINTENANCE 00 
MACHINES FL . 
tor palleliine, diex cone: SANDERS ee e Profits come 


easy—and grow BIG—for stores 
who feature AMERICAN Rental 
Sanders! Steady year ‘round de- 
mand brings you 3-way profits! 
You ring up rental fees—and this 
alone usually pays for your 
American Machines the first 
year! You sell related items— 
abrasives, floor finishes, brushes, 
wax and other supplies. You 
build goodwill—customers ap- 
preciate the convenience and : 
savings you offer through Ameri- | | eee &; RN Fa, 
can sander rental service. Send ‘| | Rice a 
today for profit-plan and details | Seventy - four years of know-how 
about new American Rental | : 


Sander with “package wel con- | go into the making of these quality 
struction and other new features. | 

|| knives and scrapers. Professional 
MERICAN. men say they are 


FLOOR MACHINES * PORTABLE TOOLS 








2) 
ne 











THE AMERICAN FLOOR 
SURFACING MACHINE CO. 


"BEST by TEST” 


ane send latest catalog on the following, without CALL YOUR JOBBER Send for 
obligation. 

| and order today. | 

| | Col 


(J Maintenance Machines (J Small Sanders 
(] Saws (] Floor Edgers (J Floor Sanders 


TR 6 tke scmaieinbeonreninetecedantnehadenbonietiie aN as ‘e{olo)d) am mele), 1-7-4) bf 





ANTRIM * NEW HAMPSHIRE 
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We suggest that you 
place your orders NOW 
for Fall Delivery 


: 






AE 10° AND UP 


Service excels Pre-War . . Shipments made within 24 hours 


FOR OVER A QUARTER CENTURY OUR MANAGEMENT HAS 
MANUFACTURED AND MERCHANDISED POPULAR PRICED BRUSHES 


Send for Our Catalog Listing 


Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET e BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3588 


527 Canal Street 17 East 42nd Si. 122 So, Michigan Ave. Sevth 
New Orleans 16, Lovisiona New York 17, N.Y. Chicago 3, illinols ma Send yoshi km ry 
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NEW—SCIENTIFICALLY DESIGNED 


<i" WINDMASTER” 


BAROMETRIC 


DRAFT CONTROL! 


@ BETTER CONTROL @ EASIER INSTALLATION 
® MORE PROFIT 





Square housing and patented angle mounted vane provides more 
uniform opening with larger effective area. Tested characteristics 
show a flat curve, assuring even, effective control—efficient 
operation at all draft values. See the test chart—it shows definite 
superiority. 





Exceptional simplicity of design and sturdy construction enable 
you to offer your customer higher quality at lower cost and 
better profit. 


Installation is exceptionally easy—ask your jobber. 


THE SKUTTLE MANUFACTURING COMPANY 











g ware 
THE s1090,000-00 4 


WITH MCDONALD WATER SYSTEMS 


The MSDonald name helps you sell 
The M£Donald Diamond trademark identifies a complete 
family of water systems which you can sell with confi- 
dence that each is the finest of its type. All of MSDonald’s 
resources, their 93 years of manufacturing experience 
and technical skills are behind the name. 










The full line builds greater profits 
You sell the right size and type of equipment when you 
sell from M¢£Donald’s full line. You don’t waste customer’s 
money on too much or too little capacity. And you sell 
the unbeatable combination of quality and service which 
have made M€Donald Water Systems nationally known 
for dependability. It all adds up to profit and prestige. 


Deep Well Reciprocating Type 
Systems. 160 to 1875 gallons per 
hour. Series 400 & 600 illustrated. 


Shallow Well Reciprocating Type 
‘ Systems. 250 to 650 gallons per hour. 
Series 420 illustrated. 


Tie in with MCDonald's advertising and merchandising plans. Get into 
the big profit picture. Your MCDonald jobber will give you the facts. 


A. Y. MCDONALD MFG. CO. 
DUBUQUE, IOWA 









Shallow Well Hydro-Jet Systems, 
| Series 2000. %. 4%, 42 h. p. sizes with Deep Wells. 160 to 1880 gallons 


5, 10, 25, 42 gallon tank capacity. PUMPS e PLUMBER'S BRASS @ OIL EQUIPMENT per hour. 


AMERICA’S FINEST FULL LINE FARM AND DOMESTIC WATER SYSTEMS 


1949 


Hydro-Jet Systems for Shallow or 
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4099 BEAUFAIT AVENUE «+ DETROIT 7, MICHIGAN 
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IURKEE-ATW OOD gives you ALL THREE for... 





/ Fast-selling ASSORTMENTS 
WITH PRACTICAL DISPLAY RACKS 


You profit most with high turnover of a mod- 
erate inventory. That’s what Durkee-Atwood 
y-belt assortments do for you. With fewer belts 
you can service close to 100% of all demands. 
Durkee-Atwood colorful, enameled-steel wall 
racks take up no floor space, are easy to keep 
bright and clean. Sturdy steel floor and counter 
racks are available to fit your merchandising 
plans. Belt guides, size finder, and easy-to-use 
measuring sticks supplied with assortments. 


A Line of Belts 
WITH 1949 
ENGINEERING 


Take a look at this cross section of a Durkee- 
Atwood belt. You can see the design and con- 
struction features that put this belt far out front 
in eficient power transmission. You can’t see 
why Durkee-Atwood belts give service far be- 
yond ordinary belt standards, but your cus- 
tomers will tell you that they do. Our own 
proving ground and road tests show that 
Durkee-Atwood belts consistently exceed or- 
dinary belt wearing qualities. 


Fractional Horsepower 


Automotive 


Tractor 


Industrial 


4 ot 
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RAYON 
CABLE CORDS 


A Complete Line... 
V-BELTS FOR EVERY USE 


Millions of v-belts are used annually for power trans- 
mission. Profit by these new markets with the Durkee- 
Atwood line. Durkee-Atwood makes v-belts for every 
purpose; automotive, tractor, truck, industrial and 
household. These belts are available in assortments to 
fit your most frequent demands. 

FOR GREATER V-BELT PROFITS you need all 
three advantages of the Durkee-Atwood merchandising 
plan. Ask your jobber salesman or write direct for 
more information. 


HIGH CORD LINE 
REDUCES SLIPPAGE 


Regular belt— 
W ith low cord line, 
only o part of belt 
is under compres- 
sion, Only a part 
of the belt “works,” 


Durkee-Atwood 
belt— 
Cord line placed 
high keeps entire 
body of belt 
under compres 
sion. All the side- 
wallarea is forced 
ogainst sheaves 


DURKEE-ATWOOD 








Manufacturing Company 
Carrying the Load Since 186% 


ELIZABETHTOWN 
PENNSYLVA NIAj 







| NO GET VOLUME SALES 
(SS ... MORE PROFITS 


wm me LOW COST CHOREMastTER 
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The “MIDDY’ 


Barrow is hack! 
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One of — if not THE — most popular wheelbarrow 




























| As i ae 
ever made is now back in large scale production BY \ TAY : 
! Better than ever, this familiar Round-nosed Tray he Ti eA CHOREMASTER franchise — sales 
% Yy \\ opportunities never before available. This tractor 
! Barrow is built to perform a host of jobs around BA £5 Ag reaches a big, new, popular market . . . performs 
i Superior the house or shop. The low price tag and its su boi J \) ¥: dozens of tasks for farm, home and commercial 
4 o A Ft ~<a . 
Products pester construction heaps 10 ever-pepules. Ae» bY St cer) (°) =), vsers. Complete line of profitable attachments 
Since 1876 a io : available. The CHOREMASTER is guaranteed to 
other JACKMANCO quality product that gives LIST PRICE satisfy . . . priced right, built right by a famous 
bi 
| wise dealers the edge in ringing up more sales : $135.00 1 H.P 


manufacturer. Fine sales helps and national 
advertising. Write for literature and franchise 
information. 


| $149.00 2 H.P.* 
| Attachments extra 

Plus Freight 
*Centrifugal Clutch 

$10.00 extra 


CHOREMASTER DIVISION 


The LODGE & SHIPLEY COMPANY 


828-8 EVANS ST., CINCINNATI 4, OHIO 











JACKSON MANUFACTURING CO. 


HARRISBURG e¢ PENNSYLVANIA 
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boperwood Mls 


WM. E. HOOPER & SONS CO. 
General Sales Offices: 
New York PHILADELPHIA Chicago 
320 Broadway Juniper & Cherry Sts. 300 W Adame St 
Hooperwood Mills: Woodberry, Baltimore, Md 
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A PROFIT MAKER 
FOR ALL DEALERS* 


Order now for ‘‘pre-snow’’ delivery Mi } ‘ Man 
ROTARY 
SNOW PLOW 


STANDARD 
MODEL 
AND 
AUXILIARY 
ENGINE 
MODEL 


*Auxiliary engine model can be 
used with other than Mighty 
Man tractors. 


Here's the easy way to clear snow . the method successfully used 
wherever snow flies. The Mighty Man Rotary Snow Plow is scien- 
tifically designed after the principle used by locomotive snow plows 
in mountain passes. The specially constructed curved steel blade 
forces snow into six rotating blades. Exclusive Mighty Man agitators 
help the blades ‘'chew'’ into the snow which is thrown far up and 
to the right of the operator. Adjustable guards control height of 
the ‘'throw'’ and prevent snow from hitting the operator. 

Actual tests show that the standard model efficiently clears snow 
up to 7 inches, and the auxiliary-engine model is suitable for snow 
up to I4 inches. Because auxiliary engine model can be operated 
independently from the tractor, it may be adapted to other than 


Mighty Man tractors and may be mounted on trucks or hand- 
propelled devices. 


Send today for full dealer information on this profitable implement 


and for details of the Mighty Man 3 H.P. and 11/2 H.P. tractors 
and implements. 


FARM EQUIPMENT DIVISION, MARINE IRON WORKS, INC. 


1120 East ''D'’ St., Tacoma, Wash. 








pat designed 
dd mail boxes are 
i practicality, ag aa 
, hard wear. 
pn decorative, black arr as 
silver boxes—and watch them ! 


15%” high, 5%” wide. Cast 
aluminum front and coe 
zinc back, brass “on o 
Equipped for padlock. 


i “ wide. Cast 
F669] 569] 92" high 4%" wide. 
tt eam front, tinned steel —_. 
sheet zinc top cover. Brass pap 


holders. Equipped for padlock. 


makes hardware fer fousewtees 


COMPANY, WALLINGFORD, LONK. 


( eee ae a a 
97 Chambers Har lea: Fork / 


Wright Hexagonal Netting re- 
quires little or no stretching. 
Woven even with perfectly 
straight selvage. Users find that 
it hangs like a curtain, straight 
and even throughout. When they 
need more they ask for the netting 
with the famous rooster trade- 
mark. 


GF WRIGHT si: 


WORCESTER *ae es 
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BOLT CARTON 





customer 


> isis" 


®@ No change in standard case Cases of HANDY-PACK car 
. a riage, machine or lag bolts 
@No change in case quantities can be ordered and de. 
livered in carload or less 

® No change in bolt quality than carload lots 





' @ No change in carton size 









®@ No change in carton quantities ' "hread carriage and 
machine bolts have nuts 


ROE SMR NEY em mR 
| @ No change at all in customer's _sttached as always 
i regular method of ordering 








Write 
for circular NOW... 
describing Handy- for the first time 


Pack advantages ad 
HANDY -PACK 


in detail. 


Handy-Packs in 


all your orders.. 
starting today! 


circle - bolts 


{ BUFFALO BOLT COMPANY 
i North Tonawanda, N. Y. 


j Sales Offices in Principal cities. Export Sales Office: Buffalo Internationa! Corp 
50 Church Street, New York City 


oe a ee 


L eS Se A A Se SS A Me mee Ge cm ./ PRODUCERS OF CIRCLE @ PRODUCTS—BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 
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Published Every 
Other Thursday 


"The Hardware Dealers Magazine’ 


Established 1855, succeeding and embodying ‘‘Hardware"’ of New York, 
**Stoves and Hardware Reporter,’ St. Louis; ‘The Western Hardware 
Journal,"’ Omaha; “Iron Age Hardware,"" New York City; ‘The Hard- 
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ware Dealers Magazine,'’ New York, and ‘Good Hardware,"* New York. 


Just Among Ourselves, by Charles J. Heale 
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Business 4s Good, by G. |. Farman.......... 
Rear-of-Store Sports Section Helps Increase Traffic. 
Basement Location Triples Dingle's Gift Shop Sales. 
Longer Hours, Night Lighting and Letters Get Traffic. 
“Try It Before You Buy It" Is the Theme Song... 

It's a Good Safe, Profitable Business, by Robert H. Russell 
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Copyright 1949 by Chilton Company (Inc.) 


ADVERTISING INDEX—PAGES 172-173 


@ 


Charter Member 
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SUBSCRIPTION PRICES: United States and its possessions $1.00 per year. Canada: $3.00 
per year. All other countries $5.00 per year. Single copies 25 cents each. 
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9) tic : STORM-PROOF 
HARDWARE 
ALWAYS ON GUARD -— in all types of weather! 


Let it rain, sleet, snow or hail—you can still depend upon Storm-Proof to operate with smooth, friction 
free precision because it is especially designed and built “that way” to defy the elements. It's safe to 
recommend this hardware to your trade with confidence, because of the many years of fine service- 
records attesting to its unfaltering trouble-free performance. 

@ Storm-Proof Hangers have two wheels, in tandem, with antifriction steel roller bearings to ease the load 
of carrying the weight of the sliding doors they serve. Doors glide open and closed swiftly and smoothly. 
@ A specially designed Storm-Proof Rail provides a rigid, smooth track for the hanger wheels. A 
deep hood on the rail protects the mechanism from the elements. 

@ The No. 77 Storm-Proof Door Hanger has a distinctive flexible feature. The No. 88 is also flexible 
and can be adjusted in both vertical 
and lateral positions. 


@ Check over your stock and 
order your supply of Storm- 
Proof hardware today — the 
demand is growing. 





No. 77 Flexible TE: KORRES 
Storm-Proof Door Hanger 
No. 88 Adjustable 


Storm-Proof Door Hanger 
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- taformal Editorial Comments — 


| 8 Charles J. Heale A 





“Surprising Number of Houses and 
Barns Are Badly in Need of Painting’ 


T. D°’ANDREA, _ well 
known hardware credit 
authority, has written me 

an interesting comment following 
a recent vacation trip. In part he 
says: 

“I recently returned from a 
trip by car through New En- 
gland up to Quebec, Montreal, 
etc. Aside from the more pleas- 
ant impressions of beautiful 
scenery and nice people, there 
was one ‘commercial’ impres- 
sion that struck me. 

“I'll bet that you, and others 
who do a great deal more travel- 
ing than I do, have observed 


the same thing. That is the sur- 
prising number of houses and 
barns that are badly in need of 
painting. I thought this might 
be something you could use in 
one of your editorials. 

“There seems to be quite a 
market yet for paint and some 
of the enterprising paint manu- 
facturers can possibly think of 
ways of encouraging people to 
paint up and_ beautify their 
properties. If the paint business 
is slackening, here is something 
they can work on.” 

This is not alone something for 
paint manufacturers to think 


oO oO QA 


about but most definitely some- 
thing for all hardware dealers to 
think about and take some action. 
I have often had the same impres- 
sion as expressed by Mr. D’An- 
drea and paint is a profitable line 
to sell. For the consumer there is 
no better protection of his property 
than reasonably frequent painting. 

For many years, many hard- 
have surveyed their 
trading areas noting residential 


ware men 


and farm properties in need of a 
coat of paint. School boys, after 
hours, can make such a study and 
each prospect should be pursued 
by mail, phone and personal visit. 


Every Month You Work a Week for Uncle Sam— 
“Think It Over’, Says Herbert Hoover 


N August 10, at his home in 

Palo Alto, Cal., former 
President Herbert Hoover cele- 
brated his 75th birthday and made 
a very timely radio broadcast to 
the nation. Sounding a most 
thoughtful word of caution, he 
emphasized the terrific mounting 
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costs of government, pointing out 
that about one out of every seven 
Americans is a regular recipient 
of government monies causing 
about one week’s work per month 
to be paid out in taxes of some 
kind or other. 

There were seven basic points 
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in his message and after each he 
said “Think it over.” We should 
most soberly “think it over” and 
soon. The points are as follows: 
“Today about one person out 

of every seven in the population 
is a regular recipient of govern- 


ment monies. If those of age 
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are all married, they compro- 
mise about one-half of the vot- 
ers of the last Presidential elec- 
tion. 


“Think it over.” 
* * * 


“Taking out holidays, Sun- 
days, and average vacations, 
there are about 235 working 
days in the year. Therefore. a 
total of 81 days’ work a year 
for taxes is about one week out 
of every month. 


“Think it over.” 


* * * 


“Another end result is to ex- 
pose all our independent col- 
leges and other privately sup- 
ported institutions to the risk 
of becoming dependent upon 
the state. Then, through politics 


we will undermine their inde- 
pendence, which gives stimulus 
to government-supported _insti- 
tutions. 


“Think it over.” 
* * * 


“So long as we must support 
the necessary national defense 
and cold war—at a cost of 24 
days’ work per year to Mr. 
Average W. Citizen—there are 
many comforting things that 
should be deferred, if we do 
not wish to go down this road 
to ruin of our national family 
life. 

“Think it over.” 


* * * 


“We have not had a great so- 
cialization of property, but we 
are on the last mile to collectiv- 


ism through governmental col 
lection and spending of the sav- 
ings of the people. 

“Think it over.” 

* * * 

“Out of . . . slogans and 
phrases and new meanings of 
words come vague promises and 
misty mirages, such as ‘security 
from the cradle to the grave, 
which frustrates those basic hu- 
man impulses to production 
which makes a dynamic nation. 

“Think it over.” 

* * wt 

“Perhaps some of my listen- 
ers object to somebody else’s 
pressure group. Perhaps you 
support one of your own. Per- 
haps some of you do not pro- 
test that your leaders are not 
not acting with your authority. 


“Think it over.” 





ENSUS figures are the only-sta- 

tistics that have the majesty 
of the Constitution behind them. 
They were among the first prod- 
ucts of democracy in the new 
world. Even George Washington 
and Thomas Jefferson realized 
that a democracy cannot function 
without statistics. Out of that sim- 
ple beginning has come the most 
extensive system of fact-finding in 
the world—that done by the U.S. 
government—much of it by the 
Bureau of the Census. 

In this country we take for 
granted such figures as_ those 
gathered by the census bureau but 
it took World War I to inaugu- 
rate a census of production in the 
United Kingdom. There is abun- 
dant evidence that it pays to il- 
luminate the field in which busi- 
ness is done. Uncle Sam has a 
reputation of doing the world’s 
best job of fact-finding but he is 
charged with having done the 
world’s worst job of fact-using. 

If business is to function eff- 
ciently, it must know with what it 
is dealing. It is very important 
for business to have basic data 
on which to base its plans and its 
studies of markets. 
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The Census 


In the present state of uncer- 
tainty, business and industry need 
census figures as never before. Ba- 
sic statistical data on the produc- 
tion and distribution of goods are 
just as important as are compar- 
able figures covering agriculture 
production for which generous 
provision always is made. 

Not all citizens and not all busi- 
nessmen realize the importance of 
precise knowledge. There is an 
educational job to do in which the 
business press can play an impor- 
tant part. If data are not avail- 
able as to production. there is no 
way of knowing its relationship to 
demand of the kind and quantities 
of raw materials needed. Trends 
in the fields of distribution and of 
the service industries must be defi- 
nitely outlined so businessmen 
know what to do. This is more 
important than ever now that sup- 
ply and demand have come closer 
together. Collection of statistics 
in a country with a complex econ- 
omy can be done only by a central 
agency with legal authority to get 
the information. It is a federal 
activity that supports and strength- 
ens private enterprise. 

It is not only the censuses of 


business and of manufactures that 
are important. The most impor- 
tant single index of the growth of 
the U. S. is the unbroken series 
of population figures from 1790 
to date. Census of population is 
a tremendous task. It is essential 
primarily to make sure that the 
people have the representation in 
Congress to which they are en- 
titled. Data as to the population 
are essential in formulating tax 
bills. in providing school facilities. 
in determining social security lia- 
bilities and many other responsi- 
bilities of government. Population 
figures indicate the magnitude of 
our market and also the enormity 
of the task involved in the Presi- 
dent’s socio-economic program. 
Whether we like it or not, we are 
going to get part of it. Taking 
of a census is an enormous task 
but it has been reduced to a 
science. 

No statistics are perfect but in 
government they are compiled 
carefully by conscientious, objec- 
tively-minded persons. They cer- 
tainly are infinitely more reliable 
than any ex-party statistics which 
are made up to prove a case. 


—Paut Wooro. 
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They Strove to Build 





The store name has a bright yellow background which gives it great visibility, day and night. 


= system and 


intelligent classification of mer- 
chandise, combined with neatness 
and cleanliness, are outstanding 
characteristics of Shorrock’s new 
hardware store in Sacramento, 
Cal. It represents the result of 
thorough research and study of 
the latest and best design and ar- 
rangement of a hardware retail 
establishment. Three steps were in- 
volved in the building project. 


In High-Class District 


Location. This pioneer store 
had made several moves eastward 
from the original site near the 
Sacramento River, to keep pace 
with the city’s growth. Because 
Shorrock’s caters to a superior 
class of customers, the new store 
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was located near the center of the 
high-class downtown shopping dis- 
trict, in the 900 block on J St., 
across from Plaza Park. Overhead 
expense was cut down by making 
the 40 by 150-ft. brick-and-con- 
crete building two stories high 
and renting the second floor to the 
state for office use. 


Visited 50 Stores 


Planning Technique. Robert 
Shorrock, Jr., in 1947 visited all 
the new hardware stores in Cali- 
fornia, about 50, which were scat- 
tered over the 800-miles-long 
Golden State. This was the best 
possible way to see how store 
planning theories worked out in 
practice. 


Solving Store Problems. In- 
formation thus obtained at first 


hand was closely studied by a 
committee of five, composed of 
Robert F. Shorrock, Sr., head of 
the firm, and his two sons, Richard 
A. Shorrock and Bob; Thomas 
Haley, manager of the paint de- 
partment, and Albert Checchettini. 
in charge of tools and general 
hardware. This committee held 
weekly conferences for nearly a 
year, studying and revising plans 
drawn for the new store. 


Four Objectives 


Four objectives were kept in 
mind. First, location of the store’s 
five departments: builders’ hard- 
ware, automotive and house 
paints, housewares, general hard- 
ware and sperting goods; second, 
how to stock and exhibit the great- 
est possible variety of merchan- 
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California's Finest 


Fifty modern new hardware stores in the Golden State were 
visited by Robert Shorrock, Jr., while a committee of five 
studied store and fixture plans for a full year before 
this Sacramento store was built by this 72-year-old firm 


dise; third, style of display tables, 
shelves and storage cupboards; 
fourth, how to place and arrange 
fixtures so that goods could be 
most easily located and examined 
by customers. 

The general plan of the front 
or main section of the store is a 
central aisle, with display tables 
on either side; display counter 
along the right wall, with storage 
underneath and wall cupboards 
above, on the doors of which are 
shown a great variety of tools and 
small articles; open shelving on 





the left wall for displaying din- 
nerware, gift goods and house- 
wares. 


The Rear Section 


The rear portion of the stove 
contains house paints and _ build- 
ers’ hardware, electric kitchen ap- 
pliances, garden tools and sup- 
plies, bolts, nails, machines and 
other heavy goods. The mezzanine 
floor above is devoted to sport- 
ing goods, with offices, cloak and 
rest rooms along the right side. 









ROBERT F. SHORROCK 
senior member of the 
partnership which now 
includes his two sons, 
Richard A., and Robert. 


A huge street sign, “Shorrock’s 
Hardware,” cost $2,800 and has 
the appearance of a large yellow 
billboard. The store front is solid 


~ 
=e BE csi 


KK 4 


The stairway to the mezzanine, which is used for the sporting goods department, 
offices, cloak and rest rooms, can be seen in this view of the rear of the store. 
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Mechanics’ tools are neatly and effectively arranged against the light background of wallcases. 


plate-glass, including the double 
doors, set back from the side- 
walk—-so that window shoppers 
won't be jostled by passers-by— 
and sloping toward the central 
entrance, to funnel customers into 
the store. 


In the Best Spot 


The best spot inside is given 
to gift goods and dinnerware, to 
attract women buyers. Behind the 
tables and wall shelves on which 
these goods are displayed there is 
a large storage closet under the 
outside stairway, which leads to 
the state offices on the second floor. 

Wall space between this extra- 
stock closet and the stairway lead- 
ing to the mezzanine floor sup- 
ports shelves bearing cooking 
utensils, classified according to the 
material of which they are made 
—stainless steel, aluminum or 
enameled ware—with block let- 
ters above indicating the location 
of each. 

Projecting from the wall are 
four 8-ft. display tables with 
rounded outer ends, showing ad- 
ditional kitchenware of each type 
and having a smaller shelf above 
and storage cupboards under- 
neath. The wall display is 7 ft. 
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high, composed of six shelves 
sloping back from 2 ft. wide at 
the bottom to 6 in. at the top. 
This is the general plan of all 
open-wall shelves in the store, va- 
ried according to the kind of 
goods shown. 

Display tables are mostly of the 
box type, affording storage space 
underneath, with shorter, narrow- 
er shelves above, forming a pyra- 
mid-shaped fixture. An offset at 
the bottom, like one at the foot 
of the open wall shelves, provides 
toe space. 

Although showing: goods’in the 
open means much work in-keep- 
ing merchandise scrupulously 
clean, it has been found best to 
give customers a chance to handle 
freely certain articles. While most 
articles can be kept dust-free with 
a feather duster, sales clerks who 
sell ceramics and table dishes de- 
vote most of what would other- 
wise be spare time to cloth-wip- 
ing and polishing these goods. 

In addition to two glass-covered 
showcases filled with cutlery and 
pocket knives, fine carving sets 
and table silver are exhibited in 
two wall cupboards with glass 
doors, near the store front. Spe- 
cial wallboards nearby display 
scissors and alarm clocks. 
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The wall counter on the right 
side of the store is 30 in. wide and 
the cupboards above 12 in. deep. 
\ different kind of, goods is shown 
on each door, such as wrenches, 
chisels, pliers, bits, hinges, pad- 
locks, screwdrivers, files, etc. 

All these articles and others in 
this section are classified accord- 
ing to type, size and price, making 
it easy for a buyer to compare 
them and find what best suits his 
needs and purse. A tin-rimmed 
price tag is tied to each article. 
This not only enables customers to 
compare prices, but makes it pos- 
sible for a sales clerk from another 
department to sell the goods se- 
lected, when the salesman in 
charge is absent. 


An Unobstructed View 


Customers and salesmen have an 
unobstructed view of all parts of 
the main floor. The buyer’s desk 
is at the foot of the mezzanine 
stairway and at the top of the one 
leading to the basement, same size 
as the store, used for receiving, 
shipping and warehousing goods. 

Behind the cashier’s counter, in 
the center of the store, there is a 
smaller hollow square. where hob- 
byist’s tools and supplies are car- 





AUGUST 25, 1949 














ried 
off | 
the | 


sup} 


war 
to ¢ 
mez 
sidi 
secl 
ther 
cur 


1 
ing 
atec 
hug 
at | 
an 
wail 
tion 
€ 
Flu 
and 
sha 
col 
mg 
atu 
a 
fou 
wh 


bro 





e right 
ide and 
1. deep. 
; shown 
enches, 
3, pad- 
=. 

hers in 
accord- 
making 
ympare 
lits his 
immed 
article. 
ners to 
it pos- 
nother 
ds se- 
an in 


w 


ave an 
rts of 
; desk 
ranine 
ie one 
e size 
iving, 
roods. 
er, in 
. is a 
-hob- 


> Car- 





1949 








ried. A narrow space is partitioned 
off behind the paint shelves, next to 
the right wall, for keeping an extra 
supply of house paints. 

The 16-ft. ceiling is offset up- 
ward, two-thirds of the way back, 
to afford a 9-ft. ceiling over the 
mezzanine floor. Beveled redwood 
siding was used, not only for this 
section of the store and side rooms 
there, but for the wall beside the 
curved stairway leading upward. 


Outdoor Motif 


The outdoor motif of the sport- 
ing goods department is accentu- 
ated by a small pine tree—with 
huge granite boulder at its base 
at the head of the stairway, also 
an ancient redwood rail fence 
waist-high enclosing the center sec- 
tion of this area. 

Ceilings are of acoustical tile. 
Fluorescent light was used. Walls 
and fixtures are painted pastel 
shades, mostly light green, easiest 
color on the eyes. Air condition- 
ing maintains comfortable temper- 
atures the year around, 

Shorreck’s hardware store was 
founded in 1877 by Sol Davis, 
who sold the business to Dick Kim- 
brough, for whom Robert F. Shor- 








Pastel colors, with a light green predominating, 
provide a fine background for kitchen utensils. 


rock began working in 1903. In 
1920 Shorrock and Al Smith 
formed a partnership and bought 
the store. In 1930 the former pur- 
chased the latter’s interest and 
changed the name to Shorrock’s. 

The store was remodeled and re- 
modernized in 1937, but the own- 
er’s plans for taking his sons into 
the business was interrupted by 


World War II, during which Bob 
spent five years with the Army in 
the South Pacific and Dick three- 
and-a-half years in service with 
the Navy. They became partners 
in Shorrock’s when the new store 
opened in May, 1948. Their 
father continues actively to enjoy 
hardware retailing, after 46 years 
of successful experience. 





The horseshoe wrapping counter is seen in the foreground of this view of the front part 
of the store. Note booth arrangement of the housewares section in the right foreground. 
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G. |. FARMAN 


AVING just finished 


an intensive two months in the 
field—covering the principal cities 
in a dozen or more states—I have 
emerged with this simple, sober 
deduction: 

You can get business today if 
you get out and dig for it. Be- 
cause business is good! 

It requires no astute observer to 
see that the fight for sales predic- 
ted last year is now under way. 
The manufacturers’ continued 
drive for high production has 
eliminated shortages. Distribu- 
tion outlets, for the most part, have 
well-balanced stocks. In some in- 
stances sales are slipping. On the 
other hand, where stores are doing 
an outstanding job of merchandis- 
ing, sales actually are ahead of 
last year. 

The conclusion is inescapable: 
The merchant who is complaining 
about poor business is working 
in the dark. The fellow who is 
suffering from lack of sales has 
several ailments: 

He is not aggressive. He is still 
waiting for business to come to 
him. His stock is not altogether 
of high quality. In some instances 
he has many “off” brands _pur- 
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Business Is Good! 


chased at high price on the black 
market or gray market; and he 
is trying to sell these against 
modern packaging of nationally 
advertised brands priced for to- 
day’s market. 


The Prosperous Dealer 


The prosperous dealer today 
has spent much time and effort in 
the selection of his merchandise. 
He is careful to stock only swift- 
paced, nationally advertised lines. 
He combines salesmanship with 
showmanship. He knows how im- 
portant impulse buying is, and 
he displays his wares to dramatic 
advantage. In short, he is an ob- 
servant, intelligent, aggressive 
merchant. 

Moreover, he has a sense of 
balance, of stability. He is no 
professional Pollyanna addict; 
and he knew that the artificial 
boom through which we have 
passed the last few years could 
not possibly last. So he has 
planned accordingly. He does not 
wear a long face or a perpetual 
frown. He knows that conditions 
are too favorable for business to 
either get sick or stay sick very 
long. 


You can get business today by going after it— 

by stocking the proper type of merchandise, by 

combining salesmanship with showmanship and 
by selling service at all times 


By G. |. FARMAN 


President, 


Schalk Chemical Company 


Being a realist, he faces facts— 
not phantom fears. What are some 
of the outstanding facts? 

In spite of loud wails about 
unemployment, the number of peo- 
ple gainfully employed during 
March, April, May 1949, was 
greater than in the corresponding 
months of 1948. 

Personal incomes are, if any- 
thing, higher than a year ago. In 
March 1949, they were at an an- 
nual rate of $214.3 billion—4 per- 
cent above the March 1948 level. 

As for wages, they are expected 
to remain at least as high as last 
year, and may even register a 
slight increase. 

The total disposable personal in- 
come (after taxes) for the first 
quarter of 1949 was running at 
an annual rate of $197 billion— 
7 per cent over the same period 
last year. 

Liquid assets of individuals 
(another way of saying stored-up 
purchasing power) is now $207 
billion. That is over three times 
the liquid assets of 1940. More 
significant, it is almost five times 
the total retail sales of the United 
States in 1939, 

Savings, too, are the highest in 
our history—and show the best 
nationwide distribution. For the 
first quarter of this year, savings 
of individuals reached an annual 
rate of $21.2 billion—an increase 
of 86 percent over the same quar- 

(Continued on page 108) 
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Many stores have their sporting goods departments near the front but this one stretches across 


the rear of the store and sportsmen never mind the extra steps. 


Note special wrapping counter. 





Rear-of-Store Sports Section 


A FIRE, which de- 


stroyed most of the Duluth Hard- 
ware. Inc., Duluth, Minn., in Octo- 
ber 1946, made the construction 
of a new store imperative. The 
new establishment. finished in late 
1947, has been rolling up an im- 
pressive volume of business. For 
the first four months of 1949, vol- 
ume was up appreciably over 1948, 
due to intensive merchandising by 
Edward J. Neipp, owner, and his 





HARDWARE AGE, AUGUST 235, 





Helps Increase Traffic 


Window displays and lay-by plan also servé to 
attract sportsmen to Duluth Hardware Co. Self- 
service and power fool section also popular 


two sons, Robert and Donald, who 
are with him in the business. 


The New Store 


The new store is 44 ft. wide and 
80 ft. long. It was planned with 
the help of the Minnesota Hard- 
ware Association and the fixtures 
were provided by that organiza- 
tion. There are a number of in- 
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teresting features about the estab- 
lishment, all of which aid better 
selling. 

For example, one of them is 
placing the sporting goods de- 
partment at the rear of the store, 
with a separate cash register and 
wrapping counter. This depart- 
ment, which presents a distinctive 
appearance, dresses up the rear of 
the store and pulls customers in 
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Tools and paints 
naturally appeal 
fo men and they 
are located on 
the left side of 
the store as one 
enters the door. 


r es 


that direction. A large canoe on 
the ledge helps to call attention to 
the department. 

There is excellent lake and 
stream fishing in the Duluth area 
and fisherman are quick to come 
to a store which has a good line 
of fishing tackle, The firm offers 
four awards to anglers each year. 
Last year the winning fisherman 
brought in a rainbow trout catch 
of 8 lbs. 14 oz. 

Business in the sporting goods 
department is also stimulated by 
means of window displays which 


The hand tool section is a popular spot. 
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urge sports-minded prospects to 
use the firm’s spring lay-by plan. 
Copy on a large sign in a fishing 
tackle window this spring said: 
“Use our spring lay-by plan for 
that rod—reel—tackle—motors— 
rifles—shotguns—camping equip- 
ment—golf clubs.” 

This lay-by plan, requiring the 
prospect to put down a small pay- 
ment on sporting goods equipment 
until the call date, is well liked by 
many Duluth people. Mr. Neipp 
says that this plan usually helps 
promote the early season selection 





Bulky items are on the ledge. 


and buying of sporting goods. 

Another wrapping counter is 
used in the store and is placed at 
a center location. With two wrap- 
ping counters, the Neipps and their 
sales clerks are able to give cus- 
tomers good service and save time 
and steps. These are factors which 
are decidedly important on rush 
days. 


Self-Service Encouraged 


“We also encourage self-service 
to those customers who like this 
sort of service,” says Edward 
Neipp. “There are many people 
who appreciate this privilege, espe- 
cially when they are in a hurry 
and when our sales clerks are 
busy.” 

The Neipp brand of alert dis- 
play and selling is also evidenced 
in the power tool department. This 
department has a prominent up- 
front location and is well patron- 
ized. When the prospect asks about 
power tools he is first told of the 
operations which the tool can per- 
form. At the same time, mention 
is made of customers who have 
done this or that job with a piece 
of woodworking machinery. 

“We try to emphasize the fact 
that a power tool is not an ex- 
pense but an investment,” says 
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Robert Neipp, “and this is a good 
sales angle. The outlay for a power 
tool may look big at the moment 
to the prospect, but if he can be 
shown that the tool will soon pay 
for itself in work savings and still 
be in condition to go on giving 
satisfactory service for months 
and years, he begins to get a dif- 
ferent view of the situation.” 

The Neipps are all familiar with 
power tools and their operation 
and this makes selling much more 
effective. Robert Neipp says that 
the firm’s fine showing in this 
line during 1949 is one reason for 
an increase in business over 1948. 
On certain days as high as $700 
worth of power tools have been 
sold in this store. Once, during 
the past year, a shipment of a 
dozen band saws moved within 
three days when put on display 
where the traffic could see them. 

“Power tools get year around 
display in this store,” says Donald 
Neipp, “because men always show 
interest in this line. During the 
winter months we often devote 
two aisle tables to showings of 
power tools, because men have 
more time for homecraft shop ac- 
tivities during those months.” 

One area near the front of the 
store has been left for the showing 
of appliances or other seasonal 
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merchandise. This arrangement 
affords more wide aisle space up 
front and helps to ease the traflic 
flow. 

The Duluth Hardware, Inc., has 
eight full time and three part time 
employees, in addition to the three 
Neipps. Employees are given sales 
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The right side is 
given over to wo- 
men's merchan- 
dise. Everything 
from housewares 
and appliances to 
fireplace fixtures 
is there. 


oO Qa 


and merchandise training about 
once a month, so that they can 
move from one part of the store 
to another and handle customers’ 
requests equally well. Eagerness 
to take good care of the customer 
well is one reason why the traffic 
stream at this store is so large. 


Tools Get Prominent Display in This Store 








Power tools are a good selling line at The Grande Co., Virginia, Minn. 
This firm carries a large stock of the tools and displays them well up front 
in the store on the aisles where men travel. Excellent window showings, 
such as the above display of wood-working tools, are also given. A recent 
window featured a well known line of woodworking tools, with many 
accessory items also displayed. Mining and agriculture are the chief sources 
of income in the Virginia region, and many miners, business men and farmers 
have hobby or regular service shops. 
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Lattice work, art- 
ificial flowers and 


a mirror attract 
the eye at the 
top of this stair- 
case which leads 
down to the Gift 
Shop. 
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One end of the Gift Shop as seen from the left of the stairway in the 
basement. Note fluorescent lighting directly over the central table. 
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Figurines, table 
and wall decora- 
tions are well 
displayed _here. 
This spot is a 
haven for fem- 
inine browsers. 





Dingle's Gift Shop Sales 


Wraes you walk into 


the basement of Dingle Hardware 
Co., in Coeur D’Alene, Idaho, you 
are in “Dingle’s Gift Shop,” as 
that department is advertised. And 
as the accompanying illustrations 
show, you are in a complete gift- 
wares shop when you visit the 
basement of the store. During the 
recent war Dingle’s put in a stock 
of figurines and a limited line of 
dinnerware and crystalware, un- 
der guidance of Mrs. Hedley 
Dingle, whose father-in-law had 
established the business in 1912, 
at another location in the city. 
Three years ago the giftwares 
section of Dingle’s Gift Shop was 
moved from the main floor to the 
basement which gave at least three 
times the floor space to the line, 
or a total of 1800 sq. ft. As a re- 


A wartime department in an Idaho hardware store 
has been expanded into a gift shop featuring a 
wide range of lines and occupying -1,800 sq. ft. 


sult of the move, gift volume has 
been just about tripled. 

The stairway leading to the 
basement display is located about 
10 ft. back of the main floor en- 
trance and is plainly identified by 
neon sign lettering, plus a few 
items of typical giftware merchan- 
dise placed around the top on 
each side of the staircase. 


Open Display the Rule 


Open display is the rule in the 
Gift Shop and fluorescent light- 
ing, placed to highlight the mer- 
chandise effectively, includes a 
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solid bank of lights directly over 
the center display tables and two 
solid rows along the sides. Re- 
flectors on the latter units are 
turned so that lighting is concen- 
trated on the merchandise on the 
wall shelving. Use of at least one 
of the store’s display windows, for 
Gift Shop items, and separate ad- 
vertisements in a local newspaper 
every other week help keep the 
story of this department actively 
in the minds of customers all over 
the city and surrounding area. 
Ads are usually two or three col- 
umns by 3 or 4 in. in size and 
each carries the name, “Dingle’s 
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Gift Shop.” Although brand names 
are used in some of these ads, 
which tie in with such occasions as 
Mother’s Day, Valentine's Day. 
Christmas, etc., many of them are 
confined to types of merchandise 
rather than brands. 

Giftware customers definitely 
prefer to be able to make selec- 
tions, “on their own” and so are 
treated accordingly. Dinnerware is 
displayed in one section of the 
room, crystalware in another and 
novelty gift lines in a third. Neither 
Mrs. Dingle nor her assistant Miss 
Westover approaches customers, in 
the basement, too quickly, al- 
though watching carefully as to 
when they appear to be interested 
in making a definite selection. 
Radio music — usually soft and 
low—is frequently turned on and 


adds to the leisurely atmosphere 
of the Gift Shop. This encourages 
browsing and visiting between cus- 
tomers, without feeling that the 
saleswomen are eavesdropping. 


Many Unusual Items 


Particular attention is given to 
offerings in current issues of busi- 
ness publications and consumer 
publications. A large number of 
unusual items are offered with 
every effort being made to keep 
one step ahead of the customer. 
Requests for unusual items, not 
yet in stock, usually are for goods 
which are at least on order. Jn 
such instances the customer will 
often wait for the article. 

Full use is made of a “Bride’s 
Register” and prospective brides 





«+. ‘til February Mth... 
St. Valentine’s day! 





WE FEEL CERTAIN, 

from our selection, you will dis- 
cover the perfect gift for your 
Valentine however discriminat- 
ing she (or he) might be. 


come to browse . . . come to buy 
. +. you’re always welcome! 





Dingle’s 


GIFT SHOP 
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A wide range of 
dinnerware gets 
gift shop style 
display in this 
section and the 
use of reflectors 
helps __ illuminate 
the merchandise. 


o & 


receive notes inviting them to visit 
the Gift Shop to look over the 
latest arrivals of new merchandise. 
As a special inducement each 
bride-to-be receives an inexpensive 
gift from the store and her name 
is entered in the register as well 
as data as to the pattern she has 
selected for her china, crystal or 
silverware. Purchases made by or 
for the bride are recorded to pre- 
vent duplication of gifts. 

Even after a wedding the file 
is kept active. Separate files are 
kept for “new” and “old” brides, 
records of the original purchases 
being kept on hand. These files 
furnish a reliable guide for later 
post-wedding gift occasions as 
well, with many customers de- 
pending exclusively on Dingle’s 
for such service. 





Borders and type 
for all Gift Shop 
ads are usually 
the same, making 
it an easy mat- 
ter for readers 
to identify them 
with the depart- 
ment. They usual- 
ly are two col- 
umns wide and of 
varying heights. 























GIFT SHOP 


SUGGESTIONS 10 A 
CAVALIER IN A 
QUANDRY - - - 


pamper her with exquisite 
zifts . china figurines, bone 
china cups ana saucers or lim- 
oges miniatures. 

it’s always a pleasure when 
she opens a Dingle Gift Shop 
treasure. 

you walk right in to Christ- 
mas when you visit our shop. 


Dingle’s 
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Longer Hours, Night Lighting 
And Letters Get the Traffic 


Personalized letters to friends announced the 
opening of the Carl Nail Hardware and all-night 
illumination and attractive layout did the rest 


_ unspectacular 
but effective steps are helping es- 
tablish the Carl Nail Hardware, 
Lubbock, Tex., newest hardware 
store in that city. 

The first method of letting 
people know about his store was 
the mailing of a personal letter to 
his many friends in Lubbock. 


Knows the People 


“I made up my own mailing 
list,” says Carl Nail, who certainly 
has an appropriate name for the 
hardware business. “I’ve lived 31 
years here in Lubbock and of that 
time, I’ve spent 22 years in the 
hardware business. I went to 
school here and know many folks 
in town. 

“Just by going down the ’phone 
list, I could pick out many of the 

(Continued on page 105) 
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The entire store front, with the exception of the door frame, is solid window 
and the fact that it is illuminated all night keeps it ever in the public eye. 
































Mr. and Mrs. Nail are seen in the attractive mechanics’ tool section. 
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Here is the main 
floor shown from 
the center look- 
ing toward the 
rear. Note promi- 
nent display of 
nationally known 
brand names upon 
the display unit 
ledges and also 
in photo murals. 
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ATTERSON BROTHERS : 
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Th idea of “specialty 


shop” branch store merchandising 
has been used by a number of 
hardware stores for the sale of 
major appliances and a wide va- 
riety of other wares, in both large 
and small cities. Usually these 
branch units are located but a few 
blocks from the main store. How- 
ever, Patterson Brothers, 15 Park 
Row, in New York City’s down- 
town Manhattan, added something 


The main entrance to the store is 
plainly identified as “Patterson 
Brothers Tool Shop" with a tablet 
on the wall calling attention to the 
fact it is a branch unit. 


HARDWARE AGE, AUGUST 25, 1949 

























reall 
bran 
the 
Tool 
mair 
P. 
loca 
base 
at 2 
City 
Gra 
than 
and 


Note 
main 
front 
Row. 


HAR 












ry 


cialty 
dising 
er of 
le of 
le va- 
large 
these 
a few 
How- 
Park 
lown- 
thing 


re is 
erson 
rablet 
o the 


1949 













Locking toward 
the main entrance 
where the empha- 
sis is placed upon 
hand tools and 
accessories. In far 
corner to the 
right may be seen 
manuals on vari- 
ous tools. 





It” Is the Theme Song 


really new by opening its first 
branch—a specialty shop, under 
the name of Patterson Brothers 
Tool Shop—several miles from its 
main store. 

Patterson Brothers Tool Shop is 
located in the ground floor and 
basement of a large office building 
at 292 Madison Ave., New York 
City, just around the corner from 
Grand Central Terminal. More 
than 7,500 hand and power tools 
and accessories are offered in the 


oo 


Note mural over the Tool Shop's 

main entrance showing crowds in 

front of the main store at 15 Park 

Row. Card displays of tools are 
seen below the mural. 
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at the new Patterson Brothers Tool Shop branch 
in New York's Grand Central Terminal area. New 
store is specializing in hand and power tools 
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new Tool Shop, which attracts 
trade from Grand Central Termi- 
nal commuters and from the nu- 
merous office buildings for many 
blocks around. An example of the 
variety of tools handled at Patter- 
son’s new unit is the stocking of 
124 different hammers, 158 styles 
and types and brands of pliers and 
69 different portable electric tools. 
Having for its theme the “try it 
before you buy it” idea, the new 
specialty branch particularly ca- 
ters to industry, schools and crafts- 
men. In addition to the store’s ex- 
pressed desire to permit and 
encourage the “try it” idea, the 
Tool Shop will, from time to time, 
hold specially advertised demon- 
strations in line with a policy long 
practiced at the main store. All 
merchandise is displayed at a low 
enough point to permit people of 
average height to examine it. 
Around all of its walls, and 
above the merchandise displays, 
are black and white lifesize and 
over-size photo-murals showing 
hand and power tools in use. At 
the top of each mural is the name 
of a well known manufacturer of 
hand and power tools, precision 
tools, etc. Brand names in raised 





Part of the display of 
and accessories. Scored, maroon asbestos 
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white lettering are on the“ledges 
atop the display units. 

At one point, toward the rear of 
the store, the philosophy of the 
firm is expressed on a large panel, 
bearing the heading “Men and 
Tools.” It goes on to say, “How 
often have you seen a man pick 
up a hammer to test its balance, 
discover its heft, get the feel of it 


in his hand? Is he a carpenter‘ 
Who can say? He might be an 
aviator or a bookkeeper. But he is 
a man who appreciates tools. Prog- 
ress in technology has developed 
new tools and new uses, outmoded 
old tools and old skills, but the 
old principles remain in effect. In 
times of trouble and carefree 
times men turn to their tools— 








Rod oe 


Le 





Assistant Manager Walter Bezpaluk shows how the double-sided, half- 


width display panels on sw 
different lines in one space. 


ivel fittings are used for showing two 
Stock is behind panel showing item. 





several lines of power tools supplemented by panel displays of parts 
display panels add to the section's affectiveness. 
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brain to hands to work.” The “try 
it before you buy it” idea is em- 
phasized throughout the store, on 
talking cards and elsewhere, being 
expressed in some instances— 
“Try it yourself at the Mechanic’s 
Mecca.” 

Planned by Joseph I. George, 
merchandise manager, the store 
has association fixtures, with some 





changes incorporated to meet re- 
quirements of Patterson’s. The 
store has an asphalt tile floor, 
modern type fluorescent lighting 
and wide aisles. Talking cards, for 
which the main store is famed, are 
used throughout the new branch, 
these having mounted samples, 
plus descriptive copy, including 
the selling price. More than 500 


This section of the store is given over largely to precision and 
portable power tools. The murals at the top depict some of the 
items which are featured below as they appear when in actual use. 





tools and accessories receive this 
individual treatment in the branch 
store at present. These cards are 
used on island units, above the top 
ledges of wall display units, and 
in show windows. 

Occupying more than 1600 
sq. ft. on the ground floor, to- 
gether with a basement room for 
both display and storage purposes, 
the branch unit’s main floor runs 
back 60 ft., has a 30-ft. frontage 
and narrows at two points, toward 
the rear, to widths of 21 and 17 
ft. respectively. 

The Tool Shop branch does not 
attempt to carry all of the lines 
handled by the main store, al- 
though, in many instances, it will 
make deliveries of large power 
tool units from downtown stocks 
and will transmit, where desirable, 
orders for other types of mer- 
chandise from the downtown store. 

In addition to the two open 
back display windows facing on 
busy Madison Ave., the store has 
windows in the lobby of the office 
building in which it is located. 
These are of the visual front type 
and serve to attract those going to 
and from the lobby. A lobby—to 


(Continued on page 82) 





Here is another section of the power tool display with accessories and parts featured upon 
wall panels. This section has numerous outlets where power may be had when it is needed. 
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It's a Good, Safe and 


Robert H. Russell, a leading figure in wholesale hardware circles, 

has culled a lot of statistics provided by Dun & Bradstreet and the 

Dept. of Commerce and concludes that the hardware trade is one 
of the healthiest, long-lived and least risky of all. 


By ROBERT H. RUSSELL 
J. Russell & Co. 


Wholesalers 
Holyoke, Mass. 


ROBERT H. RUSSELL 


| FELL for your letter of 
Feb. 24 like a ton of bricks. I 
knew that most of the hardware 
wholesalers were borrowing money 
and that we were in the hands of 
the banks for the first time. I 
realize thoroughly why this was 
so and knew that our sales had 
trebled ip the same time that our 
working capital had doubled which 
really put the squeeze on it. And 
I had had the experience of call- 


ing on a banker with my hat in 
my hand and asking for money 
and knew how it felt and what 
questions were asked. And of 
course I knew from local banking 
experience what we wanted to 
learn of retailers when they came 
to us for financial help. And so 
I was going to tell the wholesale 
story to the retailers and apply it 
to them. 

Then I got thinking about our 
own retail hardware accounts and 


How this story came to be written... 


An associate editor of HARDWARE AGE listened to a group of hardware 
dealers (and substantial ones at that), discussing mutual problems and lament- 
ing the fact that they were temporarily hard-pressed for working capital. They 
agreed that their inventories were somewhat heavy and unbalanced; accounts 
receivables were higher, and operating costs were rising. One said that he 
was worried whether he could continue to discount his bills as he had been 
in the habit of doing. Another, the owner of a large, well-known store, stated 
that he was taking notes from his business in lieu of salary checks, in order 
to leave cash with the store as working capital. 

To determine how widespread this problem might be HARDWARE AGE 
contacted one of the best informed men in the trade—Mr. Russell. 

He became intensely interested and said he was conscious of the problem. 
He reported that he knew of wholesale, as well as retail businesses that had 
to call on banks for additional capital. 

Besides being treasurer of one of the oldest wholesale firms of New England, 
Mr. Russell is president of the Holyoke (Mass.) National Bank and writes 
with authority on financial mafters. 

Atter a prolonged study, covering several months, Mr. Russell wrote a 
long letter to HARDWARE AGE outlining what he had learned with regard 
to fiscal matters in the trade. We think that his findings, and the excellent 
charts which he prepared, will be intensely interesting, not only to dealers, 
but to wholesalers and manufacturers as well, so we are publishing his letter 
in toto. 

Any dealer who finds himself temporarily in need of a loan would do well to 
read Mr. Russell's letter and learn what a substantial business he is engaged in. 
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was astonished to find that they 
were discounting their bills as 
usual and the only few that were 
in trouble were ones that had 
trouble before there was any 
World War II. Of course, at first, 
I assumed that we had a very 
select class of retail hardware 
dealers, and I still think that they 
are pretty prime. 


Salesman's Call Costs $3 


We have had the cooperation 
of our hardware salesmen and they 
are very selective with their cus- 
tomers. They realize that it costs 
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three dollars for every call that 
they make and there is no eco- 
nomy in making one sales call 
followed by six collection calls. 
and so they are calling on the 
customers that they can sell every 
call. 

But then I got thinking into 
the subject a little further and 
began to realize that we were loan- 
ing all sorts of retail businesses 
at the bank where I have been a 
director for perhaps 20 years, and 
I couldn’t recall when we had ever 
loaned any money to a retail hard- 
ware store. Then I realized that 





Chart prepared by R. H. Russell 


the conditions that applied during 
and following World War II did 
not apply in the same degree to 
our retail hardware customers. 
Sure, our retail hardware stores 
had larger dollar sales, but their 
profits did not throw them into 
the surplus tax bracket that ap- 
plied to the wholesalers and their 
federal income taxes did not drain 
their profits away to the same ex- 
tent. And, then again, the retail 
hardware store that we call on is 
not as dependent on employed help 
as we are and his expenses did not 
grow in the same degree. 








I have collected a lot of ideas 
to help the resale hardware mer- 
chant approach his banker for 
financial help but it seems to me 
that it would be ridiculous to be 
advancing all of this assistance if 
it wasn’t needed. The retail hard- 
ware dealer, by nature, is a very 
independent individual and I be- 
lieve that there would be a little 
resentment for such gratuitous ad- 
vice. And I certainly don’t want 
to be in the position of giving this 
kind of advice. 

But thinking along these lines, 
it occurs to me that the banker is 
primarily interested in getting his 
loan back and the retail hardware 
dealer should give him informa- 
tion that would assure him that 
he is going to get the loan repaid. 
I have no information with regard 
to the length of years in business 
of my hardware retail customers, 
but it occurs to me that most of 
them were very well established. 
I recall the list enclosed of 10 
hardware wholesalers in New Eng- 
land who have been in business 
over 100 years (See list shown 
below), and I assume that retail 





New England Hardware 
Wholesalers Over 
100 Years Old 


Nome Age 

Barker-Chadsey & Co. 169 
Providence, R. |. 

Rice & Miller Co. 132 
Bangor, Maine 

Jos. Breck & Sons Corp. 131 
Boston, Mass. 

Bigelow & Dowse Co. 110 
Boston, Mass. 

Hagar Hdwe. & Paint Co. 108 
Burlington, Vermont 

Emery-Waterhouse Co. 107 
Portland, Maine 

Ross Bros. Co. 106 
Worcester, Mass. 

John B. Varick Co. 104 
Manchester, N. H. 

Decatur & Hopkins Co. 103 
Boston, Mass. 

J. Russell & Co., Inc. 101 


Holyoke, Mass. 





hardware dealers have an equally 
impressive story. And so I was 
going to urge them to tell the 
bankers that they had been in 
business at the present stand X 
years and expected to he here as 
many in the future. 

So I wrote Dun & Bradstreet 
with regard to information they 
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might have with regard to how 
long a business survives, and I 
am enclosing a sheet which shows 
the hardware group at the head 
of the list with an average age of 
20 years. (See Chart “B” shown 
below). And, of course, it should 





be remembered that the general 
stores with food classification is 
also one of the good customers of 
hardware wholesalers. I am en- 
closing this sheet from Dun & 
Bradstreet, and also a sheet from 
the same source showing the 
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HOW LONG DOES A BUSINESS LIVE? 


5 10 5 20 


General Stores with Food-..--~ 
Hardware Group -..---------- 
Jewelry Stores -------------- 
a 
Lumber & Building Group ---_- ‘ 
Farmer Supply Stores _..-..___ 
General Merchandise Group -_-_- 
Ee nr ” 
ee 
Office Supply Equipment __.___- 
Other Retail Stores ...-.--.-- 
Furniture, Radio Group _.._-_- + 


Fuel, Ice Dealers _.._.________ 


Total Retail ae 


ee 
Apparel Group __--_---_.__._- 
ge 
Automotive Group -..-....---- 
Second-hand Stores _......___- 
Filling Stations 
Gating Mees .........02..55 
Drinking Places 


a 






























Prepared by Dun € Bradstreet, Inc. 


HARDWARE AGE, AUGUST 25, 1949 




















finance 
from Vv 
the ave 
day of 
is $25, 
the nex 
See C 

May 
tially | 
and ha 
evity. | 
who w 
tail hi 
wouldr 
tail hi 
sale. T 
of the 
of the 


Fewel 
Now 
| mad 
am el 
made 
by Du 
chart 
(See 
chart | 
of the 
on th 
the ss 
liabili 
dramé 
scare 
triple 
this n 
unless 
in the 
as M™m 
graph 
perce 
failur 
vou V 
the h: 
4p 
per c 
ures 
think 
that : 
the r 
prope 
and | 
have 


14 1 


Re 
of Di 
me W 
stud) 
letter 


serve 


HAR 


general 
ation is 
mers of 
am en- 
Dun & 
et from 
ng the 








» Inc. 


1949 





financing of new trade enterprises 
from which you will notice that 
the average initial investment to- 
day of the hardware group retail 
is $25,000 which is almost twice 
the next largest group, automotive. 
(See Chart “F” on Page 82.) 

Maybe the large investment ini- 
tially keeps the “small fry” out 
and has something to do with long- 
evity. We have quite a few buyers 
who would like to get into the re- 
tail hardware business and we 
wouldn’t have an idea of any re- 
tail hardware store that is for 
sale. This also adds to the story 
of the independence and longevity 
of the retail hardware store. 


Fewer Failures in Hardware 


Now I guess the next study that 
| made was one of failures and | 
am enclosing two charts that | 
made up from figures furnished 
by Dun & Bradstreet, Inc., and one 
chart is by number of failures. 
(See Chart “C”’) and the other 
chart is by total dollars of liability 
of the failures. (See Chart “D” 
on this page.) They both tell 
the same story, but perhaps the 
liabilities of failures is the most 
dramatic picture. We read many 
scare lines about how failures have 
tripled in 1948 over 1947 and 
this may give us the wrong idea 
unless we relate it to the figures 
in the 30’s which run 8 to 10 times 
as much as even 1948. But the 
graphs that I present show the 
percentage of retail hardware 
failures to total retail failures, and 
vou will notice that on liabilities. 
the hardware failures amounted to 
3% per cent in 1935 and were .89 
per cent in 1948 of the total fail- 
ures of all resale trades. Now I 
think it is a very significant fact 
that failures are not occurring in 
the retail hardware trade in like 
proportion to other retail trades 
and it is very significant that we 
have come down from a figure of 
3'4 to less than 1 per cent. 


Lowest Failure Rate 


Roy A. Foulke, vice president 
of Dun & Bradstreet, who provided 
me with much of the data for this 
study, after reading a copy of this 
letter has made the following ob- 
servation with regard to the 
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marked increase in the total num- 
ber of failures in all retail lines: 
“As a matter of fact, although 
[commercial and industrial] fail- 
ures have been increasing in re- 
cent years, the number of failures 
in relationship to the number of 
concerns in business, is extremely 
low. A study made by Dun & Brad- 
street, last May, shows that 810 
failures occurred in 1945, the 
smallest number of failures we 
have ever had. From that time up 
to the present, failures have been 
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increasing. Up to July of this year 
failures amounted to 5,154, or at 
the rate of approximately 10,000 
for 1949, Those figures show a 
tremendous increase from 1945. 
On the other hand, if we compare 
the number of failures per 10,000 
active commercial and industrial 
business enterprises, we find that 
we now run at the rate of about 
38 failures for 1949, which is the 
lowest number we have ever had 
in the United States prior to 1945. 
and Dun and Bradstreet has been 
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keeping these figures going back 


to 1866.” 


Selling More Hardware 


The small proportion of retail 
hardware failures as compared 
with ail retail trades might not be 
significant if it were true that the 
retail hardware store was losing 
out in its position in the trade and 
was not doing as great a propor- 
tion of the business as formerly. 
Of course, this is the story that 
we have been hearing from manu- 
facturers’ salesmen for a long 
time, and when we look at the 
rapid growth of new lines of retail 
trade and see retail hardware be- 
ing sold in other trades, we some- 
times wonder. And so I got the 
figures again from Dun & Brad- 
street. Inc. for total annual retail 


sales by years for all trades and 
for hardware trade only. And the 
next chart shows the percentage 
of retail hardware sales to total 
retail sales of all trades. (See 
Chart “E” on this page.) And 
here we start with 1.43 per cent in 
1935 and reach a high of 2.05 per 
cent in 1947 and the trend is dis- 
linctly upward over the years. The 
war influence is clearly shown and 
can be expected because retail 
hardware is largely made of steel 
which was very short. Apparently, 
retail hardware stocks were ex- 
hausted in 1943 which made the 
sharp drop for that year. and 
gradually as stocks came back, 
there were increased sales of a de- 
ferred nature which caused a sharp 
increase to 1947. But the trend is 
decidedly up and the retail hard- 


CHART E 


ware store is more than ma.ntaiu- 
ing his position in the retail pic- 
ture, and this chart has very littl 
tu do with increased prices as all 
retail trades were working witli 
the same small dollar. This pe 
haps would not be entirely true i! 
it could be shown that retail hard 
ware prices had increased propor- 
lionately more than other retail 
prices. 


Not Out of Proportion 


| think that it can be assumed 
that retail hardware prices have 
not increased out of proportion 
and | have in mind the typical! 
order which has been priced at 
different intervals on a dealer basi- 
by the National Wholesale Hard- 
ware Assn. This typical hardware 
order totaled on Sept. 1. 1941. an 





20 


‘oO 





co 


Ni 


PER CENT 
oO 


un 


14 








RETAIL HARDWARE SALES 
PERCENT or TOTAL RETAIL SALES 


1.4 




















205 




















1935 
1936 
1937 


80 


1938 
1939 
‘1940 
194 
1942 
1943 
1944 





oo 
A 
= 


1945 
1946 
1947 


(Data bu Dun & Bradstreet. Chart by R. H. Russell) 


HARDWARE AGE, AUGUST 25, 1949 














FOR 


Coe 


FO 


HARD’ 









na.ntain- 
tail pic- 
ery littl, 
es as all 
ng with; 
his pe 
y true i! 
ail hard 
propor- 
r retail 


‘ion 

issumed 
es have 
portion 
typical 
iced at 
er basi- 
> Hard. 
irdware 


041. an 
































NOW... MORE 
DUPONT SPONGES 


NEW cellophane label 
has brilliant eye appeal 






Tougher and longer-lasting 
than ever. 





® Soft and pliable when wet 
Why everybody © Square edges reach all corners 


wants genuine ° Easy to sterilize—just boil 


Du Pont Sponges ¢ Won't scratch, contain no grit 
® Hold lots of water, yet they float 








An improved manufacturing process need. So, place your order today. 
makes genuine Du Pont Sponges even Prompt deliveries are now assured. 
tougher and more durable than be- 
fore. And increased production facili- 
tiesmakemore Du PontSpongesavail- 
able. From now on you should be able mun eanins den cntenaeae 

FOR CAR WASHING to get enough to fill every customer’s . . » THROUGH CHEMISTRY 
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Average Initial Investment In New Trade Enterprises, 
By Line 1945-1947 
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amount of $398.56 and the same 
order, priced on Sept. 1, 1948 
totaled $763.59. The increase for 
the seven years of $365.03 rep- 
resents an increase in price of 
91.75 per cent, and while not a 
satisfactory gage of retail hard- 
ware prices, is about the only 
thing I can lay my hands on. 

Now one more chart that 1 am 
enclosing, (See Chart “A” on Page 
77) shows total U. S. Retail 
Hardware Sales by years, based on 
1940 as 100 per cent. I think that 
this would be a very useful chart 
for a retailer to compare his own 
progress with and, of course, I 
got up the figures originally for 
presentation to the banker to show 
that the retail hardware business 
was here for keeps and doing a 
real job. 


Sales at All-Time Peak 
I took 1940 at 100 per cent be- 


cause this was the last vear that 
was unaffected by war business. 
And you will notice that the trend 
is very definitely up and of course 
the decreased dollar is very largely 
accountable for the increase; 1948 
shows a figure of 341 per cent 
based on 1940 sales and means 
that in the eight years, the sales 
have increased by an amount of 
241 per cent. Now, this 241 per 


cent increase is much larger than 
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would be represented by increase 
in retail prices in the period or de- 
crease in the value of the dollar. 
And this apparently means that 
the retail hardware dealer is mov- 
ing more merchandise and at least 
all of our conclusions are con- 
sistent. 

In view of the fact that these 


Prepared by Dun & Bradstreet 


conclusions are contrary to pop- 
ular expressions of opinion and 
are vital to the success of both 
the hardware retailer and _ his 
wholesaler, I hope some very good 
use can be made of them. But it 
looks as though I started off chas- 
ing a rabbit and wound up with a 
fox. 


“Try It Before You Buy It" Is the Theme Song 


(Continued from page 75) 


‘store entrance has also been 
provided. 

Among the unique display fea- 
tures of the Too} Shop is a section 
of 16 half-width display panels on 
swivels which permit their use for 
showing two different lines of 
tools. As in the case of conven- 
tional type hinged display panels 
used in the store, these conceal 
reserve stocks of the items shown 
on the panels. 

It is estimated by D. C. Stagg, 
Jr., president of the company, that 
the new branch unit cost about 
$125,000, and at latest reports the 
traffic attracted by the branch is 
more than justifying the new ven- 
ture. J. C. Stagg, Jr.. manages the 
store, and Walter Bezpaluk is the 
assistant manager. 

Patterson Brothers was estab- 
lished in 1848 by Henry, Edgar 
and William Patterson. It first 


operated in 1848 on the Bowery 
and was moved to Park Row in 
1858, where the main unit con- 
tinues to operate. The business has 
been owned and directed by D. C. 
and J. C. Stagg, A. S. Griffiths and 
A. C. Wells and their fathers since 
1873. Present officers, all third 
generation in the business, are 
D. C. Stagg, Jr., president; J. C. 
Stagg, Jr., secretary, and A. M. 
Wells, vice president and trea- 
surer. Joseph I. George general 
merchandise manager, and Bruce 
Campbell, assistant merchandise 
manager, complete the present 
management staff. 

The firm’s downtown store 
serves more than 1700 customers 
on an average business day and 
stocks more than 70,000 items 
of leading brands of hardware, 
metals, tools, mill supplies, paint 
and cutlery. 
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Cleveland Reel Salesman 


sells chain right off the reel 
at Hardware House! 





Hardware House is owned by the three Greene broth- 
ers, (left to right) Sidney, John H. and Edward M. 2500 
persons recently attended opening ceremonies at the 
company’s new store in Teaneck. 








Certified 


{CHAIN INSTITUTE 


» Member 4 


Security In Every Link 
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The Cleveland Chain & Mf 


ARDWARE HOUSE, INC., 543 

Cedar Lane, Teaneck, is one of New 
Jersey’s largest, newest and most modern 
hardware stores. 


It is air-conditioned, fully equipped, 
handles only the finest merchandise. 
Prominently located in the store is a 
Cleveland Reel Salesman from which 
chain is sold “right off the reel.” 


Sidney Greene, Hardware House presi- 
dent, states that his Reel Salesman is one 
of his company’s most effective mer- 
chandising tools. “It calls chain to the 
attention of every customer, makes many 
sales which would otherwise be deferred 
or lost. We highly recommend Cleveland 
Chain to our own customers, and to deal- 
ers contemplating the stocking of a 
chain line.” 


Yes, the Cleveland Reel Salesman really 
turns the spotlight on chain—makes it a 
star attraction. It holds 4 reels or their 
equivalent in % or % reels. Ask your 
wholesaler for Reel Salesman and chain 
assortment details. aa 








Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleveland 
5, Ohio. @ The Bridgeport Chain & Mfg. Co., Bridge- 
ort 1, Conn. @ Seattle Chain & Mfg. Co., Seattle 8, 
ash. @ Round California Chain Co., So. San Francisco 
and Los Angeles 54, California ¢ Woodhouse Chain 


Works, Trenton 7, N. J. 











500 Pieces of Galvanized Ware 
Sold by Neighborhood Store 


= displays 


are the open sesame to maximum 
sales of galvanized ware, accord- 
ing to the owners of O’Neill’s Ace 
Hardware, 26 South 2d St., High- 
land Park, Ill. Edward O’Neill and 
Donald A. Yakes have sold subur- 
ban Chicagoans more than 500 
pieces of galvanized ware since the 
store opened in March. 

In its first two months of oper- 
ation, the store sold seven dozen 
pails, five dozen laundry tubs, six 
dozen sprinkling cans and several 
dozen ash and garbage cans. More- 
over, the store exhausted its supply 
of galvanized steel mop wringer 
pails twice in that period. 


Good for Community Store 


Mr. O'Neill points out that while 
this sales record may not be ex- 
ceptional for large dealers, he and 
Mr. Yakes believe it is unusually 
good for the average community 
store. Nowhere in their combined 
32 years of hardware experience 
can they remember selling galvan- 
ized ware so regularly. 

“Both of us agreed,” Mr. O’Neill 
says, “that galvanized ware should 
be a year-round money maker. 
Even the best of cans, pails and 
tubs wear out eventually, and they 
should be replaced. Slow custom- 
er replacement, we felt, was the 
reason for slow sales in other 
stores. We began to display the 
ware prominently, and now our 
three displays serve as sales re- 
minders to every customer whio 
enters the store.” 

The three displays, without re- 
duced prices or any advertising. 
are given full credit for the store’s 
high sales of galvanized ware. Only 
one of them, which is on a display 
table, occupies much space. The 
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Three displays—two of them of limited 
size, the third a mass showing—brought 
turnover and multiple sales to O'Neill's 


other two are on small shelves in _ have proved to themselves that one 
areas of related items. main display of galvanized ware is 


While Messrs. O’Neill and Yakes _ profitable, they are equally sold on 





A complete line of galvanized ware is featured in the rear of the 
store's center aisle, since the owners believe that a mass display 
is an effective way of emphasizing the numerous items in the line. 





One of the store's smaller displays of galvanized steel pails. 
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AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 
Branch Factory: ST. LOUIS CORDAGE 
Sales Offices: BOSTON * CHICAGO * HOUSTON 
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Brand’ 


PURE MANILA ROPE 


+ ROPE - TWINE - OAKUM - PACKING 
MILLS, ST. LOUIS 4, MO. 
* NEW ORLEANS * PHILADELPHIA 
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THIS CATALOG 


Write for the 1949-50 Logan Fire- 
place Equipment Catalog today. 
It shows the nationally-advertised 
line of Logan Fireplace Equipment: 
Firescreens (with the exclusive 
Spark-Proof Piano Hinges); the 
patented Logan Nite-Gard (which 
fits on top of virtually any make 
screen to prevent sparks popping 
over top) and the complete line of 
Logan andirons, firesets and acces- 
sories. Logan means bigger values, 
bigger volume in fireplace equip- 
ment for you. . . . Send for your 
catalog today — no obligations. 


LOGAN CO., INC. 
740 CABEL ST., LOUISVILLE. KY. 


The 1949-50 
Logan Line 
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the advisability of spotting pails 
and sprinkling cans at other easy- 
to-see positions in the store. Small 
displays of such equipment, they 
have found, help carry out the re- 
placement sales technique. 

As a result, several galvanized 
steel sprinkling cans have been sold 
along with weed killers. Amateur 
gardeners are reminded that gal- 
vanized steel sprinkling cans may 
serve a dual purpose in small gar- 
dens. The sprinklers may be used 
for spraying weed killers and for 
watering plants. 

Galvanized steel twin pail sets 
have been found to sell quicker 
when a nest of them is placed near 
cleaning supplies. Messrs. O’Neill 


and Yakes say many women buy a 
set immediately when they learn 
that one of its pails is for soapy 
water and the other for rinse 
water. 

The partners report that usually 
it is just as easy to sell two galvan- 
ized steel pails as it is to sell one. 
They say most people really need 
at least two pails and buy them 
without hesitation when the idea is 
suggested. 

Since galvanized ware is neces- 
sary equipment in all homes, and 
since it is easy to stock and to han- 
dle, Messrs. O’Neill and Yakes are 
convinced that their methods of 
merchandising and selling it will 
continue to ring the cash register 





Why Worry About the Railroads? 


Ml E hear a lot of intelligent 

people outside the rail- 
road industry worrying about the 
future of the railroads,” says Rail- 
way Age. “They would better be 
worrying about the future of the 
American economy as a whole and 
trying to do something worth while 
to save it. 

“The most surprising and para- 
doxical fact of modern history is 
the failure of the economically 
better off and supposedly more 
intelligent classes of the people in 
countries throuzhout the world to 
take any effective organized polit- 
ical aciion to defend themselves 
from the organized political efforts 
being mace to destroy private 
property and the private enter- 
prise by which it is created and 
managed. 

“The railways are in danger, 
but they are in danger for the same 
reason that the entire economy is 
in danger, and it is doubtful if 
they are in any more danger than 
the rest of the economy. 

“It is illustrative of what is oc- 
curring that today private enter- 
prise in the railroad industry and 
private enterprise in the housing 
industry are threatened with de- 
struction by very similar govern- 
ment policies. 

“The principal policies threaten- 
ing the railways as a private en- 
lerprise are (1) fixing by labor 
monopolies and government of 
wages and conditions of employ- 
ment that are excessively costly, 


(2) regulation by 
which keeps rates too low in pro- 
portion to costs and prevents the 
railways from meeting the rates of 
pick-and-choose competitors un- 
less they make similar reduction: 
on traffic, not sufficiently remuner- 
ative to invite competition, (3) 
excessive taxation due to excessiv. 
spending by federal, state and lo- 
cal governments, and (4) capture 
of traffic from railways by com- 
peting carriers made possible by 
government subsidization of these 


governmen! 


carriers. 

“The railways already are su!- 
fering severely from these policies. 
and are in danger of suffering 
worse from them after the 40- 
hour week for non-operaling em- 
ployees decreed by a government 
fact-finding board goes into effect 
in September. But the railways 
will not suffer and are not now 
suffering alone from such policies 
In this country the railways are 
a more important part of the en- 
tire economy than they are in any 
other country, and if they should 
become unable to function as a 
private enterprise they would drag 
with them into the socialized seg- 
ment of the economy large parts 
of the other industries—especially 
those that supply the railway with 
$214 billion to $3 billion of fuel, 
equipment and materials a year 
and the carriers that now com- 
pete with railways—for govern- 
ment would not tolerate competi- 





tion with railways owned by it. 
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“Still worse, many if not most 
other industries are already suffer- 
ing or being seriously threatened 
with the same kinds of policies 
that are threatening the railways. 
One of the most significant facts 
about the recent boom was that 
only a very small part of the capi- 
tal invested in improvements and 
expansion by business was raised 
by the sale of securities, while an 
unprecedentedly large part of it 
was derived from net earnings 
that the managements of corpora- 
tions withheld from their stock- 
holders. Why? Because, in spite 
of large net earnings, the prices 
of stocks were so low that the 
managements did not believe they 
could sell stocks for enough to 
raise needed new capital. 


it Has Spread 


“Inability to raise new capital 
hy the sale of stock long since be- 
came a chronic disease of rail- 
roads, with some exceptions. It 
is significant and shocking that 
the disease has now spread to 
most other industries. Why has 
this occurred? It has occurred be- 
cause increases in costs — espe- 
cially wages and taxes—relatively 
exceeding increases in rates and 
prices have made the ‘break even’ 
points of most corporations of all 
kinds so high that most persons 
having capital have lost confidence 
in the ability of most corporations 
to earn adequate profits and pay 
adequate dividends and therefore 
will not buy their stocks. 

“Why worry especially abont 
the future of the railroads or of 
any particular industry or indus- 
tries when the facts prove that the 
nation’s private enterprise econ- 
omy as a whole has so lost the 
confidence of investors that it can- 
not finance itself even during 2 
boom with ‘venture capital’? 

“It cannot be too strongly em- 
phasized that the adoption of 
socialistic policies cannot be stop- 
ped by continuance of propa- 
ganda against them by non-politi- 
cal business organizations. The 
effective attacks on private prop- 
erty and private enterprise are be- 
ing made in politics; and effec- 
tive resistance to them can he 
made only in politics.” 
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Take It This Way 


"With a return to a more balanced economy and ever in- 
creasing competition, credit management assumes greater 


responsibilities and importance. It will now require more 
effort and direction to sell as much as possible as safely as 


possible. That will be the aim of constructive credit 


management." 


| is a construc- 


tive purpose behind requests for 
fiancial statements and other cred- 
it information. Dealers are no 
doubt receiving more requests for 
facts and figures than they have 
in the past. There are sound rea- 
sons for this which call for cooper- 
ation rather than resentment, for 
such requests go to all businesses. 
The firm that requests credit coop- 
eration from you is in turn asked 
for the same from its suppliers. It 
is not a personal matter. It is just 
good business. 

Beyond the control of individ- 
uals are economic forces that af- 
fects us all—that call for changes 
in our methods and plans—that 
force us to reappraise the position 
of each and every business to see 
how they have met or can meet 
changing conditions. Though the 
principles of credit remain the 
same—based on honesty, ability 
and means—the credit policies of 
manufacturers and wholesalers will 
naturally change as they are in- 
fluenced by business conditions. 


More Effort Needed 


The change will be noticeable 
this time because during the past 
few years credit was no problem. 
However, with a return to a more 
balanced economy and ever in- 
creasing competition, credit man- 
agement assumes greater responsi- 
bilities and importance. It will 
now require more effort and direc- 
tion to sell as much as possible as 
safely as possible. That will he 
the aim of constructive credit man- 
agement. 

To accomplish this for their 
firms, credit departments will have 
to have at their fingertips, reliable 
and complete credit information 
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on all accounts. Credit men 
who cannot possibly know every 
account personally must rely on 
that paper information, plus the 
salesmens’ views, to properly ap- 
praise each account. The more 
credit departments know about 
dealers the better for all con- 
cerned. Relations will be smoother 
and there is a better chance that 
proper and sufficient credit will be 
extended without question or de- 


lay. 


Two-Way Benefit 


Many dealers, especially the 
good payers, may feel that no one 
needs information about them and 
that it’s nobody’s business. Let 
them bear in mind that such re- 
quests are not aimed solely al 
them. The creditor or the agency 
is not curious about your personal 
affairs. That’s not it at all. Credit 
reports are as much a part of a 
smooth running economy as other 
official or unofficial questionnaire 
—with this difference—that credit 
information cah directly benefit 
he who gives and he who re- 
ceives, 

To be ready and willing to give 
credit information is a practical 
expression of cooperation. It is 
true that many dealers have estab- 
lished good credit and they feel 
there is no need for disclosing 
further information. May we say 
to them that there is no chance of 
them getting along worse if they 
file reports. There is always the 
chance that they will get along 
even better. What is also very 
important is that they will be 
setting a good example to others. 
They who need it the least will be 
showing the way to others who 
need it more. They will be teach- 


By M. T. D'ANDREA 
Director, 


Hardware & Paint Trades Credit Bureau, 


New York, N. Y. 


ing cooperation—and that’s what 
makes the wheels of industry turn 
smoothly. 

Those who find themselves un- 
able to pay promptly should be 
the first to cooperate by frankly 
and freely disclosing all facts re- 
quested. That is often an excellent 
way to get the cooperation and 
advice they might need to correct 
situations that cause the slowness. 
It is also a good way to reassure 
creditors who want to continue 
their cooperation and sales to 
them. 

When we stop to think; the in- 
formation called for on financial 
statements or other credit reports. 
is no more than most people read- 
ily talk about to the salesmen, 
friends, or even to strangers in 
everyday life. Some may even 
brag about their finances, sales. 
and real estate holdings but when 
it comes to telling it to their credi- 
tors they are likely to say it is 


hone of their business. Everyone 


is a creditor sometime. As such 
do you feel that the financial con- 
dition and progress of your deb- 
tors is none of your business? 


Constructive Purpose 


Let us now consider another 
angle of credit as it will affect an 
increasing number of businesses 

-the requests for payment of past 
due bills. If you ever slip back in 
the payment of your bills and 
you get businesslike reminders to 
pay, don’t get excited or resentful. 
These requests, like requests for 
information, also have a construc- 
live purpose. 

Consider the creditor. He must 
maintain his terms in fairness to 


(Continued on page 164) 
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Make buying as easy as this for your customers 


You can call attention to the products and services 






AMERICA’S you sell by advertising in the ‘yellow pages’ of the 


BUYING H . ) _ ee , 
cet cue telephone directory. In this way you'll say “I have 


60 YEARS. it” to shoppers in your community—folks who have 


never been in your store as well as strangers in town. 


Surveys show that 9 out of 10 shoppers use the 
‘yellow pages.’ Let them help direct 
these potential customers to your store. 
Call your local Telephone Business 





Office for more information today. 
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‘If | Should Die 
Tonight’ 


C ONSIDERING the possibility of the unexpected 

demise of a typical hardware dealer, an estate 

planning attorney discusses some of the ways by 

which the merchant can pass along to his family 
the maximum share of his estate. 


By PHILIP J. WOODWARD* 


Attorney-at-law 
Boston, Mass. 


[. you should die to- 
night, are your affairs in order? 
Do you have a will? Is it up to 
date? Does it take proper ad- 
vantage of the new marital de- 
duction? Do you have enough 
liquid assets to take care of your 
taxes? And, most important of 
all, have you made proper plans 
so that ycur family will get the 
maximum benefit from your busi- 
ness? 

No two people have quite the 
same probiem, of course. The 
families present different prob- 
lems or the assets are different 
or the aims of the particular 
client may vary greatly. Of all 
the different types of situations 
that come to me the most in- 
teresting and often the most dif- 
ficult is that of the man with an 
interest in a small or medium 
sized business as the major asset 
in his estate. It often calls for 
a good deal of planning to deter- 
mine how to best deal with this 
asset on his death. Sometimes 
it is best to sell it as soon as 
reasonably possible and the prob- 
lem becomes one of how best to 
facilitate such a sale. Other 
times the businessman is anxious 
to keep the business for his son 
or as a high income producing 
asset for his wife and children 
and here often the problem be- 

* An address delivered at the 50th 
annual N.R.H.A. Congress, July 14, 
1949, Chicago, III. 
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comes much more difficult. Often 
there is the problem of buy and 
sell agreements between partners 
or co-owners, generally accom- 
panied by life insurance to help 
provide funds for the purchase. 
No two of these cases ever seems 
to be alike. 


You Need a Will 


I asked you whether you had 
a will. With rare exceptions you 
certainly should have one. This 
is the means by which you can 
be assured .that your property 
will go the way you want it to 
when you die. You can state who 
is to administer your estate, 
what powers he will have and, 
most important of all, who will 
get your property. The reasons 
are so obvious that I won’t dwell 
on them other than to ask 
whether your will is up to date 
and in good order. And in that 
connection don’t assume that you 
can answer the question without 
legal advice. Go to your lawyer! 
Right now I am working on the 
estate of a highly successful busi- 
nessman who thought he could 
draw his own will. He did, with 
the proper number of witnesses 
and such formalities. But that 
man didn’t know any more about 
drawing a wiil than I know about 
running a hardware store. No 
one can tell what that will means 
without going to a court for in- 
structions. It is unworkable in 
several respects. The tax burden 



























PHILIP J. WOODWARD 


is considerably more serious thar: 
it should be. Instead of saving 
money that man has cost his 
family at least $50,000 in need- 
less expenses and taxes, not to 
mention the fact that it is very 
doubtful whether his property is 
going to go the way he really in- 
tended. 

If your will is more than 15 
months old you may need to have 
it looked at again now even 
though it was drawn by the most 
skilled lawyer in the land. A 
year ago last April a radical 
change was made in our Federai 
tax structure. It didn’t make too 
much difference to those of you 
who come from states where 
community property law prevails, 
such as in California or Texas, 
but to the rest of us it is most 
important. You are all sufficiently 
familiar with those changes re- 
lating to the income tax, permit- 
ting a husband and wife to, in 
substance, to split their combined 
income between them for the 
purpose of computing their in- 
come tax. You are _ probably 
much less familiar with the 
equally important changes in the 
Estate Tax and the Gift Tax law. 

I will limit my remarks to 
what is known as the “marital 
deduction” under the Estate Tax. 
This, in substance, permits a 
man to leave to his wife (or a 
wife to leave to her husband) 
one-half of his estate free of any 
Federal Estate tax. This is per- 
mitted primarily as a means of 
equalizing the tax burden be- 
tween inhabitants of community 
property states in the far west 
and southwest and the rest of us 
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for Promot 


colorful envelope 


ion-minded Dealers 


.size folders 


© 


threesome of Business Builders for: | Counter use 


2 Envelope stuffers 
3 Selected list mailings 


Your company name imprinted on the front of these fold- 
ers makes them ideal for your sales promotion program. 





Acomplete story on efficiency and durability 
thot tells what Schlage locks mean to the cus- 
‘omer. Starting with Easy Installation, this folder 
tplains each feature right through to the lest- 
ig satisfaction Schiage locks bring to the house 
ter. And, you're in the picture, tool Because 
he prospect is referred to you for expert hord- 
wore advice when selecting locks. 





















Folder No. 601 


A promotion piece that pictures the beauty of 
Schlage lock designs. Helps the man or woman 
with a new house in mind to see what Schlage 
locks add to the appecrance of the hovse—in- 
side and ovt. Here's a mailing piece to build 
up real interest... to bring prospective cus- 
tomers in to see your display. It paves the way 
to another Schlage salet 


helps you sell.. 


Folder No. 602 





Here is down to earth talk aout convenience. 
By word and picture it helps the customer to get 
@ real idea of the practical advantages of 
Schlage locks. The Schiage story on knob func- 
tions and lock operations in plain language 
with photographs to show locks in use. For an 
actual demonstration, every customer is referred 
to you, the Schlage dealer. 


These colorful advertising pieces help you put across the story 
of Schlage quality, appearance, and convenience . . . Write 
us today or ask your Schlage salesman for a good supply of 


all three folders. 






LOCK COMPANY P.0. BOX 3324 © SAN FRANCISCO 19, CALIFORMMA 
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Klean-Strip Demonstration Display 
increases your sales on paint remover 


and on paint 


It shows customers how fast 
and easy Klean-Strip removes 
old paint and finishes. This 
display is selling more paint 
remover and more paint for 
dealers throughout the country. 

Klean-Strip requires no after- 
wash or neutralizing, and is 
absolutely non-inflammable 
and safe to use anywhere. It 
will remove any finish (even 
baked enamels, lacquers or 
synthetics) and goes twice as 
far as old type removers. Write 


for prices and literature. 





There’s nothing like Klean-Strip remover 


NON-INFLAMMABLE! 
PEELS OFF PAINT! 
NO AFTER-WASH! 


KLEAN-STRIP 


“Peels off Patnt” 
Dealers: Write for free sample 


W. M. BARR & CO. 


2342 S. Lauderdale, Memphis 2, Tenn. 
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who live in the so-called ‘“com- in the Federal estate tax on these 
mon law” states. It also recog- facts, plus the advantage that 
nizes the desirability of permit- your wife has the income so long 
ting a man to leave a substan- as she survives you on the full 


tial part of his property to his $80,000 tax saving. 
wife free of estate tax. You want to consider whether 
you have enough liquid assets to 
Study Estate Taxes pay your death taxes. As noted 
On all estates having a net above, the’ total Federal and 
value of over $60,000 there is 2 | State death taxes on a net es- 
Federal estate tax which starts tate of $500,000 after the $60,- 
at 3 per cent but increases to 000 Federal exemption will be 
30 per cent once the estate is as | S0mewhere between a maximum 
large as $160,000 and may go of $170,000 and a minimum of 
as high as 77 per cent on very $60,000, depending on whether 
large estates. This tax can be You take the full marital deduc- 
a very substantial factor in plan- tion and depending upon your 
ning your affairs. For example, local state death tax rate. Even 
on a net estate of $500,000 over at the minimum of $60,000 of 


and above the $60,000 exemption, death taxes and perhaps $10,- 
but without any marital deduc- 000 more of debts and expenses 


tion the Federal estate tax will of administration your estate is 
be more than $130,000 (not to faced with a substantial outlay 
‘ of cash within 15 months after 


mention taxes which you will : : 
your death. This may be quite 


probably have to pay to your . : 
local state government which may | 2Wkward if substantially all your 
run anywhere from $12,000 to assets are tied up in your busi- 
$40,000). However, if you die ness and your life insurance is 
leaving a net estate of $500,000 set up under installment options 
over and above the $60,000 ex- so that it is not available. It 
emption and you leave at least | Pays to make a rough computa- 
half of your property to your tion of your probable tax re- 
wife on a basis which qualifies quirements and See whether the 
for the marital deduction, the cash will be available. If it will 
Federal estate tax on your es- not be, perhaps you should con- 
tate will be only about $54,000 or sider taking out additional life 
a saving of nearly $80,000. insurance or take some other 

The eventual saving is not such step to provide ready cash. 


quite as great as it first appears, 


since any property you leave such Your Primary Problem 


as will qualify for the marital de- Your primary problem is what 
duction must be taxable as a part to do about your business when 
of your wife’s estate on her you die? This is anything but 
death, unless she spends it or simple to deal with because there 
gives it away in the meantime. _are so many possible variations 
What the tax will be on her death to the problem. One thing does 
will depend, of course, on how seem probable and that is that 
much property she has on her your investment in your business 
death, whether inherited from is apt to be the largest asset in 
you or from any other source. your estate. Hence the welfare 
Assuming she has no other prop- of your family may depend in 


erty, and that she still has the no small degree on how success- 
50 per cent of your estate which fully you dispose of this asset. 

you left her under the marital No one can take your place in 
deduction, there will be an estate planning what disposition should 
tax on her death of slightly over be made. After all, you know 
$50,000 whereas there would more about your business and 


have been no tax on her death your family than any lawyer pos- 
if you had left most of your sibly can. You must decide in 
property in such form that it the first place whether your 
would not be taxable on your store, or your interest in it, 


wife’s death. Even so there is should be sold as soon as pos- 
a net saving of nearly $30,000 sible after your death, or 
ooa 
"It is probable that your investment in your business is apt 
to be the largest asset in your estate. Hence the welfare of 


your family may depend in no small degree on how suc- 
cessfully you dispose of this asset. 
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— whether you are anxious to have 
ge that it retained, either as an invest- 
: on tome ment, or for some member of 
Ge full your family to carry on. If the 
decision is that it should be sold, 
= you, better than any executor you 
cong could name, can advise as to the 
hs tented best method of liquidating or ee aa 
al end selling the business. Or if you 
ok on. believe the business should be re- 
he $60 e tained, you can judge better than 
will ia anyone else who is apt to be able 
asionnm to carry on the business success- 
niin of fully and for the best interests of 
whether your family. 
| deduc- 
ym your Engage a Lawyer 
. Even i ; 
000 of Assuming that you can arrive 
1s $10,- at those decisions, the next ques- 
xpenses tion is how best to carry them 
state is out. Here is where your attor- | 
| outlay ney can be most helpful. He | 
1s after doesn’t know the hardware busi- | 
ye quite ness or your family situation 
all your nearly as well as you do, but he | 
ir busi- does know much more than you : 
ance is do about the mechanics of ac- Sane ah ee 
options complishing the ends which you a Sieh: ee 
ble. It have mapped out. He knows Mer ee pats: A 
ymputa- about the peculiarities of cor- | 
tax re- porations and partnerships and 
her the the possibilities of the use of 
- it will the trust device and he knows eae 
ld con- the requirements of complicated | 
nal life purchase and sale or option 
. other agreements. Working together VA 
ly cash. while there is still plenty of time e 
: you can work out this problém, 
lem the station to which wil ue so If widespread acceptance is any criterion for quality, then 
is what e-svegenes vor family. : TRIPLEX must rank high in the field of fasteners. For not only 
5 when Let us consider a situation | are TRIPLEX threaded fasteners sold throughout the U.S.A., but 
ng but ines ic ae aoe | they are also preferred by buyers in 55 nations around the 
> pose sarily include some of your own. snameetieattaantiadd 
pneane The first basic fact which we TRIPLEX fasteners have gained world-wide acceptance largely 
Pd rit must assume is the type of | because of their “toughness.” Rugged, dependable holding power is 
ee ownership which you have in built into all TRIPLEX products—so they hold tighter, longer. 
— = Slama suasan eb yo The complete isang age a and oo wall oe of types and 
an te by you in your own name, or is | sizes are yours for the asking—write for them today. 
| 
~~ Comer ee ted THE TRIPLEX SCREW COMPANY 
ae ie a corporation, the stock of which @ CLEVELAND 5, OHIO 
yo id is owned either by you alone or | ’ 
as by you in conjunction with one | 
- idl or more other stockholders? 
er pos- I am going to choose the part- 
vide in nership as offering the most 
your problems. So in our assumed 
in it, case you and John Jones are — 
Ss pos- equal partners in a retail hard- 
th. or ware store. You started out to- 
F gether 20 years ago on a shoe- | CASTELLATED NUTS SEMI-FINISHED NUTS LAG BOLTS 
string and have gradually built | 
your store into a good sized and | 
; reasonably successful business. | 
: The partnership now has a net a . 7? aan Gee 
worth of about $200,000 and in oar See OSs SCS eS 2 Seer s: Sr VETS 






a good year it shows a net income 
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before drawing accounts of be- 
tween $30,000 and $50,000. Of 
course, that is in good years— 
there were some bad ones back 
in the thirties when you had all 
you could do to keep going, but 
the last 10 years have shown 
good profits. At the same time 
mounting inventory require- 
ments have eaten up a lot of 
those profits so that your draw- 
ings from the business have been 
considerably less than your 
profits. 

Your partner, John Jones, is a 
great guy and, by and large, you 
are well satisfied with the way 
the partnership has worked out, 
but one thing is certain and that 
is that one of these days one of 
you is going to die and what is 
going to happen to the business 
then? Jones hasn’t too much of 
a problem. He is an old bachelor 
and he wants to get rid of his in- 
terest in the business as quickly 
and painlessly as possible after 
his death. 


Sell the Business? 


Your problem is not so easy. 
You have a wife and three chil- 
dren; two of them girls in their 
late teens and the other is a boy 
in his early teens. It is alto- 
yvether too early to know whether 
the boy will ever be a hardware 
man or whether the girls will 
marry anyone who can carry on, 
although if you live another 10 
years either of those two possi- 
bilities might materialize. But 
in the meantime, there is the 
possibility that you might die 
tonight and if you did your wife 
would miss the income from the 
business when she tries to put 
the children through college. You 
haven’t accumulated much out- 
side of the business and you 
would like very much to be able 
to keep the business interest 
about as it is now if there is any 
good way of doing it. 

At this point I suggest you 
go to your partner and your law- 
yer for a preliminary talk. Jones 
makes it clear that he would like 
to sell out to you lock, stock and 
barrel if he dies first and what he 
would like is a good agreement to 
take care of that. He says he 
would be willing to buy out your 
interest on the same basis if you 
die first, but that he realizes 
that your situation is a little dif- 
ferent. You agree that to sell 
your interest in the business for 
$100,000 is not going to leave 
your family in a very comfort- 


94 


able position. They have become 
accustomed to living pretty well, 
and your wife also wiil have the 
problem of putting the children 
through college. $100,000 in- 
vested at 4 per cent will give only 
$4,000 and that plus another 
$1,000 from your property will 
not meet the requirements of 
your family without constantly 
dipping into principal. Jones 
then points out that you have 
been working six days a week in 
the store and that a large share 
of your “profits” have been 
earned by your efforts. With you 
gone he will have to increase the 
payroll and even that won’t make 
up completely for your loss. So 
you both agree that some adjust- 
ment of profits must be made if 
your estate is to retain an in- 
terest in the business. 

Then you turn to your lawyer 
and ask whether it is possible 
to work out any such plan as 
this. After some hedging he will 
concede that it is possible but 
that there will be various com- 
plications and that it is none too 
easy to develop a plan which will 
be fair to all concerned. He will 
first recommend that you incor- 
porate the partnership, if not 
immediately, then at least on 
your death. It isn’t at all satis- 
factory trying to operate a part- 
nership between an estate and 
an individual and in some juris- 
dictions it isn’t possible. A cor- 
poration is much more flexible 
and the way the tax rates are 
now it will work out reasonably 
well from that standpoint. 


Who Will Be Boss? 


He will then point out that 
someone has to be the boss in 
running the business and pretty 
obviously that someone must be 
Jones once you are gone. We are 
assuming that there is no one 
in your family who can take over 
your place and it isn’t fair to ask 
Jones to permit just anyone to 
come along and have an equal say 
in running the business. Unless 
you have a lot of confidence in 
Jones’ fairness you ought not 
to consider any such plan. How- 
ever, on the set of facts we have 
assumed, you do have full con- 
fidence in Jones both as a busi- 
nessman and as a man of in- 
tegrity. 

So it is agreed that your estate 
will retain your one-half of the 
shares of stock in the corpora- 
tion if you die first, that Jones 
will be president and general 





manager with a salary of not less 
than $8,000 plus a percentage of 
the profits. He also will have the 
right to elect the majority of the 
board of directors, but if the 
corporation fails to pay divi- 
dends of at least $5.00 a share 
for two years then the right to 
elect a majority of the directors 
shall pass to your executor or 
trustee, although Jones still has 
the right to be president and 
general manager. It is under- 
stood, but without being binding 
on Jones, that if your son, or a 
son-in-law, shows an interest in 
the business he will be given a 
chance to show his worth. 
Finally, it is agreed that on 
Jones’ death the present arrange- 
ment will come to an end and the 
business will be sold, with the 
first opportunity to buy to be 
given to any member of your 
family who may be interested. 


The Customary Procedure 


The example I have given is 
by no means typical. More com- 
monly the thing to do is either 
to leave your share in the busi- 
ness to a member or members in 
the family who are qualified to 
carry on or, if there isn’t any 
such person, then to have your 
interest sold as promptly as pos- 
sible after your death. I won’t 
try to discuss the special prob- 
lem about leaving the business to 
a member of the family except 
to point out how many hardware 
stores fail every year. Unless 
your son really is qualified to 
carry on the business you may 
be merely inviting financial dis- 
aster. Oftentimes he will be bet- 
ter off in the long run if he starts 
from scratch the way you did. 

Let me particularly warn you 
about the dangers involved in 
leaving your business to your 
wife. My observation has been 
that with rare exceptions a wife 
who has not worked in the busi- 
ness with you is almost sure to 
be incapable of understanding 
the problems of running a hard- 
ware store. She can’t seem to 
understand that the business 
doesn’t merely run itself. I can 
think specifically of one widow 
who was completely inexpe- 
rienced in her husband’s busi- 
ness, yet felt sure that she knew 
more about it than his partners. 
She told me that she had offered 
to go to the shop whenever she 
had any spare time but they 
didn’t seem to appreciate her as- 


(Continued on page 104) 
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Quality Products 


+ Selling Aids 


in every way 
these widely 
accepted 
hardware items 


by NATIONAL LOCK 


will fully meet your most exacting requirements 


You'll make more money with NA- 
TIONAL LOCK because NATIONAL 
LOCK provides all those important in- 
gredients which assure sales success. 
Why not order from your jobber right 
now a good, healthy, working inventory 


N61-200 


a i 
a 


N61-048 


of NATIONAL LOCK cabinet hard- 
ware and period furniture trim? Items 
come individually packaged in sturdy 
envelopes. Ask about the free coun- 
ter display boards, envelope stuffers, 
newspaper mats and other sales-makers. 


N-3032 
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: + Convenient Packaging &- 
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NN DISTINCTIVE HARDWARE... 
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Handsome, Authentic Period Furniture Trim 


ALL FROM ] SOURCE 


Cabinet Hardware in Chrome, Brass, Bronze 





NATIONAL LOCK COMPANY 
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1949 Federal Migratory Game 
Bird Hunting Regulations 


Prepared from releases of the Fish & Wildlife Service, U. S. Department of the Interior, Washington, D. C. 


NOTE: The seasons shown here include both the opening and closing dates (both dates inclusive) and are the periods 
when migratory game birds may be taken without violating Federal regulations. These seasons may be shortened by 
State law or regulation. Communicate with State game departments for the latest orders. 


This chart and additional material on the following pages of this issue of HARDWARE AGE indicate seasons 
only for species protected by Federal law. For other species, refer to state regulations. 


See additional data on page 97. 


Figures in parentheses refer to footnotes following season data for each flyway. 
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Atlantic Flyway States 









































MIGRATORY } 
WATERFOWL—DUCKS, | MOURNING or 
SEASONS IN: GEESE (except Snow | RAILS and GALLINULES WOODCOCK TURTLE DOVE 
= Geese) COOT 
Connecticut  ............ Nov. 4-Dec. 1: Sept. 1-Oct. 15........ .| Oct. 20-Nov. 18........ 
PE nae sin ac cemhsnnwina SS <~ Tee emt. Delete GOs 6 csc sicn cis | Nov. 15-Dec. 14.. 
ee i Cs Vetccnteerasebwons ane ES ey eee ee ee rere 
Florida Sidions: 66.4 hace dares Nov. 29-Jan. 7........¢0. ORO. Biaaive ascii ealieatraera's'cerm a ea buh 
MOE Siciiewtveccetenseod eS SE ee Oct. 1-Nov. 300..... ooe| Dee. S6Jam.. Z1..... 
EEE biasecis-oicudwsmutle | reer I ih acps chee i-4 6 tee MOO, OE a:esvwwedieies 
Cee ree Be ET 5 8000s ccc) ovesnebeceseceseee 
ere |Nov. 18-Dec. 27........... Se ee oe | Nov. 15-Dec. 14.. 
Massachusetts ‘>’ 006, Si-tov. &.......0.5. Sept. 1-Oct. 300%......... eee Se | eee eee 
. 1 he RRR REE: | fo: Re as eee NBS: LEED GR RRR 
New Hampshir:*) _.. 4 eeperes Sept. 1-Oct. 30: Serre re 
N EE Ee) He eee aren Peer er eT rere ee Orr ree et er 
ew Jersey .. Nov. 18-Dec. 27..... eee eo a eee i MR rs ky. sae sages oie rne waar 
New York‘ ee SS Sere a eae eS er en er ere rrr ce rr eer a 
5 |Nov. 18-Dec. 3...... Bn ES GE Pe Ee eer re See RP ene Teer rere 
North Carolina ...... -|Nov. 29-Jan. 7 Oct. 1-Nov. 80{......... Dec. 12-Jan. 11.. .|Sept. 16-Sept. 30... 
' | Dec. 31-Jan. 14... 
Pennsylvania _............. Oct. 21-Nov. 29........... Sept. 1-Oct. 30! eee ea ..|Oct. 10-Nov. 8.. 
Rhode Island‘? ..seeeee{Nov. 29-Jan. 7. Sept. 1-Oct. 30.. ..... | Nov. 1-Nov. 30.. i See ath Rarer 
South Carolina .|Nov. 29-Jan. 7 ee ES i an 50. 6 ac ccgh Mens eb aude s énedseeseawees |Sept. 16-30 ........ 
Dec. 23-Jan. 6.. 
Vermont ..... .|Oct. 21-Nov. 29........... Sept. 1-Oct. 30°......... | Oct. 1-Oct. 30..... PAB E ED 
Virginia ...... ie .|Nov. 29-Jan. 7.......... CS gt ie | Nov. 19-Dec. 18........... lSept. 16-Oct. 15........ 
West Virginia ............ 1Oct. ZleNov. 9............ Sept. 1-Oct. 30°......... Scrat erapiaca meen eee cima |. eee yea 
PUOTND TO occ sci cersirss [Dee. I5-Web. 18........00. De JO 1B... ccicecs PE a One eh oS te eck cara 
Daily Bag Limits .......... Ducks—4) ,..... Year Mourning or Turtle re teers ere 
Geese—2® .... ‘ SOE inns cccsenee ee ee SL alinia's a 
’ SIE ods cccrcenncawoat SE, siss.< 440 5.s:naofi nee asileinaeew eeanwaewee s:s ED iaia av aie eowiacRaipinin’e 4:e:60s are 
Possession Limits ......... Te a Cree ee Eich das scx nice vic e-0t OT SR RAAT RRESRO RESCH OREN. KCC CREATORS CHAS COaN ewe 
en pal CTE C One Others—15@ .........00- Mourning or Turtle =—=—_—_fw ns eee eee cece cece ee eeees 
OS eer ener Woodcock—8 ........se00. OTE ED once cece revcckesnccesesesesesevesoeeres 
(1)—No open season on wood duck in limit 15, singly or in aggregate of ing 14 in possession singly or in the 
Massachusetts and West Virginia. all kinds. aggregate. 


In other states, 


bag or possession 


limit may include 1 wood duck only. 
Daily bag for American and red- 
breasted mergansers, 25 singly or in 


the aggregate 
possession limit after the 
day of the season. 


of both kinds; no 


opening 


(2)—2 Canada geese or its subspecies, or 
two white-fronted geese, and in addi- 
tion three blue geese a day or in 


possession. 


(3)—-Not more than 15 in the aggregate 


of rails (other than sora) 
linules. 


and gal- 


(4)—No open season in District of Colum- 
bia but migratory game birds may 


be possessed therein 
with 6.6 (c). 


in accordance 


(5)—Florida: rails (including sora) and 
gallinules, daily bag and possession 


(6)—Florida: mourning doves in Dade, 
Monroe, and Broward Counties, Oct. 
1-30. 

(7)—Shooting hotrs for mourning doves 
in states indicated—12 o’clock noon 
until sunset. 

(8)—Scoters and eider ducks may be taken 
in all areas in Connecticut, Maine, 
Massachusetts, New Hampshire, New 
York, and Rhode Island during the 
applicable seasons for other ducks. 
Such birds otherwise may be taken 
in open coastal waters only, beyond 
outer harbor lines, in Connecticut, 
Maine, Massachusetts, New Hamp- 
shire, New York, and Rhode Island 
from Sept. 17 to Dec. 17. In these 
states only, the daily bag limit is 
seven scoters or eider ducks singly 
or in the aggregate, and not exceed- 


(9)—New York; North and East of the 
tracks of the branch line of the New 
from Oswego to 
Syracuse, the main line of the New 
York Central R.R. from Syracuse to 
Albany, and the main line of the 
Boston & Albany R.R. from Albany 


York Central R.R. 


to the 


Mass. state line, Oct. 10 to 


Nov. 1; West and South of the line 
above described (except Long Island), 
Oct. 2 12; that part of 
New York known as Long Island, 


Nov. 


Oct. 24 to Nov. 


15; from 


9 a.m. 


until 5 p.m. on the opening day in 
each of these zones; and thereafter 
in all of the aforesaid zones from 


7 a.m. until 5 p.m. 


(10)—When rails and gallinules are per- 


mit 


to be taken during the water- 


fowl season, they may not be hunted 


after one hour before sunset. 








Mississippi Flyway States 





























MIGRATORY | MOURNING or 
SEASONS IN: WATERFOWL—DUCKS, |RAILS and GALLINULES WOODCOCK TURTLE DOVE 

GEESE, COOT 
——— —— 3 i 
RED, 6+40+4s00800nsenen ae oe). J aa a errr Dec. 17-Jan. 15 ........ 
Arkansas ..... onsen Nov. 18-Dec. 27. He. BE OD. ccvcccsves ED ac cok reeensewns Sept. 16-Oct. 15....... 
DE i aieh scaeeeavar ewe Nov. 4-Dec. 138 ..... + eS. ie TNs «vcaseneen EC err ee Bee, We ccccccccccccce 
Indiana ; idan wee OS eee Sept. 1-Oct. 30........ -+-|/Oct. 15-Nov. 13 othedas <00090se0ebee v< 
teks 6 wise: 9-tsie-e ae | Oct. BN. TP so + 'n'v'anseee alien Cam Rents e oen wae So diserasanaal oe ‘ ofeccssccccc-cccceees 
Kentucky ..... beshh aigehe tenes Nov. 29-Jan. 7..... . Berk, SH. Be... cccvcecs A Ee Pad RE EE Sept. 1-30 ..... 
DEE Scicetee sadae eS S| | eee [eaet. BEE, BB. oc cccccwcs Dec. 28-Jan. 21........ ..|Dec. 1-80 ..... 
Michigan ......... Ae! SS eee |Oct. 7-Nov. 15....... ..+|See Note 7... eb he wouate BRETT EE 
RIED vicars 9:0-ailerb-o-ecehareacde Oct. 7T-Nov. 15.... .|Sept. 16-Nov. 14 ........ Oct. 1-30 ..... OR oe 
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MIGRATORY 















































SEASONS IN: RAILS and /OODCOCK MOURNING or 
WATERFOWL--DUCKS, | GALLINULES WooDcock | _TURTL E DOVE 
Mississippi ethiniaotand plead .|Nov. See | Oct. 15-Dec. 13 ..... jc: ND cdudeuseaSesex  . eee 
SOs UAE ccvccccgvcercs 
BEE ooo s cos wesivic civ eene |Nov. Bae. BBocccevsceee | sept. RE, Biccsiccsses | Nov. DRO: De iccccececes eS eee 
SN an SS rinedig act daiecente ae ee ere | Sept. 1-Oct. 30.......... | Oct. 8-Nov. 6........ cup Leas coma btbeanied a éeeen 
ES meun Ee Nov. 1S-Dee. 27......0..0 |. ES OO eT ee eee rr ane en nn Sept. 16-Oct. 15......... 
PEERS aE |\Oct. 14-Nov. 22.........+.| Oct. 14-Nov. 22 ......... oe” eee i i a ik dn de 
Daily Bag Limits .......... |Ducks—4 ......... 0000. te ELE Mourning or Turtle lovcccrinsesenesesoeesceeves 
Geese—4@) .........00000s Others—15“ OED kekceensenesen cia eeshenhe ie eeeeeba eee 
ee Cree DEOL 5 0000006000609 ann 000GR605605g 864006008 ERR AER EE Ee RE 
Possession Limits .......... Ee eee | Beea—BE en cccccces SN SD Hen ekewneccnsencdecescacees 
Geese—4@ .........ceeees Others—15® EE didn eds cebetsaneesadaesbbenesessaes 
REED secncssscvccecns NOE 0c concen wees ae beed aes sande enws 
(1)-—-Bag or possession limit may include geese, or not more than one of each tablished as closed area by Proclama- 
one wood duck only. Daily bag for of these species. tion 2748 of Oct. 1, 1947 (12 F-.R. 
American and_ red-breasted mer- (3)—Not more than 15 in the aggregate 6521). 
gansers 25 singly or in the aggregate of rails (other than sora) and gal- (6)--When rails and gallinules are per- 
of both kinds; no possession limit linules. : ? mitted to be taken during the water- 
after the opening day of the season. (4)—Shooting hours for mourning doves in fowl season, they may not be hunted 
states indicated—12 o’clock noon un- after one hour before sunset. 
(2)—Including in such limit not more than til sunset. (7)--Woodcock: Michigan, Upper Penin- 
two Canada geese or its subspecies or (5)—No open season for geese in that sula, Oct. 1 to Oct. 20; Lower Penin- 
not more than two white-fronted part of Alexander County, IIl., es- sula, Oct. 15 to Nov. 5. 
Central Flyway States 
MIGRATORY | RAILS and MOURNING or 
SEASONS IN: | WATERFOWL— DUCKS, GALLINULES WOODCOCK TURTLE DOVE 
GEESE, COOT 
CERES 66. n0cancewssmes oAGet. 16Mov: ST .....00 (pee ee eee Se cad acasited sa eae Sept. 1-Oct. 12 ...... 
BNR Siigcn cng eee nice siwael a ee See ee Sept. 1-Oct. 30 ......... | tickets thaheeneaaws Sept. 1-30 cee 
DD ‘Mic ¥anecwendwe i CE sastvevevence BPP eee PERSE FSET BERRIEN. Se EE ovscanese 
Nov. 18-Dec. 5‘ ..... o] cccccccccvcesressccccessee] eresseesccccererccesessseelecscsseces 
ND i cnn pa hnce deel Oct. 21-Dec. 4..... ; Sept. 1-Oct ms 10-Oct. 1 
New Mexico, ™ ......... Oct. 14-Oct. 3h..... Sept. 1-Oct. .|Sept. 1-Oct. 12 
Sh RR eee eee Pere r ree rrr tre Tre errs, Sn er ere 
North Dakota ........ ..--/Oct. 7T-Nov. 20... aa cdc cecul 6+.60000066566sssn6easeenstigeeueseensess 
DE ibe sa -taewseeon Ost. Si-mwes. ¢.. ..... Sept. 1-Oct Sept. 1-30 
I Oct. 21-Dec. 4.. .... Fe et EET ET DTT EP ETT T ET ERT rT eee ree eT Pe 
Pe ln caccece ae Nov. 4-21 ...... Sept. 1-Oct i CO udestonsene 
i i Te. on... wa ccw ell Gadi eee ae eaeeoe0'.6.05) 0864666005006 5 OOS ses OES SReTReE DEORE SE eSounes'e® 
EE di. ctvccaskeccoapeen 3 eee a ee ee ee ee eer 
Bree. BEae. 12... cc cclovevesqeecvoccvcoscvseses ae Sra 
Daily Bag Limits .......... )\Ducks—4™ ED ae  iuaneGhaseh Habs S4OKbG SHEN EEE EDE SEO «Ian beh eG tA Ss SERN aaa ORR 
Geese—5 ee gp REE RA RS a Sey, Serge anar e an ere tea 
Coot-—10 ..... Mourning or Turtle PP Ee ee er Pew SE re ree 
rr Perot rr ee on rere rere ee eT TLE 
Possession Limits ......... ee na Ee EOE CS eee ee erate an a ee 
ee mr ee Others 15 ai a6 eRe win hikes tons aticae ae hee SEs eae eee mene 
OED snccutecesdecews Mourning or MM Rain coosenaceadswudteadiorbaaientekesuk sax cine 
| OS Ee pee e een eee REGRET ee 








(1)—No open season on wood duck in 
Colo., Kan., Neb., the Dakotas, and 
Wyo. In other states, bag or pos- 
session limit may include one wood 
duck only. Daily bag for American 
and red-breasted mergansers 25 
singly or in the aggregate of both 
kinds; no possession limit after 
opening day of the season. 

(2)—Including in such limit not more than 
two Canada geese or its subspecies, 
or not more than two white-fronted 
geese, or not more than one of each 
of these species. 

(3)—Not more than 15 in the aggregate 
of rails (other than sora) and gal- 
linules. 

(4)—No open season on snow geese in 
Beaverhead, Gallatin, and Madison 
Counties in Montana, or in the states 
of Colorado and Wyoming. 

(5)—When rails and gallinules are per- 
mitted to be taken during the water- 
fowl] season, they may not be hunted 
after one hour before sunset. 


(7)— 


(8)— 


(9)— 


(6)—New Mexico: 


band-tailed pigeons ; 
South of highway 60, Sept. 16 to 
Oct. 15; daily limit 10, possession 
limit 10; no open season in rest of 
State. 


New Mexico: shooting hours for 
mourning doves and_ band-tailed 
pigeons on first day of the season, 
12 o’clock noon until sunset; there- 
after from sunrise to sunset. 


Woodcock: Oklahoma, Dec. 1 to Dec. 
80; Texas, in the counties of Shelby, 
Nacogdoches, Angelino, Trinity, San 
Jacinto, Liberty, Chambers and all 
counties South and East thereof, 
Dec. 23 to Jan. 21; no open season 
in rest of Texas. Daily limit 4, pos- 
session limit 8 


Texas: mourning doves in Val Verde, 


Kinney, Uvalde, Medina, Bexar, 
Comal, Hays, Travis, Williamson, 
Milam, Robertson, Leon, Houston, 


Cherokee, Nacogdoches, and Shelby 


(10) 


Counties and all counties North and 
West thereof, Sept. 1 to Oct. 15; 
in rest of state (but not including 
Cameron, Hidalgo, Starr, Zapata, 
Webb, Maverick, Dimmit, La Salle, 
Jim Hogg, Brooks, Kenedy, and 
Willacy Counties), Oct. 1 to Nov. 
14; in these latter counties, Sept. 
15, 17, and 19 from 4 p.m. until 
sunset, and Oct. 1 to Nov 11 from 
one-half hour before sunrise to sun- 


Texas: white-winged doves in Cam- 
eron, Hidalgo, Starr, Zapata, Webb, 
Maverick, Kinney, Dimmit, La Salle, 
Jim Hogg, Brooks, Kenedy, Willacy, 
Val Verde, Terrell, Brewster, Presi- 
dio, Jeff Davis, Culberson, Hudspeth, 
and El Paso Counties, Sept. 15, 17, 
and 19 from 4 p.m. until sunset; 
daily bag and possession limit for 
white-winged or mourning doves is 
not more than 10 singly or in the 
aggregate of both kinds; no open 
season in rest of state. 








Pacific Flyway States 






































MIGRATORY WATER- 
FOWL—DUCKS, GEESE RAILS AND MOURNING or 
SEASONS IN: & BRANT (except Ross's GALLINULES WOODCOCK TURTLE DOVE 
Goose), COOT 
PE | 5 cevecnvateneeees it BR Biocsccs veces MN SOE BD ccivcsccaekccvecsessusevseconneosnes Sept. 16-Oct. 15 
ED cig eanwewens sew ruel See Note 5 Sept. 1-30 +a 
BEE HedcAdewaeeeneauned Oct. 14-Nov See Note 7 ..... 
Dec. 9-28 Se ee 7 
DED. <Sacreseacsnceseeeed Oct. 14-Dec. . Sept. 1-30 
ED hitdrindeeses consvans Oct. 21-Nov. woot. 1-15 
, Wiv.6. 60.0. 606005 eOSSS 8 cA EESS SSCS OOCSEH DE] cow aes 00600065005 2OR NOREEN SCORERS SES 
0 ee eerie Cet, Lhes. B..ccvcccccccs| SES. Weed, BOM... ccc ccccl ccvcsveseccrsvesevecveces 
TE wesiesveensneeae Nov. 4-Dec. 28......00000] cercececeeceeececeereereee| cereeeer err eeeeneeeeees 
ere \See Note 9 
Daily Bag Limits ..... ..|Ducks—5™ .......++-+0+- OS EARS re Perr reere rer: ere eee rte 
|Geese & Brant (except| Others—15@ .......0.000) ceecec cece creer teeeeeeeee 
| Ross’s Goose)—6™ ..... Mourning or Turtle 
LS eae Doves—10 ..... 
Possession Limits .......... Ducks—10™ ..........0+- | 6a ee 
Geese & Brant (except IIE SPE eC ET CTE Sever 
Ross’s —— sosee Mourning or Turtle |... ccc cece reece ers ereeferccecescccces 
SS cearwe Doves—10 ........-.- a” esan> Ce to ‘page 98) 
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SAVE SPACE . SAVE TIME 
SAVE MONEY 


25-B: Capacity over |!/5 tons, 44" 


diameter, 56" high, has 5 separately 


rotating sections each with 5 com- 
partments. Each compartment has 
capacity of 125 Ibs. Label holder 
welded on each divider. 


Only $92.43. Twenty pound spring 
scales $17.10 additional. Prices 
f.0.b. Wellston, Ohio. 

Send for new, illustrated 


Circular J-215: 





The Frick-Gallagher Mfg. Co., 
Sales: 400 Shubert Bldg., 
Philadelphia 2, Pa. 


FRICK - 
GALLAGHER 


1355-3 fe), Rae), ife) 


SHELVING + PARTS BINS + ROTABINS 
COUNTERS + RACKS + TABLES 
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Pacific Flyway States 





(1) No open season on wood ducks in 
Arizona, Nevada and Utah. In other 
Pacific Flyway states and Alaska, 
bag or possession limit may include 
one wood duck only. Daily bag for 
American and_ red-breasted mer- 
gansers, 25 singly or in the aggregate 
of both kinds; no possession limit 
after opening day of the season. 

2 In any combination not exceeding two 
of Canada geese or its subspecies, 
white-fronted geese, or brant. 

(3)--Not more than 15 in the aggregate of 
rails (other than sora) and gallinules. 

(4) -Arizona: white-winged dove, Sept. 1 
to Sept. 15. The daily bag and pos- 
session limit for white-winged or 
mourning doves is not more than 10 
singly or in the aggregate of both 
kinds. 

(5)--Waterfowl and coot in those portions 
of San Bernardino, Riverside and Im- 
perial Counties, California, East of 
U. S. Highway 95 from the Nevada 
line south to Blythe and East of the 
paved and graded road extending from 
Blythe to Ripley, Pala Verde and 
Ogilby South to its intersection with 
U. S. Highway 80, thence East to 
Yuma, Nov. 18 to Jan. 6; in rest of 


the state, Oct. 21 to Nov. 9 and Dec. 
19 to Jan. 7. 


(6)—Idaho: no open season on snow geese 
and no open season on geese of any 
other species in Canyon County ex- 
cept a strip one mile wide on each side 
of the Boise River and a strip one mile 
wide on the Northeast side of the 
Snake River. 

(7)—-Idaho: mourning doves in Boundary, 
Bonner, Kootenai, Shoshone, Bene- 
wah, Power, Bannock, Franklin, Bea: 
Lake, Caribou, Bingham, Bonneville, 
Clark, Jefferson, Fremont, Madison, 
Oneida, and Teton Counties, no open 
season; in rest of state, Sept. 1 to 
Sept. 10. 


(8)—-When rails and gallinules are per- 
mitted to be taken during the water- 
fow!] season, they may not be hunted 
after one hour before sunset. 

(9)—-Alaska: in First Judicial Division, 
Oct. 1 to Nov. 19; in Second and 
Fourth Judicial Divisions and the en- 
tire drainage of Tanana River in the 
Third Judicial Division, Sept. 1 to 
Oct. 20; in the rest of the Third 
Judicial Division, Sept. 15 to Nov. 3. 





Additional Data 


Daily Shooting Hours 


Ducks, geese, brant, and coot— 
Same as last year. from one-half 
hour before sunrise to one hour be- 
fore sunset. 

Woodcock, mourning or turtle 
doves, white-winged doves, band- 
tailed pigeons—Same as last year. 
from one-half hour before sunrise 
to sunset (with certain exceptions 
as shown in the schedules). 

Rails and gallinules—changed to 
conform with those for woodcock 
and doves—from one-half hour be- 
fore sunrise to sunset. The previous 
earlier closing hour (one hour before 
sunset), however remains in effect 
in those states wherein the season 
for hunting these birds is concurrent 
with or falls within, any part of the 
season prescribed for waterfowl. (A 
closed season on rails and gallinules 
has been prescribéd for Colorado at 
the request of the State authorities. ) 

Opening day of season—On the 
opening day of the season—includ- 
ing each first day of the split sea- 
sons—waterfowl and coot may not 
be hunted prior to 12 o’clock noon. 

Special hours for mourning doves 
in certain states—Daily shooting 
period for mourning doves in Ala., 
Ark., Fla., Ga., Ky., La., Md., Miss., 
the Carolinas, Tenn., and Va., will 
be from 12 o’clock noon until sun- 
set. 


Daily Bag and 
Possession Limits 


Ducks—Bag and possession limits 
of four a day and eight in possession 
in the Atlantic and Mississippi fly- 
way states, and five a day and 10 


gn possession in the Pacifie flyway 


states, will remain the same as last 
year. In the Central flyway states. 
it has heen necessary to reduce the 
bag limit from five to four, and the 
possession limit from 10 to eight. 
because of adverse conditions on 
the breeding grounds of Canada 
which supply many of the birds 
for this flyway. 

Geese—In view of the increase 
in Canada geese, the limit for this 
species has been increased in the 
Atlantic flyway states from 1 to 2 
birds a day or in possession. This 
now makes a uniform limit of two 
birds for this species in all flyways. 
In the Central and Pacific flyway 
states. hunters are permitted to in- 
clude one additional snow goose 
this vear in their total. 

Distribution and limits of geese 
will be as follows: In the Atlantic 
flyway states the daily bag and pos- 
session limit for geese will be two. 
Included in this limit can be either 
two Canada geese (or its subspecies) 
or two white-fronted geese. In ad- 
dition, the hunter can have three 
blue geese a day or in possession. 
Now snow geese or brant can be 
taken in these states. 

In the Mississippi flyway states, 
the daily bag and possession limit 
for geese will be four (the same as 
last year) of which two may be 
Canada geese, or two white-fronted 
geese. or one each of these species. 
(No shooting of Canada geese will 
be allowed in that part of Alexande1 
County, IIl., previously established 
as a closed area.) 

In the Central flyway states, five 
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This new red-and-white label identifying 
Bethlehem Bolts is so attractive that it 
stands out on your shelves — calls atten- 
tion to itself day after day. What's more, 
the essential information is printed in such 
large, clear type that you can locate the 
particular bolt you're looking for in a 
hurry, even from a distance. Thus the pos- 


NEW LABEL 
Shanda onl tn yout shilve 

































sibility of error in handling is minimized. 

Bethlehem Bolts, of course, are as’ reli- 
able as ever. They come carefully packed 
in cardboard cartons or paper packages, 
and they have the well-formed heads, 
sturdy shanks and smopoth-fitting threads 
that appeal to your customers. Nothing 
has been changed but the label. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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VAUGHAN, 


Vaughan Sub-Zero Axes 
— the axe with the dis- 
tinctive blue finish and the 
silver stripes—are recognized * 
by wood choppers everywhere \ 
for their quality, design, balance 
and ability to stand up under any 
outside temperature — even as low 
as 50° below zero. The Vaughan 
patented ELECTRIC FUSION PRO- 
CESS and Special Heat Treatment 
are responsible for their toughness 
— their superior performance is 
the result of over 80 years exper- 
ience in designing and manufac- 
turing fine tools. 


VAUGHAN & BUSHNELL 
Manufacturing Company 
Sales Office: 135 S. LaSalle St. 
Chicago 3, Illinois 
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geese may be taken, all of which 
may be snows or two may be Canada 
geese, or two white-fronted geese, 
or one each of Canada and white- 
fronted geese. 

In the Pacific flyway states, the 
daily bag and possession limit for 
geese has been raised to six, in any 
combination not exceeding two of 
Canada geese or its subspecies, 
white-fronted geese or brant. The 
closed season is continued on Ross’ 
geese. 

Wood duck—No open season in 
Mass., and W. Va., (in Atlantic 
flyway), in Colo., Kan., Neb., the 
Dakotas, and Wyo., (in Central fly- 
way), and in Ariz., Nev., and Utah 
(in Pacific flyway). In all other 
states and Alaska, bag or possession 
limit may include only one wood 
duck. An open season for wood 
ducks in New Jersey is provided 
this year at the request of the state 
authorities. 

Coots—Bag limit reduced from 15 
to 10 birds a day in the Central and 
Mississippi flyway states because of 
a reduction in the supply of birds 
normally frequenting these flyways. 
Possession limits are the same as 
the daily bag limits. In the Pacific 
and Atlantic flyways, bag and pos- 
session limits remain the same as 
last year, 15 birds. 

Rails—In all flyways, not more 
than 15 in the aggregate of rails 
(other than sora) and gallinules. 

Sora—The bag limit has been in- 
creased from 20 to 25 birds a day. 

Woodcock—In the, Atlantic and 
Mississippi flyway states and in 
Oklahoma and certain counties in 
eastern Texas and elsewhere per- 
mitted to be hunted, the daily bag 
limit for woodcock is 4 and the 
possession limit is 8. This year a 
season for the hunting of woodcock 
has been prescribed in North Caro- 
lina and certain parts of Texas. 
Otherwise there is little change in 
the regulations affecting this species. 

Mourning or turtle doves—In the 
states of all flyways wherein hunted, 
the bag and possession limit is 10 
birds. 

American and red-breasted mer- 
gansers—In all flyways, 25 singly 
or in the aggregate of both kinds; 
no possession limit after the open- 
ing day of the season. 


Band-Tailed Pigeon 


Seasons in: Arizona, Sept. 16- 
Oct. 15; California, Sept. 16-30 and 
Dec. 17-31; Oregon, Sept. 1-30; 
Washington, Sept. 1-30. Daily bag 
and possession limit is 10 in Arizona, 
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California, New Mexico, Oregon and 
Washington. 


Closed Seasons 


On wood ducks—In Ariz., Colo.. 
Kan., Mass., Neb., Nev., the Da- 
kotas, Utah, W. Va., and Wyo. 

On snow geese—In Beaverhead, 
Gallatin, and Madison counties in 
Mont., in Colo., Idaho, and Wyo., 
and on snow geese and brant in 
states of the Atlantic flyway. 

Geese of any species—In Canyon 
County, Idaho, except a strip one 
mile wide on each side of the Boise 
River and a strip one mile wide on 
the Northeast side of the Snake 
River. 

Ross’ geese and swans—Through- 
out the country. 

Mourning doves—In _ Alaska. 
Conn., Ind., Iowa, Maine, Mass.. 
Mich., Minn., New Hampshire, New 
Jersey, New York, No. Dakota, 
Ohio, Puerto Rico, Rhode Island, 
So. Dakota, Utah, Vermont, Wash., 
W. Va., Wis., and Wyo. 

Woodcock—In Fla., Ill., Iowa, 
Ky., Puerto Rico, So. Carolina, 
Tenn., and W. Va. 

Canada geese—Although the Mis- 
sissippi flyway states will be open 
to the hunting of Canada geese, no 
shooting of this species will be per- 
mitted in that part of Alexander 
County, IIll., which was established 
as a Closed area by Presidential 
proclamation Oct. 1, 1947. This in- 
cludes the Horseshoe Lake area in 
southern Illinois. 


Means for Taking Birds 


The regulation which prohibits 
the use of automatic-loading or re- 
peating shotguns capable of holding 
more than three shells continues in 
effect. An amendment which went 
into effect last year provides that 
the plug in such a shotgun must 
be incapable of being removed with- 
out dissembling the gun. The regu- 
lations do not authorize the taking 
of waterfowl lured or enticed by 
means of grain or other feed or with 
the aid of live duck or goose decoys. 


Transportation 


To permit sportsmen to transport 
to their homes ducks and geese 
killed on the last day of the season 
at some distant point, shipments 
from Canada and Mexico can be 
made as late as five days following 
the close of the season in the prov- 
ince or state where taken. In the 
United States hunters can make in- 
terstate shipments up to 48 hours 
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following the close of the shooting 
season in the state where taken. 

The regulations this year permit 
the transportation out of and pos- 
session in another state during the 
period of the open season where 
killed, and for 90 days thereafter, 
of wild ducks and geese taken in 
a flyway having a larger possession 
limit than in other flyways. In con- 
nection with such transportation or 
importation, dressed birds, as a 
means of identification, are now re- 
quired to have the head, head 
plumage, and feet attached. 

Any package in which such birds 
(or parts thereof) are transported 
must have the name and address of 
the shipper and of the consignee. 
together with an accurate statement 
of the number and kinds of birds 
contained in the package, clearly 
and conspicuously marked on the 
outside. 

The post-season period for pos- 
session of migratory game birds re- 
mains the same as in previous years 

90 days. 





Consumers’ Prices 
Show Slight Increase 


ONSUMERS’ prices showed a 
slight increase (0.1 per cent) 
from May to June, 1949, according 
to the National Industrial Confer- 
ence Board, 247 Park Ave., New 
York. Increases were reported ‘in 
29 of the 62 cities included in the 
Board’s survey of consumer prices 
in June. The index showed a de- 
cline in 28 cities during June and 
remained unchanged in five cities. 
The sharpest increase was re- 
corded in Huntington, W. Va., 
where the index was up 0.8 per cent 
over the month; the largest de- 
creases were registered in Lansing, 
Mich., and Newark, N. J., where 
the index dropped 0.9 per cent. 

June, 1949, is the second consecu- 
tive month during which the Board’s 
index registered an increase, thus 
reversing the downward trend in 
consumers’ prices which started in 
October, 1948. Despite recent in- 
creases in consumers’ prices, the in- 
dex is 2.9 per cent below the all- 
time high which was reached in 
August-September, 1948 (166.5). 

The Board’s index for June, 1949, 
stood at 161.6. A year ago, the 
(June, 1948) index was 164.5. Base 
date of the series is January, 1939, 
as 100. 

The purchasing value of the con- 
sumer dollar (January, 1939, as 
100 cents) was 61.9 cents in June, 
1949—1.8 per cent over June, 1948. 
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Advertising—magazine, radio, 
f television — has helped to make 
DARRA-JAMES a national buy- 
word . . . Radio alone takes the 


D-] name into millions of homes 
every week. 


BAND SAW 


BETTE ’ 
BETTER ADVERTISING 


BETTER MERCHANDISING 





means 
TILT ARBOR SAWS 


(Bench Models) Bigger Profits 
For D-J Dealers 


During the next four months millions 
of dollars will bé spent for Home 
Workshop Power Tools. Get Your 
Share of the Profits — 


TOOLKRAFT corp. 


WATERBURY 91,CONN. 
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Things the Hardware Dealer 


Must Do in Promoting A Contest 


Ad-Ventures 


Here are some guides for the operation of contests for hardware 
dealers planning such events. The moment the mails are used 
to publicize a contest, whether in a circular, newspaper, adver- 
tisement, letter, postal card or any other medium, the contest 
is subject to strict Postal laws and to possible scrutiny by the 


Mass people like to 


participate in contests and many 
business men, including hard- 
ware dealers, conduct them in 
order to publicize their stores. 
Contests have been used for many 
years by retail merchants to at- 
tract store traffic, the life blood of 
any retail business. Contests have 
proven themselves to be amazing 
business stimulators in some in- 
stances. 

However, there are strict United 
States Post Office interpretations 
with respect to the use of the mails 
in connection with contests. The 
moment the mails are used to 
publicize or handle a contest, to 
answer inquiries as to the rules, 
to announce successful entrants, 
etc., they come under the juris- 
diction of the postal lottery laws. 
It should be remembered too. 
that the mere mention of a con- 
test in a newspaper or periodical. 
of which one or more copies is 
mailed, involves the use of the 
United States mails. 


Lotteries Illegal 
Lotteries are illegal. In order 
to determine whether or not your 
contest is a lottery, you must 
measure three elements—prize, 


02 


Post Office Department. 


By IRVING SETTEL 
Advertising Manager, 
Concords, Inc. 


Instructor of Advertising, 
Pace College, New York City 


a fp 


chance and consideration. If one 
of these elements is lacking, the 
contest is not a lottery. In other 
words, if one pays a fee to enter 
a contest but the outcome depends 
entirely upon skill and the element 
of chance is not present, such a 
plan is not objectionable under 
the lottery laws. The same would 
be true if the outcome of the con- 
test depends upon chance but no 
consideration is required. Thus. 
in the former, the element of 
chance is absent: in the latter, the 
element of consideration is absent. 

If your local postmaster be- 
lieves that anyone is using the 
mails in violation of the law 
(intentionally or not). he must 
notify the Postmaster General. 
who after a hearing, may order 
withheld all mail addressed to that 
person or group. 

Before announcing a contest of 
any kind, the sponsoring dealer 
should check the rules and regula- 
tions, of the proposed contest, 
with his local postmaster. He may 
also ask the local postmaster to 
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submit the completed contest rule- 
and mailable promotional material 
to the Post Office Department for 
a ruling as to its permissibility 
thereby making sure that there 
would be no interference by the 
Post Office in connection with tha! 
event. 

Actually, anyone can run a con- 
test, subject to government regu- 
lations. These laws have been 
passed to prevent fraud and sub- 
terfuge which previously marred 
and deterred honest operators. 
Now, the legitimate advertiser and 
the contestant are protected. Ob 
viously then, it is wise to know 
what is prohibited and what is 
permissible before running your 
contest. 

However. the following may be 
used as a general guide in setting 
up a contest:— 


Observe These Rules 


1. Every contest must clearly 
announce closing dates at the be- 
ginning which dates must be strict- 
ly adhered to. 

2. A list of prizes in exact or- 
der in which they are to be given 
away must also be furnished. 

3. In case of a tie, a prize 
identical to that tied for will be 
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NO, YOU DONT 


IF you “push” trademarked products also sold in Grocery outlets, 
because Grocery outlets are visited 20 times as often as Hardware 
stores and they, therefore, have 20 chances to your one to get 


your customers’ “repeat orders” on the same products you sell! 


PROTECT YOURSELF, Mr. Hardware Dealer— 


“push” and prominently display trademarked products with big repeat calls that 
are not sold in grocery outlets. By doing so, you will not have to compete with 
ever-expanding, low-priced grocery mark-ups and their terrific consumer traffic. 








Beacon Quik-Gloss* is the only big-selling % 
1Sold only at 


/ 
Floor Wax not sold through Grocery stores: L raiR-TRADED 
produced by THE BEACON CO., BOSTON 30, MASS. PRICES! 
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RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates © Sheets 
Tubing ¢ Allegheny Stainless Alloy 
Steel © Safety Floor Plate © Babbitt 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 

, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 






























KENNADRILLS MOVE— 
Increase Sales—Bring More Profits. 


Sell the fast all-purpose masonry 
drill to: repairmen, electricians, con- 
tractors, maintenance crew men, 
olumbers, masons. 

Men who have stone and other 
nonmetallic material to drill prefer 
the Kennadrill. It drills up to 100 
times longer than any ordinary 
drill they ever used, and at the 
same time drills holes up to 5 
times faster. No wonder Kenna- 
drills are on the move, offering a 
good repeat sale business. They are 
economical to use. Labor cost is 
less, and the job goes faster. Holes 
are smooth, true, and can be drilled 
close together —if necessary. Tur- 
bine action ejects the cuttings, 
prevents sticking and binding. Bit 
sizes 4” to 14%”, for use in rotary 
drills, drill presses, hand braces. 
Cash in—sell Kennadrills . . . write 
for Bulletin KH—today. 

To heip you sell we advertise in trade papers, 
Popular Mechanics; and supply dealer helps. 


Dealers Wanted! 


KENNAMETAL ne LATROBE, PA 




















awarded to each tying contestant. 

4. A contest must not be a 
lottery. However, if the plan in- 
volves chance and does not involve 
“consideration” (entrance fee, 
box top), “substantial expenditure 
of time and effort,” etc., it is not 
a lottery. 

5. Answers must be judged in 
accordance with clearly printed 
regulations. 

6. There is no requirement 
under the postal lottery laws that 
a contest be open to all members 
of the public. The promoter may 
limit participation to select 
groups, e.g., persons under or 
over certain ages; living in cer- 
tain communities; students of cer- 
tain schools, etc. Announcement 
of the contest, if it is to be so 
limited, should clearly state the 
fact. 

7. If a plan is one wherein 
the awarding of the prize is to de- 
pend solely upon skill and chance 
is not present, there is no objec- 
tion under the lottery laws to 
charging a fee or other forms of 
consideration to enter. Whether 
the requirement be a cash pay- 
ment, submission of a box top or 
sales receipt, it is in the same 
category, i. e., all constitute “con- 


sideration.” If submission of box 
tops or the like are involved, pro- 
vision for “reasonable facsimiles” 
would not be regarded as remov- 
ing the element of consideration. 

8. All statements in contest 
rules must be strictly followed 
especially in regard to types of 
prizes, dates, rules, etc. If a con- 
test is one wherein essays or other 
writings are to be judged, there 
should be definite standards an- 
nounced to contestants, upon 
which the judges will make their 
selections. 

We find many contests based 
upon rules like the following: 

“Complete the sentence with 25 
words or less: 

“I Like Blank’s Hardware Store 
Because ' Wg 

This gives the advertiser the 
opportunity to judge the results 
for originality, sincerity, etc. with 
little fear of having to make a du- 
plicate award. 

So, if you want to run a contest 
of any kind, be sure you follow 
the rules, make it attractive, pro- 
mote it properly. You'll find that 
it can do an excellent job of pro- 
moting interest and actually in- 
creasing store traffic. 





‘If | Should Die Tonight’ 


(Continued from page 94) 


sistance and what is more they 
didn’t want to pay her as much 
as her husband as managing 
partner had received. Now it 
isn’t fair to blame her too much 
—she had never had any business 
experience and she couldn’t hope 
to learn in a short time what her 
husband had learned through 
years of experience. Yet it goes 
without saying that a business 
can be wrecked in a short while 
often in a shorter while than 
it takes to learn the rudiments 
of the business. 

This inability of the untrained 
wife to realize the problems of 
running a business is one of the 
best reasons why partners gen- 
erally prefer to buy out the in- 
terest of a deceased partner 
rather than to arrange to go 
along with the estate the way 
John Jones agreed to do in the 
case which I assumed earlier. It 
is much too difficult for the 
family of the decedent to realize 
that it is the efforts of the 
trained businessman rather than 





a business which runs _ itself 
which produces the profits. That 
is why in my example I empha- 
sized the arrangements for com- 
pensation, spelling out a formula 
which when adjusted to the par- 
ticular situation offers a reason- 
able set of checks and balances. 

There are any number of prob- 
lems in planning your estate 
which I haven’t covered. For 
example, I wish I had the time 
to go into the details of the use 
of purchase and sale agreements. 
In particular I would like to be 
able to explain how effectively 
life insurance can be used to 
finance these agreements, and 
some of the tax pitfalls if it is 
not used the right way. More- 
over, I have hardly mentioned 
the use of a trust as a means of 
managing your property after 
your death. Even so, I do hope 
that I have started you thinking 
and pointed out some of the prob- 
lems which you should solve if 
you are to make the best provi- 
sion for your families. 
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Longer Hours, Night 
‘Lighting and Letters 
Get the Traffic 


(Continued from page 71) 


people I know. We mailed per- 
sonal, signed letters to these folks. 
We asked them to come in and 
visit us, even if they didn’t need 
hardware at the time,” he added. 

In the area where the Carl Nail 
Hardware is located, he mailed 
letters to all residents and box- 
holders, his store being in a 
suburban region. 

Quite a number of persons re- 
sponded to the letter. They came 
in, wished Mr. Nail luck, and 
looked around to see the lines of 
merchandise carried and displayed 
in his establishment. 


Later Hours 


A second effective method of 
publicizing the new store, opened 
early this year, is by staying open 
until 7 p.m., instead of the cus- 
tomary 6. This extra hour gives 
many of the suburban residents 
in Mr. Nail’s district a chance to 
do some shopping on their way 
home from work. This extra hour 
has resulted in the sale of many 
garden tools and supplies to these 
residents whose chief hobby is 
working in their flower or vege- 
table gardens. 

A third method of “nailing” 
trade for his new store is night 
lighting. Since his beautiful, new, 
modern store is on a well-traveled 
highway, Mr. Nail capitalizes on 
his location by leaving all lights 
on all night. The floor-to-ceiling 
plate glass windows permit vision 
throughout the entire 45 by 70-ft 
store. 

Mr. Nail has had examples of 
the effectiveness of night lighting. 
On several occasions men came to 
the store and said: “I want those 
two tubular steel chairs, the red 
ones. My wife and I stopped in 
front of the store last night while 
you were closed and we picked 
out the colors!” 

He is assisted in his new store 
by Mrs. Nail who takes charge of 
the office and also helps on the 
floor with sales. For more than 
15 of the 22 years he’s spent in 
the hardware business, he was 


Don’ t go another season 
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| We say, and you'll agree when you check into it, that UNIVERSAL is by long odds 
| the best line to handle. They're the kind of sprayers folks come back for again and 
again and ask for by name. Built to the highest standard of quality known to the 
industry, yet competitively priced. Advertised to millions of consumers. And you'll 
like the sales policy behind them. If you want more than your average share of 
sprayer business next season, order UNIVERSALS NOW, to be sure of having them 
| : when you want them. If your jobber can't supply them, write to us. 






\ The ‘““MOBL-SPRAY" — greatest 
! advance in compressed air spray- 

' ers. One of a complete line of 
compressed air and hand sprayers. 








UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 
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GAS 
UNIT HEATERS 


SUSPENDED FAN TYPE 


Styled for. Beauty 
Built for Duty 


The smart styling of Peerless Unit Heaters blends perfectly with 
modern interiors of shops and stores everywhere. . The sturdy 
battleship construction and super heating capacities adapts them 
ideally for rugged industrial and commercial installations. 
Peerless Unit Heaters are a complete unit —in one package 

no loose parts to waste time in installation. All controls are rigidly 
mounted on the heater at the factory, ready for hanging and 
connecting to gas and power supply. A.G.A. approved for all Gases. 


Write today for complete descriptive literature. 


PEERLESS MANUFACTURING CORPORATION, LOUISVILLE 10, KY. 


















means VIGORO* 


sales and profits 
for you! | 








MAKE A SECOND PROFIT 
Sell them End-o-Weed®, too— 


for weed-free lawns. 


Vigoro and End-o-Weed just nat- 
urally sell together during the fall 
because fall is the ideal time to 
feed a lawn—an excellent time to | 
eradicate weeds. Make the most 
of this opportunity and display 
the two together in a prominent 
spot in your store. You’ll make 
2 profits .. . 2 sales without any 
extra effort on your part. 





*VIGORO is the Trade-mark for 
SWIFT & COMPANY'S complete, 
balanced plant food. 


CATT (vicond 7) | 


End-o-Pest . . 






. all the A pnoouc! OF SwnT 


pest protection most gar- 

dens need. j!60RO 
food 

End-o-Weed ... destroys 


over 100 dif- 
ferent weeds. 








Plant Food Division & 
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employed by another Lubbock 
firm. 24 

In line with his new store, he 
also has a modern, well laid out 
establishment. Each department is 
a separate unit with an attractive 
sign identifying it. 


Specializes in Staples 


He specializes in staple hard- 
ware items including a large line 
of garden tools and supplies. Cur- 
rently, he is also making friends 
for his new enterprise by lending 
spreaders to purchasers of fertil- 
izer. 

In addition to a large line of 


garden tools, Nail Hardware stocks 
a good assortment of mechanics’ 
and carpenters’ tools. The store 
also displays an attractive line of 
housewares and appliances. 

The entire stock, with rare ex- 
ceptions, is displayed on open fix- 
tures in the sales section of the 
store. Only reserve stocks of such 
items as fertilizer are stored in the 
small stockroom. 


Work Bench in Stockroom 


The stockroom, however, holds 
Mr. Nail’s work bench where he 
cuts and threads pipe to the de- 
sired lengths. 


Brush Display Builds Traffic 
And Makes Many Impulse Sales 


DISPLAY that makes sales 

on both a traffic and an 
impulse basis is popular with any 
hardware dealer. Such a section 
is that devoted to brushes in the 
second floor of the hardware store 
of Otto Herrmann. Inc.. 6729 
Myrtle Ave., Glendale. Long Is- 
land, N. Y. As an officer of the 
firm states it. “We show every- 
thing from small _ household 
brushes up to 36-inch push 
brooms, from this section, includ- 
ing replacement brushes for car- 
pet sweepers. Many people just 
looking around are attracted to 
this section, where they make 
numerous purchases purely on im- 
pulse.” 


Located in the rear of the big 
housewares and appliance room 
this section attracts both browsers 
and those specifically seeking 
brushes and other household 
items. A good and steady turn- 
over is enjoyed in this section. 
with the open display idea en- 
couraging self service, and while 
not all customers visiting the ma- 
jor appliance displays in the front 
of the second floor will go back 
to look at the brushes many of 
them do. The pictorial display 
board, showing items plainly price 
marked and priced from as little 
as 19 cents, is responsible for 


numerous sales on a strictly im- 
pulse basis. 





Presented by SWIFT & COMPANY Customers visiting the second floor housewares and appliance sections 
Chicago 9, Ill. | see this open display of a wide variety of brushes—all price marked. 
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THIS THERMOSTATIC 
HEAT REGULATOR SET... 


For Oil Burning SPACE HEATERS 








Adds AUTOMATIC 
temperature’ control 
convenience to any 
heater made since 
1939 and equipped 
with A-P Model 
240-D, U or Y series 
manual controls. 


PROMOTED TO YOUR 
CUSTOMERS BY ALL THESE 
MERCHANDISING HELPS... 


an) 
@ Consumer catalogs @  . 5g Sass 


rect mail broadsides @ 
Newspaper ad mats @ Oil 
control tags @ “Album 


Folders for mailing @ Di- 








of Famous Vaporizing Oil-Burning Appliances @ Fifteen- 
minute slide-sound film for dealer showings and sales 


meetings. 





DEPENDABLE 
L Coutrols 


$ DISPLAYED ON THIS 
§ MODERNISTIC COUNTER STAND 


COMFORT AND ECONOMY 
FOR OL BURNING 
SPACE HEATER USERS 


FH AS tf 


[5 





AUIOMATH PRODULTS COmPATY 


A sales maker — beautifully designed in three 
colors to show the A-P* Heat Regulator Sct to best 
advantage. Because it explains the actual units 
of the Heat Regulator Set, it saves you sales time 
even as it steps up your sales. Base size: 4 x 17%. 
Total display area: 14x 21. 


=o i = = eS ie © * im = ln oo 
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5 KEEPS YOUR CASH 
§ REGISTER RINGING! 
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AUTOMATIC PRODUCTS COMPANY 


2442 North Thirty-Second Street, Milwaukee 10, Wisconsin 


Please send us the following at once: 
Cc Complete information on A-P Oil Control Accessories 


| 
| 
| 
| 
| o 
| 
| 
| 
| 


Sales helps 
NAME 


0 A EPP eer eT ee er ee nt STATE... ccccecccsce 
Slegmed By... wc rscccccvcccccccscccssevececsecccesecsoocesse 
Gar MBE... oc ccccvcccccvecceccessereveseseceveosccoevepeses 


I 
DESIGNED TO ELIMINATE SERVICING |... new www ew ee eee ewww ewe 
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VENTED 
CIRCULATORS 

@ Royal presents five new vented 

circulators that are sure to make a 

hit with your customers. Priced 

right to move fast .. . ask about 


these Royal beauties, real profit 
makers. 


ePEATURES © 


1. Complete air circulation through front 
and top louvers. 

2. Radiant models (Nos. 94N, 960) with 
beautiful extra heavy radiants, give 
open fire effect. 

3. Efficient “even flame” one piece cast 
iron burner assures uniform distribu- 
tion of heat. 

4. One simple adjustment for gas and 
air. 

5. Draft diverter welded to inner com- 
bustion unit inside cabinet. 

6. Low flue outlet permits easy and in- 
conspicuous venting close to the 
wall. 

7. Manifold connection through lower 
back of heater for easy gas connec- 
tion. 

8. Modern design to harmonize with all 
furnishings, rounded corners for 
beauty and maximum safety. No 
outside bolts or fastenings. 

9. Finish is beautiful dark brown baked 
enamel, will not chip, crack or craze 

10. ROYAL vented circulators are A. G. A 
approved and offer every safety and 
performance feature. 

1]. Properly installed Royal vented cir- 
culators will not produce condensa- 
tion and sweating of walls. 

12. Scientifically engineered inner unit 
of highest grade steel combustion 
chamber, seam welded. 

13. Large removable side panel allows 
easy installation and adjustment of 
extra equipment. 


CHATTANOOGA IMPLEMENT & 


MANUFACTURING COMPANY 
CHATTANOOGA 6, 


TENNESSEE 
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Business Is Good! 
(Continued from page 64) 


ter a year ago. Large savings 
mean cautious buying; but they 
also mean a firm, active, broad 
and relatively stable market. 

It is an old truism that faith is 
bigger than fear. The current 
hesitancy to spend money is only 
a cloud passing over a clear sky. 
Against the relatively slight de- 
cline in retail buying we have a 
purchasing power that is abundant 
and widely spread. 

After all, what are markets? 
Markets are people—people with 
money to spend and the desire to 
spend it. We have plenty of peo- 
ple in America today; 16,000,000 
more than in 1940. What’s more, 
these people have plenty of pur- 
chasing power. But we must bear 
in mind that this purchasing power 
embraces not only the ability to 
buy but the desire to do so. 

The normal function of business 
is to sell aggressively as well as 
produce and that 
selling effort must reach through 
the regular trade channels to the 
ultimate consumer. We must not 
fall into the complacent error of 
assuming that we can capture to- 
day’s market with 1935 model 
advertising and selling. The job 
is bigger. The needed impact is 
greater. 


aggressively, 


This is why I was so glad to 
see, on my recent trip, marked 
strides in retail sales training; 
practical sales coaching geared 
to today’s market. Regular, care- 
fully planned sales meetings are 
important. Many hardware, paint, 
building supply dealers find it is 
good business to take advantage 
of the merchandising services of- 
fered by live manufacturers. They 
find this gives their salespeople 
basic information about the prod- 
ucts and better ways to sell them. 

Related selling, too, is becom- 
ing more and more _ popular. 
Charts are used in sales meetings 
to give salesmen the true profit- 
story of “tie-in” sales. In many 
instances, a store-wide policy of 
selling related items has changed 
red ink to black. 

Finally, I want to put new fizz 
into the oldest bromide of all: 
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Sell service! Every smart mer- 
chant today has a wide-open pro- 
fit-frontier if he will only capital- 
ize on his knowledge of his 
business. Mr. and Mrs. America 
have just as much money to spend 
today as in 1946; but they are 
spending it with caution. They 
demand quality, and they are 
quick to recognize well-packaged, 
well-advertised merchandise. But, 
most of all, they look to their 
dealer for service, for help, for 
authentic advice. 

Nearly every “putterer,” for in- 
stance, is anxious to know how to 
do his repair jobs easier and bet- 
ter. His home is his palace. He 
is proud of it and takes great 
pride in fixing things up. As a 
logical result, Mr. and Mrs. Peter 
Putter trade with the store where 
they get not only good merchan- 
dise but good advice. 

And that goes for profession- 
als, too. During the past two 
months I have talked to many 
paint contractors, professional 
painters, maintenance men, etc. I 
know they, too, are eager for help- 
ful advice and suggestions. 

Many new items are on the 
market, items that will help the 
professional do a more expert job 
in less man-hours. The aggres- 
sive merchant is taking the time 
to explain these items to the con- 
tractor and the painter; and his 
cash register is proving the wis- 
dom of this policy. 

Yes. business is good! 


Building Expenditure 
To Hit $19 Billion 


Washington Bureau 
of Hardware Age 
LTHOUGH some types of in- 
dustrial and commercial con- 
struction seem to have reached 
their peak and have begun the 
down-hill drag, 1949 appears like- 
ly to set a new record of $19 bil- 
lion in building expenditure. 
Commerce Department _ esti- 
mates for construction during the 
first half 1949 total up to $8.5 bil- 
lion with the peak of seasonal ac- 
tivity still ahead. 
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Even the most optimistic 

economist had expected building 
activity to begin drifting down- 
ward this year from last year’s 
$18.5 billion peak. At the mo- 
ment, it appears that the decline 
will be postponed until next year 
or even longer. Aided by the re- 
cently enacted housing program, 
building levels seem likely to re- 
main at relatively high levels for 
some time to come. 


There appears to be little chance 
that there will be any reduction in 
publicly financed building. Un- 
der the new housing legislation 
alone, the government is commit- 
ted to spending $14 billion over 
the next 40 years. And there is 
an acute need, plus growing pres- 
sure, for additional highway ex- 
penditures. 


Public Housing 


As for the new legislation, pub- 
lic housing accounts for the bulk 
of the program. It calls for con- 
struction of 810,000 home units 
(low-rent houses or apartments) 
within six years. The White 
House had asked for construction 
of 1,000,000 over seven years. 


Part of the overall cost will ton- 
sist of direct subsidization which 
is estimated to cost about $85 mil- 
lion a year in the beginning, ris- 
ing to $300,000,000 a year for 
the fifth and successive years. 


A slum clearance program is 
also provided, consisting of $1 bil- 
lion for loans and $500 million in 
grants—for which states or local 
agencies are to put up two dollars 
for each dollar of federal funds. 


Farm Housing 


A quarter-billion farm housing 
program is also included. This 
will consist in part of loans and in 
part of outright grants. The latter 
would go to farms which are not 
self-sustaining. 


Full effect of the new program 
is not expected to be felt before 
the spring upturn in building be- 
gins next year. However, federal 
housing officials say they expect 
to get perhaps as many as 50,000 
units started by that time. 
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- many people we know, UNION had reached a suc- 
cessful maturity at FIFTY-SIX when fire seriously damaged our 
Plant and Offices on March 29, 1949. All production was stopped 
by this most unfortunate occurrence. 

But LIFE BEGINS AT FIFTY-SIX! That is, for UNION. Our 
new home is now being erected on our former site with additional 
property for expansion. Rapid construction progress is being made 
on an around-the-clock basis, and we will be ready for production by 


late summer. 


While our fire was most unfortunate, a newer and bigger UNION 
is emerging, better able to serve our many customers and long-time 
friends than at any time in our Company’s fifty-six year history. 

Our organization is united in expediting construction of the 
building itself, and during the construction period a complete 
modernization of our line of Steel Chests is being made. 

Important advantages which will be incorporated in our new 


@ 70,000 square feet of unobstructed 
manufacturing space. 

@ Ample finished goods storage permit- 
ting prompt and efficient handling of 
your orders. 

@ Half- mile of traveling conveyors, 
speeding the handling of chests in 
process and finished goods. 

@ Loading sidings on both Erie and Balti- 
more & Ohio Railroads. Drive-in ramp 
to facilitate loading and unloading of 
trucks. 





plant and which will mean 
improved service and 
products are listed below. 
You have our assurance 
we are going ahead full 
speed to be ready for your 
orders at the earliest possi- 
ble moment. 


@ Completely fire-proof construction with 
every practical device for the prompt 
control of fires IF they do occur. 

@ Ultra - modern electrostatic finishing 
equipment combined with automobile 
type infra-red baking ovens. 

@ Newest type fluorescent lighting 
throughout combined with Color Dy- 
namic engineering for comfort and 
safety of employees. 

@ Most modern types of hydraulic draw 
presses, rapid action punch presses, 
and other metal forming equipment. 
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UNION 


LEROY 


STEEL CHEST 
CORPORATION 


NEW YORK 








‘Reo Royale’ Power Mower 


Reo Royale power mower for 1950 
is streamline in design and features, full 
21 in. cutting width, Reo 1% hp 4-cycle 
engine. enclosed drive, hand adjustment 





for reel and cutting bar. Design has 
been improved presenting a low sil- 
houette, which is more compact and 
easier to handle than previous Reo 
models with lower center of gravity. 
Finished in Royale green and cream. 
Reo Royale is available for $99.95. Reo 
Motors, Inc., Lawn Mower Division, 
Lansing, 20, Mich. 


‘Kennatrack' Door Track 


Jay G. McKenna, Inc., Elkhart, Ind., 
offers double “Kennatrack,” series 200, 
a ball bearing double rail track for 
sliding by-passing doors. Maker says 
that doors which slide on overhead 
track are less apt to warp. Hard to 
get at corners are reached with ease. 
“Kennatrack” permits use of cabinets 
in places where swinging doors are not 
practical, Large wardrobes may be in- 
stalled in halls and bedrooms without 
thought of door space. Series 400 is 
used for heavy wall pocket installations. 
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This series provides vertical adjust- 
ment. Carriage is equipped with Neo- 
prene tired wheels for noiseless opera- 
tion. Series 300-350 utilizes the ex- 
pansion sleeve mount which is said to 
require less headroom space than any 
other sliding door device. “Kennalatch” 
is intended for *4 in. cabinet and ward- 
robe doors. Made in rights and lefts 
and are usually sold in pairs, to a box. 
Available in brass and bright chrome. 
“Kennapull” is used with the 400 “Ken- 
natrack” on wall pocket installations. 
Being symmetrical in design “Kenna- 
pull” is easy to install. Function is to 
provide a means of retracting the door 
from the wall pocket when the door is 
completely open. 


Universal Cutlery Set 


Landers, Frary & Clark, New Brit- 
ain, Conn., offers a table cutlery set in 
12 or 24 pieces with a Tenelite handle. 
Handle is said not,to craze or crack or 
become loosened, nor to be affected by 
normal hot water. Available in red, 
maize or white. Cutlery has mirror pol- 
ished blades of stainless steel. Rounded 
fork tines, spoons and knives have 
stainless steel bolsters. Sets are packed 








in gift boxes of maroon, blue or egg- 
shell with a simulated grain cover, re- 
sembling a book when closed. 





‘Plastic Wand' 
Weed Killer 


Gro-Quick Co., 340 W. Huron St., 
Chicago, 10, Ill, offers a weed killer 


which is said to eliminate dandelions, 





plantain, thistle, mustard, ragweed, 
chickweed, dock and 90 other broad- 
leaved weeds by the touch of a plastic 
wand. Weed-Wand is in the form of a 
33 by 1 in. plastic tube, sealed at top 
with cap cork and equipped at contact 
end with capillary applicator. In use it 
is filled with 2-4D and is carried by 
grasping head like a cane. Weight is 
15 oz. when filled. Weeds are pressed 
lightly at centers by wand lip. Said not 
to endanger other plants. Suggested to 
retail for $1. Forty eight fills of 2-4D 
weed-killing hormone, said to be 
enough for 100,000 weeds, $1. 





Outboard Safety Chain 


Mill Run Products Co., 634 Huron 
Rd., Cleveland 15, Ohio, offers improve- 
ments in its “Rub-a-Linx” outboard 
safety chain. It is a rubber coated 
safety chain with a new length of four 
ft. Lock rings have been added to 
both ends, permitting use of locks to 
prevent theft. Neoprene coating on 
chain is said to be oil-proof. Maker 
says chain itself withstands a 500 Ib. 
test. 
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te fiterally, the hottest line 


of space heaters on the market 


ot., 
ciller 


ions, There’s a big dammed-up demand for space heaters 


that’s going to let go this fall . . . for in ’48 sales were 
stifled by “the oil shortage.” Things are different now 

. . and alert dealers can turn back the clock and ride 
a sales boom again if they sell the right equipment. 

From this approach consider Preway, always a 
leader in the field, with a bigger lead now than ever 
before . . . for these outstanding space heaters give 
you premium performance to sell — performance 
supported not by claims, but by hard-hitting en- 
gineering facts that you can demonstrate and show. 

And when visual values like these are backed by a 
price tag that stops the eye, you can plainly see why 


you should be promoting Preway this season. Point 
for this red hot line. Write today for the full story. 


It packs a terrific merchandising wallop. 


Incorporating 

many of the basic 

engineering ad- 

vantages of the 

Starline for high 

isi capacity heat, the 

Loaded with a price punch that has ot Preway Emblem 
merchandising impact, the Preway 23 is pitched as a 


Starline heater is available in sensational price 
two sizes. leader. 


PRENTISS WABERS 
2849 Ey zero) ie) STREET, N., WISCONSIN RAPIDS, re og - 10) 0) 0 ey b> Co. 
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Retail 


MORE SALES! 


for you. 


Contains New 
IMPROVED FLEXISEAL 
CAULKING COMPOUND 


Demand by . customers who 
wanted to do their own caulking 
repairs without the need of a 
gun created the new Flexiseal 


Collapsible Tube. 


It contains improved Flexiseal 
Caulking Compound in Brilliant 
White ...the whitest white 
made. The Flexiseal tube will 
not crack or break; gives even 
pressure, and is air-tight to 
prevent oil loss or drying. 


Sturdy key with every tube 


ST USE THIS SALES 
BOOSTING DISPLAY! 


Flexiseal Collapsible 
Tubes are shipped in 
self-displaying carton; 
place it on your coun- 
ter for bigger sales! 





NEW FLEXISEAL CARTRIDGE FITS ANY GUN! 


Another Flexiseal first! Only cartridge 
made to fit either 
conventional or 


skeleton type gun. P 


50 ¢ Brilliant White 


For extra sales and extra profits, order 
Flexiseal from your hardware or paint 
jobber today; or write us for informa- 
tion. 


LANDEN PUTTY WORKS 


MALDEN, MASS. 











by MORE PROFITS! 








WHAT'S NEW 








‘Superfan’ 


Queen Stove Works, Inc., Albert Lea, 
Minn., offers the “Superfan” which 
moves all the air—features complete 








circulation without turbulation. Model 
P-500, has air cooled, 1/40 h.p. pre- 
cision built motor with self-aligning 
bearings. Rubber mounted for silent 
operation, three speeds. Said not to 
interfere with radio. Balanced squir- 
rel cage type twin impellers, one on 
each end of motor shaft, reported to 
eliminate vibration and minimize wear. 
Impellers operate simultaneously on a 
single shaft; develop a powerful pump- 
ing action and force a volume of air 
through the streamlined duct and out- 
let grille. Equipped with eight ft. rub- 
ber covered, shockproof cord, unbreak- 
able plug. Available with brown Ham- 
mertone finish, retailing for $34.95 and 
in white finish with chromium trim, for 
$39.95. Cools rooms, distributes radia- 
tor heat, dries hair, exhausts kitchen 
heat and odors, dries clothes, Light in 
weight, it is equipped with a carrying 
handle. 





Jacobsen Power 
Lawn Edger 


Jacobsen Mfg. Co., Racine, Wis., offers 
a power lawn edger, powered by a 
Jacobsen 1% hp. engine. Light, two- 
wheeled unit is said to edge 90 ft. of 
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sidewalk per minute. Power is trans- 
mitted through a V-belt drive to the 
cutting blades which do the actual edg- 
ing. The use of single or double blades 
and spacers determines the width of 
cut from 1/16 in. for edging to % in. 
for grooving. 


Columbia Bicycles 
The Westfield Mfg. Co., Westfield, 


Mass., introduces several new model 
bicycles, including the ML 68HD 
heavy duty special, illustrated. This “Mo- 
tobike” features truss frame with tubing 
of special analysis steel, floating action 
front fork with heavy duty spring, Rad- 
nall internal expanding front brake 
with caliper hand control, extra heavy 
duty rims, spokes and tires, Torrington 
extra length handle bars with cross 
brace, leather top saddle with chro- 
mium plated spring and crash rail, and 
streamlined three-quarter chain guard. 
Other models in the line include: M67, 
boy’s lightweight; MI10T-SF-Lk girl’s 





model, with spring fork and protecto- 
lock; M5, superequipped “Motobike”’; 
MI610MT, boy’s, ML620E, girl’s; both 
20 in. junior models with electric horn 
and headlight; and for in-between-size 
riders, 24 in. bikes, ML614MT, boys’, 
and ML624T, girls’. All models fea- 
ture built-in kick stand; one-piece drop 
forged handlebar stem with dust cap; 
and front hub turned from solid steel 
bar. 


Philco Electronic TV 
Built-in Aerial System 
Philco Corp., Philadelphia, Pa., has 


announced the introduction of the Phil- 
co electronic built-in television aerial 
system. Makers state the system will 
eliminate the necessity for all external 
antennae, either outdoor or indoor, in 
up to 80 percent of all television areas. 
The 18 models in the company’s 1950 
line ranging from table models to all- 
service combinations will feature this 
self-contained aerial system. It will be 
available at all price ranges and in a 
variety of cabinet styles. 
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Landing Net 
Wire Cloth Fillers 


Buffalo Rod Co., 277 Military Rd., 
Buffalo, N. Y., offers landing net fillers 
made of rustproof metal mesh which 
can be used with any standard fish land- 
ing gear, says maker. Weigh about 
2 oz. and are offered in two sizes 
for boat and stream type landing 
net frames. Nets are said to have a 
high degree of flexibility and strength 
which permit them to adjust quickly to 
many types and sizes of fish. Single 
strand of Monel wire is knitted into cyl- 
indrical form with hinge type stitches 
making it easy to disengage hooks that 
may become caught. Filler is secured 
to landing net frame with Monel lacing, 
which is provided with each net. 


Edw. K. Tryon Fall 


Merchandise Catalog 


Edw. K. Tryon Co., Philadelphia Pa., 
will offer Sept. 1 a catalog on fall mer- 
chandise, shotguns, gunning equipment 
and accessories. Also the Tru-Sport 
Athletic line for fall and winter. Com- 
pany is planning a hardware catalog 
to be mailed in Feb., 1950. A toy and 
gift catalog was issued this month. 








Bantam Varsity 
Sport Balls Kit 


Seiberling Latex Products Co., Akron, 
9, Ohio, offers the Bantam varsity sport 
balls outfit, featuring an inflated rubber 
football, 9 by 5-34 in. basketball, 6 in. 
diameter and baseball, 2-7/8 in. diame- 
ter, all said to be accurate replicas of 
official balls. Included with the kit 
are a colored plastic referee whistle 
with cord, a red and yellow Bantam 
varsity insignia for shirt, varsity size 
field layouts and score cards. Entire 
outfit is contained in a heavy gage card- 
board “Util-A-Case” which is made to 
serve also as a carrying case for school, 
playgrounds, picnics and the like. 
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The Demand for 
Kester Metal Mender 


(acid-core solder) 


Increases Every Day 
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_ Kester Metal 
Mender (Acid-Core Solder) 
and Kester Radio Solder (Rosin-Core). 
These products are packed ten boxes each to a counter 
display carton. Fast moving items, backed by a 
vast national advertising program, 


that sell on sight (25¢ in most areas). 


Also Available... 
Kester Acid-Core and Rosin-Core 


Solder on 1 and 5-Ib. spools 


The larger Kester units have instant 





acceptance by the solder user whose 
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needs are greater. 








KESTER SOLDER COMPANY 


4201 Wrightwood Avenue, Chicago 339, Illinois We KESTER 








Factories also at Newark, New Jersey - Brantford, Canada ‘ SOLDER 
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ANSO 


... presents a new type 
kitchen scale. Model 
1308, with original fea- 
tures. Priced for volume 


































retail sales. 





Model 
1308 


See your jobber 
for special 
“Get Acquainted’ 
Deal. 





Capacity 8 pounds by 2 ounces, 
also indicates 3’2 kilos by 50 
grams and measures shortening 
by cups. 


Model 1308: Available in new kitchen col- 
ors, red, yellow, or white; permanitized 
in a beautiful Styron plastic body. 

Mechanism is suspended on a steel 
channel independent of the case, a new 
principle of construction that gives an 
accuracy never before achieved in a scale 
of this type. 

The No. 1308 scale fits the color 
schemes of modern streamlined kitchens. 
Every housewife will appreciate the 
practical use features as well as the attrac- 
tive appearance of this scale. Kilo grad- 
uations used for continental cooking 
recipes. 

Body: Overall 642” x 5Y2” x 21,”, plat- 
form 312” diameter, stainless steel. 

Dial: White with black graduations, red 
and yellow graduations for cups of short- 
ening. 

Packing: Each scale in individual carton, 
12 cartons to container. Weight packed 
LY Ib. each, net 14 oz. 


Onder from your jobber 


We urge dealers to place orders imme- 
diately as there already is a big demand 
for this high value moderately priced scale. 


HANSON SCALE COMPANY 
525 N. Ada St., Chicago 22, Il. 





WHAT’S NEW 








Coleman 'Blend-Air' 
Heating System 


The Coleman Co., Inc... Wichita 1. 
Kansas. is introducing a completely 
packaged. pre-engineered heating sys- 
tem that uses 3'% in. ducts. The system 
is said to provide even temperature 
and has three basic parts; streamlined 
air-tight furnace; a system of factory- 
made supply ducts and a series of 
blending units in which heated air from 
the furnace is mixed with air taken 
from the room. Heated air from the fur- 
nace is forced through the small ducts 
at temperatures up to 195 deg. Enter- 
ing the blender unit, the heated air 
passes through a nozzle. This action 
causes room air to be sucked through a 
grille into the blender where both types 
air are mixed. Upon entering the room 
from a grille at the opposite end of the 
mixing chamber, the blended air is .135 





deg. and has a velocity of 300 ft. per 
minute, it is said. Three types of units 
are available. A telescoping model is 
designed for new house construction; 
fits between studs of wall; with only 
two grilles visible. When compressed it 
is 48 in. high and it may be extended 
to 86 in. A second unit, 28 in. high, 
may be recessed in a wall. Third unit, 
for use in existing homes, is an all 
metal cabinet, 32 in. high. Sets against 
the wall. Units may be adjusted to con- 
trol amount of mixed air entering room. 
Entire system is operated by automatic 
room temperature controls. Pre-engine- 
ered ells and flexible metal tubing take 
runs around corners and construction 
obstacles. Return ducts and furnace 
plenum chamber are packed in flat car- 
tons. Maker states an experience work- 
man can complete installation in an 
eight hr. work day. 
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'Electrimmer' 
For Hedges 


Skilsaw, Inc., 5033 Elston Ave., Chi- 
cago, 30, IIL, offers the “Electrimmer™ 
for hedge cutting. Said to cut a clean 
swath through the toughest hedge 
growth without damaging ends of bark. 
Said to trim 100 ft. of hedge, top and 
sides in less than 30 minutes. Maker 
reports it to be efficient for shaping, 
rounding, beveling, fancy cutting and 
sharp corners. Cutting blade is made 
of steel and spring loaded to assure 
proper tension at all times. Gears are 
special alloy steel worm and _ bronze 
worm wheel, running in grease sealed 
chamber, effects necessary speed re- 
duction. Frame is die-cast aluminum 
alloy. Overall length is 24 in. and 
shipping weight 9 lbs. Equipment in- 
cludes one 12 in. cutter blade; one 
adaptor for extension handle, 6 ft. of 
rubber covered cord with two prong 
connector. Features ball type handle 
with form fit rubber cover. Said to 
provide easy one hand operation in 
almost all positions. Suggested to re- 
tail for $37.50. 


‘Steam Glide’ Iron 


Western Hardware Mig. Co., 3830 N. 
Fratney St., Milwaukee, 12, Wis., offers 
an electric steam iron with cast in 
calrod-type element. Aluminum through- 
out has a heat resistant plastic handle, 
both control knobs and filler cap. Holds 
9 oz. of water. Steam iron converted 
to dry iron by flip of a knob. Detach- 
able cord for left or right hand opera- 





tion. May be used on all fabrics. Tem- 
perature automatically controlled, rang- 
es from 250 deg. for rayon to 500 deg. 
for linen. To be used on AC only it is 
1,000 watt, 115 volt. Weighs about 5 
lbs. Suggested to retail for $17.65. 








Priced 
» retail 


m $1.00 
$2.49" 
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MOST BEAUTIFUL NEW ROASTER LINE 


the Core 77} 








































briced NS 
» retail 

m $1.00 
$2.49" 





iin y You can 
soil Ot increase your 
a ' store traffic, 
volume and profits 
with "Magic 
Black Bottom”’ 
Roasters 


"Magic 
Black Bottom” 
Roasters are 
available in Round 
and Three Popular 
Oval Sizes 







*Slightly higher in West and South 


the popula 
BIG- VOLUME BLUESTONE LINE 


+» the mot ashed foe tine cn toatterd 
















BLUESTONE 
OVAL ROASTERS BLUESTONE —_ ROASTERS 
Available in popular sizes Size, 12 by 6! inches 







BLUESTONE JUMBO OBLONG ROASTERS 
Fowl capacity of 20 pounds 













FEDERAL ENAMELING & STAMPING COMPANY 
World’s Lergest Manufacturer of Enameled Kitchenware 


a Be Oo 











A star in the medium- 
price field. You can 
give your customers 

no better guarantee 
of satisfaction than 
to tell them that 
seventy years of 

experience is be- 
hind every Blair 
lawn mower. 









The Y 
Homestead \\ 




















































LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 





NEATER IN APPEARANCE 
EASIER TO HANDLE 
IN SERVICE 


SUPERIOR 





U. S. POULTRY NETTING 


STRAITLOK EXO 


Awl 


INDIANA 








STECCL & WIRE CO. 


MUNCIE INDIANA 








WHAT'S NEW 








‘Levelor’ Nylon 
Paint Brushes 


Devoe & Raynolds Co., Inc., 44th St., 
& First Ave., New York City, 17, offers 
the Superkleen “Levelor” nylon paint 
features 


brush which taper-tipped 





bristles and in some brushes, where 
smoothness of filming is paramount, 
bristles are flagged. Maker claims the 
brush features surface hugging, natural 
bristle feel. Also the brush is said to 
incorporate laying on and leveling off 
qualities, ease in getting into corners 
and coves and free-flowing characteris- 
tics, which which works the material 
out through the end of the brush, onto 
the surface. 


Combination Lighting 
Merchandising Fixture 
Kent-Moore Organization, Inc., Gen- 
eral Motors Bldg., Detroit 2, Mich., 
offers a fluorescent lighting fixture de- 
signed for use in creating merchandise 
displays and point of purchase adver- 





tising as well as for lighting. “Val-Lite” 
is available in standard models having 
two or four 40 watt fluorescent lamps 
for single or multiple unit continuous 
strip lighting applications. The letters, 
for department identification or adver- 
tising, are six in. high and finished in 
bright contrasting Chinese red. Each 
letter has two spring steel clips which 
fit into a retainer lip designed ino the 
fixture. Other features are said to in- 
clude two-piece construction of welded 
20 gage sheet steel with detachable 
reflector bolted to chassis. All reflect- 
ing surfaces are finished in infra-red 
oven baked white enamel. Fixtures are 
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furnished complete with HPF ballasts, 
sockets, starters and six ft. of rubber 
covered cord. Units are wired for 110 
volt, 60 cycle, AC operation only. 





Lectrolite Combination 
Plier Line 
The Lectrolite Corp., Defiance, Ohio, 


offers a line of combination pliers. The 
tool weighs up to 20 per cent less than 
other Lectrolite models, through adopt- 
ing a slimmer “streamlined” design. 
Another change is the relocation of the 
bolt which provides as much as 11 per 
cent more leverage than previous types. 
Tru-Fit plier bolt is hardened through- 
out. Available in 5, 6, 8 and 10 in. 
sizes. The 5 and 6 in. sizes are sold in 
thin nose design. All are made in 
blasted finish, chrome plated but not 
polished; blasted finish, chrome plated 
with hand-polished nose; and blasted 
finish, chrome plated with hand polished 





faces. In 6 in. size two low priced 
models are available one in riveted con- 
struction with black oil treated finish 
and the other with bolt and nut and 
chrome plated blasted finish. Entire 
line comprises 20 numbers. 


Remington Display 
Boxes for Cartridges 


Remington Arms Co., Inc., Bridge- 
port, Conn., offers to dealers without 
charge, display boxes designed to con 
tain 10 boxes of Remington or Peters 
22 caliber cartridges. Maker suggests 
creating displays to induce point of 
contact sales which will lead to tie-in 
purchases. 
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‘Sapolin' Satin-Like Coating 

Sapolin Co., Inc., 229 E. 42nd St., 
New York City, has developed a 
stain-like coating called “New Mode” 
which is not an enamel or a paint and 
is said to withstand harshest treatment 
and dry in two hours. Said to be adapt- 
able for all household uses, all types of 





wood and 
furniture 


as well as 
When applied to 
maker claims it gives the appearance 


wall surfaces, 


metal. 


of hand rubbed finish. It is said not 
to Icave brush marks and will cover 
most surfaces with one coat. No under 
coat or primer is required for new 
wood, or other porous surfaces. Avail- 
able in 10 decorators’ colors. For deal- 
ers’ use is a counter sampler, 2% ft. 7 
in. wide panel, displaying the 10 actual 
color applications. In slotted pockets 
behind each color are actual applica- 
tion color sample chips. Paint can 
labels are printed in actual brush 
stroke of color within can. Available 
in half pt., pt., qt. and gal. sizes. 





Fairbanks Caster 


The Fairbanks Co., 393 Lafayette St., 
New York City 13, offers Series “21” 
caster, a press steel swivel caster. It is 
made with a “Lock-Weld” construction 
eliminating the necessity of the king- 
pin. It locks the curved top of the fork 
between the top and retaining plates so 
that the ball race sections remain prop- 
erly aligned. Maker says fork design 
of this caster has been engineered to 
eliminate distortion under conditions of 
overload and shock. Series of arches, 
built into the legs affords maximum dis- 
persion of direct and thrust loads over 
entire ball race. A matching line of 
Series “31” rigid casters has the same 
overall heights as Series “21.” Wheels 
are available in: semi-steel with plain 
or roller bearings; solid rubber with 
oilless bearings; vulcanized rubber with 
roller bearings; plastic with plain or 
roller bearings. 
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You get repeat rentals with Easy-to-Use 


SKIL Floor Sanders and Edgers 


“ 














Because your rental customers get better results with 
SKIL Sanders and Edgers, they come back to you—again and 
again. Even beginners do expert jobs with these powerful, 
easy-to-handle tools. Make your first-time customers 
permanent customers . . . recommend and rent SKIL 

Floor Sanders and Edgers. 


ea a 
SKIL Floor Edger 
Twin-motored for top efficiency, dustiess 
operation. Finishes areas such as stairs, 
closets and edges which a drum sander 
can't reach. Sanding discs are changed 
without tools, adjustable casters permit 
perfect sanding of uneven floors. 









SKILSAW, INC. 
5033 Elston Ave., Chicago 30, Ill. 
Factory Branches 
in Principal Cities 
in Canada: SKILTOOLS, LTD., 
66 Portland St., Toronto, Ont. 


SKIL Floor Sander 


Husky, easy-to-maintain, 


Qi | fools 


TRADE MARK 


SKIL Tools are made only by SKILSAW, Inc. 


extra powerful... yet weighs 
only 86 pounds. Single 
V-belt and permanently 
lubricated ball bearings for 
long, trouble-free service. 













Grips nats and bolts 
wrench-tight in hex 
opening. Adjustable to 
any size finger. Head 
bends to any working 
angle. 


YZ, 


CL > 


A SURE SIGN FOR PROFITS 
is AJAX cellophane packed 
Wood Screw Assortment 


FREE DISPLAY STAND 
Assortments available 
in 5¢ OR 10¢ RETAILERS 





Instant connection. No 
fumbling. No disassem- 


Yj bly of confining parts in 

Vr working areas. 

YG 

| PUTS FIST-FULLS OF SALES 
AT YOUR FINGER-TIPS 

| Priced Right Packaged Right 


SELLS ON SIGHT 


| Each display carton — 
| 10 x 10 — holds 24 cards 








Open stock for replacements 





..-four of the most pop- 
ular wrench sizes to af 


card. 2 a 


| Contact your jobber or 
write manufacturer today! 


OUCH'N'GRIP 


F 3 REDFIELD 
31 Colonial Parkway 





AJAX HARDWARE MFG. CORP. 
6829 AVALON @ LOS ANGELES 








Dumont, N 








VICTOR RINGS UP 
MOUSE TRAP SALES 


with this 


HICKORY DICKORY DOCK 
Counter Dispenser 











= colorful Victor mouse trap 
display rings your sales bell again 
and again because it’s amusingly 
bright and gay. It’s a self-dispenser. 
Customers remove one Victor trap 
and another falls into place. Takes 
little counter space and adds up 
to more mouse trap sales for you. 
Your jobber can supply you with 
this smart Victor selling aid. 
(Counter Displays also available for 
Yoldfast and Auto-Set mouse traps.) 


ANIMAL TRAP COMPANY OF AMERICA 
PASCAGOULA, MISS. 


LITITZ, PA. ° 


Ants make the market. VICTOR ANT TRAPS 
make the profit. Order from your jobber. 


It pays to sell 


VICTOR 


the TRAPS that people know 
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WHAT’S NEW 








Wrench Display Board 


Lectrolite Corp., Defiance, Ohio, of- 
fers a wrench display board which is 
is furnished free with an order of the 
tools it displays. Has a total of 70 








wrenches in 20 diilerent patterns and 
sizes in a complete range of openings 
in box end, open end and combination 
end types. In natural wood colors with 
protective varnish coatings, board is 
provided with removable feet and may 
be used either as a counter or shelf 
display or hung on the wall. All 
wrenches are in the “Tru-Fit” line fea- 
turing double plated chrome finish with 
hand polished ends. Each is forged 
from premium quality steel and heat 
treated to the Tru-Fit standards. Prices 
on tools are individually marked on the 
board. Two other display boards are 
offered, one featuring 45 deg. long pat- 
tern box end wrenches and wrench sets, 
the other covering the line of “Tru-Fit” 
open end wrenches and wrench sets. 


Swedish ‘'Mauser" Rifle 


Husqvarna-Vapensfabrik A. B., Husk- 
varna, Sweden, 260 years, is producing 
its new five shot, Mauser type, bolt 
action rifle, especially designed for use 
with American ammunition. Three 
calibers are available: .270, .30-.06, and 
.220 swift. The 23-% in. barrel is 
special Swedish blued steel, with reg- 
ulation open rear sights and hooded 
front sights. Weight of gun is 8 lb., 3 
oz. Features hand checkered stocks, 
and precision detailing on mechanical 


— 





parts. Husqvarna rifles are distributed 
in the United States (west of the Rock- 
ies) by KW Factory Warehouse, 1904 
Tacoma Ave. So., Tacoma, Wash., and 
east of the Rockies by Eric S. Johnson, 
360 N. Michigan Ave., Chicago 1, III 


‘Phenoplast' 
Plastic Finish 


L. Sonneborn Sons, Inc., 88 Lexing 
ton Ave., New York City 6, offers a 
plastic finish, “Phenoplast,” a liquid 
finish which coats the surface and, says 
maker practically becomes an integral 
part of the material to which it is ap- 
plied. It is composed of a_ phenolic 
resin base to which a catalyst is added 
producing “Phenoplast.” Applied like 
varnish, it is said to render the object 
damage proof. May also be used for 
glue with wood or metal. Maker claims 
this transparent liquid gives woods, 
metals, steel, tire, masonite and com- 
position materials resistance against 
alcohol, exposure to flame, penetrating 
ink blobs and most acids and also pro- 
vides resistance to abrasion and wear. 
With a companion undercoat, it can be 





applied to non-porous surfaces includ- 
ing glass. Suggested to retail for $2.50 
per pt., $12.50 per gal. 


Carton Packaging for 
Steel Pipe Fittings 


The Capitol Mfg. & Supply Co., 153 
W. Fulton St., Columbus 8, Ohio, offers 
a complete line of steel pipe fittings in 
cartons. Included are pipe couplings, 
pipe nipples, caps, brass-seat unions and 
hex bushings. Features of the program 
are the extensive range of sizes and 
the relatively small quantity of fittings 
per carton. There is no charge for 
packaging. 
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37,000,000 


New Sales Messages 
with Hard Selling Facts about 


Weatherstripping 


Yes... there’s a new parade of profits and 
it’s headed right your way! It’s a special cam- 
paign for Inner-seal that’s designed to sell, and 
sell, and sell! Here’s how... . 


}.- 37,000,000 sales-packed messages will be 
delivered at the peak of your selling season . . . 
thousands going into homes in your trading 
area. This campaign, the largest ever launched 
behind any weatherstripping, will be carried in 
the Saturday Evening Post, American Home, 
Country Gentleman and Better Homes andGardens. 


2. To help you merchandise this national ad- 
vertising campaign, a complete promotional 
program will back it up with bright, new 
display cartons, window streamers, newspaper 
mats, radio spot announcements— all designed to 
help you sell more weather- 
stripping and related items. 
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We're sending out.. 








live sponge rubber 
bead molded for life 
to a flange woven of 
spring steel wire and 
strong cotton thread. 
















3. And remember. . . Inner-seal, just as it has 
been a leader for many years in the industrial 
field, fits more types of consumer needs than any 
other make. Your inventory of weatherstrip- 
ping is lowered, thus bringing you faster turn- 
over and profits. 


Tie in and you’ll cash in! 





2-5 EAL size and shape make it usable for 

a more weatherstrip applications to 
prevent air leaks — keep heat or 
cold in or out. 


yw 


SEAL special live rubber construction 
makes it last longer under all condi- 
tions. Resilient bead stays soft and 
pliable; wire flange holds it firmly in 
place. 


rail 


ner SEAe is waterproof. 
( sR SAL is easier to install. 


( -SEAL is made in a neutral color that 
R 
we blends with any trim. 


Order from your jobber — he has Inner-seal 
in stock. 
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BRIDGEPORT 1, CONN. 
Est. 1837 


















with the 


life. 


or Vise Lacer. 


5390 N. Menard Ave. 


Safety 
BELT LACING 


The all purpose belt lacing 
patented 
binder bars, that: (1) hold 
hooks permanently in align- 
ment, (2) lap over and 
protect belt ends, prevent 
fraying and add to belt 


steel 


Safety Belt Lacing can be 
applied by any standard 
lacing machine vise lacer 
or put on with a hammer if 
you have an inexpensive 
Safety TU-WAY Hammer 


vy 


2 
N/A 
4% 
$s 
V/V 


SAFETY BENCH LACER 


Applies all standard make belt hooks. 
thickness adjustment assures "perfect" fit. 





SAFETY BELT-LACER CO. 


Chicago 30, U. S. A. 































EMBURY 


they Guard and Guide 
where Dangers hide! 


AIR PILOT 








LANTERN 


EMBURY MFG. CO., WARSAW, N.Y. 








Belt 








WHAT'S NEW 








‘Handy-Worker' 
Junior Tractor 


Rolle Mfg. Co., Inc., Third & Cannon 
Ave., Lansdale, Pa., offers the 114 hp. 
“Handy Worker,” Jr., tractor at 
$129.50. Tractor features overriding 





safety clutch, free wheeling in reverse, 
and rapid interchangeability of acces- 
sories. Its appliances include: lawn 
mower converter bracket, adjustable to 
fit all makes of hand lawn mowers, 
$4.50; earth and snow dozer, tempered, 
structural steel blade, $12.50;  culti- 


vating assembly, adjustable _ tines, 
$13.50; air compressor, sprays furni- 
ture, house car, orchards or plants, 
$49.50; pneumatic tree pruner; utilizes 
compressed air from any compressor or 
from Handy-Worker, Jr., $54.50; sickle 
bar mowers, 28 in. sickel bar mower for 
tall grass or weeds or for matted areas 
—equipped with protective guard, $45; 
and power lawn mower; fine blade, 
21% in. reel, power driver, retail for 


Portable Electric 
'Heetaire’ 


Markel Electric Products, Inc., Buf- 
falo, N. Y., offers the “Heetaire,” 
series 170 KT 1, designed for farm 
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use in milk houses, brooder houses, 
etc., but its thermostatically controlled, 
fan forced heat will find application in 
domestic uses. Maker says it operates 
24 hrs. a day at less than 21 cents. 
suilt-in thermostatic control operates 
in a range between 40 and 80 deg. De- 
pending on the construction of the 
building, on “Heetaire” will provide am- 
ple heat for areas ranging between 825 
and 1,650 cu. ft. Shipped completely 
assembled and wired with a 6-ft. cord 
which may be plugged into 50 to 60- 
cycle AC current of either 115 or 220 
volts, depending on model selected. 
High baked enamel finished unit is 12 
by 8% by 6% in. Maker says unit 
causes no radio interference. 


Clock ‘Profit Package’ 


The E. Ingraham Co., Bristol, Conn., 
offers a simple display and_ special 
“Profit Package” to increase retail sales 
on the Sentinel eight-day and one-day 
alarm clocks. Unit contains 12 alarm 
clocks costing dealers $30 and retail- 
ing at $48. Consists of four Liberator 
eight-day alarms, four Prince one-day 
alarms, three plain and one radium; 
four Princess one-day alarms, three 
plain and one radium: Dealer receives 
a counter display individual 
clock display cards, picture folders on 
the line of Sentinel clocks and watches 
and trademark display card. 


piece, 





Mossberg Scopes 
Have Coated Lenses 


O. F. Mossberg & Sons, Inc., 131 St. 
John St., New Haven 5, Conn., an- 
nounce that all lens surfaces in all 
Mossberg rifle telescope sights are hard 
coated with “Somcote.” This is a spe- 
cially developed lens coating which in- 
creases light transmission in the scope 
about 34 per cent, providing greater 
clarity and sharpness to the image, says 
maker. There is no increase in price 
for this added feature. 
suggested to retail for $9.95. 


Scopes are 
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Arrow Fastener 


Arrow Fastener Co., Inc., 30-48 Mau- 
jer St., Brooklyn, N. Y., offers a 
gun tacker which can be used by car- 
penters, builders, cabinet makers, insul- 
ation men, prefabrication men, etc. T-32 
said to be of fine steel, precision locked, 
incorporating double-leverage and safety 
lock and using three different staple 
lengths: 3/16, %4, and 5/16 in. 





'E-Z' Giaze Plastic 
Window Strips 


World Wide Productions, Walter & 
S. Franklin, Syracuse, 2, N. Y., offers 
flexible, transparent, trangular shaped 
plastic strips which can be mitered with 
a razor blade to make a perfect joint 
at the window frame corners, it is 
claimed. With the strips comes a 
transparent adhesive compound in a 
tube. Strips can be removed if window 
is broken and used again. Said to 
work as well with metal sash as with 
wood, and is especially adapted for 
glazing storm windows. Installed strips 
may be painted to match window frame 
or left in natural glass-like apperance. 
It is said that based on laboratory 
tests under extreme heat and cold tem- 
peratures, strips will not expand or 
contract. 


Proctor ‘Custom Toaster’ 


Proctor Eletric Co., Inc., Philadel- 
phia, Pa., offers its “Custom Toaster” 
model 1482 which features silent cush- 
ioned pop-up control, sliding crumb 
tray, full range of color settings and 
the ability to reheat cold toast without 
burning. Packed in a blue and gold 
gift box with a suede finish and gold- 
edged base. Suggested to retail for 
$22.50. Operates on AC, 1000 watts. 
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(Here's the one that 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
WILL NOT SHRINK SELLS BETTER because 
ST LSU UBILUS DUT it WORKS BETTER. 
a o 






























Brooks Wire Forms 
Serve All Industry 






Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 





























DONALD 
DURHAM 












Whatever your product, it will 


COMPANY 
i : Durham’s Rock- : 
pay you to investigate the re- Hard Wate r Putty Des itctase 4 


gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber 





placement of milled items with 
preformed wire. 















Our engineers will gladly help 






to analyze your needs and point 






out the economies of using 
Brooks Wire Forms. 












M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROGKS HHGGKS WA in rowoER Form 
































How about customers looking for small amounts of spring 
wire for any of the countless uses? 


The answer is JOHNSON XLO MUSIC SPRING WIRE. The 
wire of a thousand uses comes to you attractively packaged for 
display and handling . . . units of |/, Ib., '/2 Ib., and 1 Ib. in full 
range of sizes. JOHNSON sales analysis will point out to you 
the sizes which are in the heaviest demand. ‘Through your whole- 
saler or nearest Johnson branch. 










































JOHNSON 


STEEL AND WIRE COMPANY, Uc. 
WORCESTER 1, MASS. 


New York Philadelphia Cleveland Detroit Akron Chicago 
Atlanta Houston a TIEY: Los Angeles Toronto 


1949 





TIE IN WITH Goz% 
Perfection WINNERS! 


Both are s => 
PROFITABLE “Al 
REPEATERS 


1. Perfection DUBL-CHEM-FACED 
(Trade Mark) 


MILK FILTER DISCS 
+h ” 





2. Perfection SANIT-AIDS 


(Trade Mark) 


Ideal sanitary cleaners for washing milk pails, 
strainers, separators, milking machines, etc. 
also washing cows’ udders. (Pat. No. 2112963) 


NATIONALLY 
ADVERTISED 


More than 16 mil- 
lion ads this year 
to dairymen... 
your customers! 
Stock up and 
Display them NOW! 





ASK YOUR SUPPLIER for Perfection 

DUBL-CHEM-FACED FILTER DISCS 

and the new Perfection SANIT-AIDS 
- -» modern sanitary cleaners 


SCHWARTZ mec. co., two Rivers, Wis. 
AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 
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"Klean Strip’ 


WHAT'S NEW 





Davis Electro-Sweep 


Davis Mfg. Co., Plano, Ill., offers the 
Davis “Electro-Sweep,” electric home 
cleaner, with a brush said to sweep. 


3,500 “whisks” per minute. Suggested 


\ 





to retail for $19.95, this unit features: 
“floating” action in every direction per- 
mitted by wheel-less gliding motion 
with the sweeper riding on the brush, 
says maker. Fingertip switch on handle 
for on-and-off control is supplemented 
by adjusted brush control on back of 
sweeper for toe-tip operation. Sweeper 


| has a plastic housing. Operates on 110 


volt, A.C, only. 


| Paint Remover 


W.M. Barr & Co., Memphis, Tenn., 
offers a non-inflammable paint remover, 
called “Klean Strip” which is said to 
break and peel the old finish right off 
the surface. Said to be especially effec- 
tive on baked enamels and the synthetic 
enamels, “Klean Strip” is reported to 










NON-INFLAMMABLE | 





; « 
aL - j 


HARDWARE 





remove any finish from any surface, 
and will penetrate and take off several 
coats in one application. Wax-free, it 
is said to require no after-wash or 
neutralizing before a new coat of paint 
may be applied. Packaged in litho 
graphed metal cans. Dealers aids avail 


able. 


‘Picture’ Rubber Mats 


Buxbaum Co., Rubber Household 
Products Division, Canton, Ohio, offers 


“Picture-Mats”—full-colored __ illustra- 


tions inlaid in an oval rubber utility 
mat for kitchen, 
hallway or nursery. 


bathroom, laundry, 
Maker claims the 








designs are permanent, integral parts 
of the mat, can’t rub off or lose color. 
Designs include: Pennsylvania Dutch, 
“Bowl ‘O’ Fruit,” still life illustration; 
and “Babytwins,” juvenile pattern. 
Background colors are coral tan, Medi- 
terranean blue, leaf green and ebony. 
In 19 by 32 in. size, mats are molded 
in basket weave texture of rubber with 
self border. Retailing at $2, mats are 
said to lie flat, can’t slip and can be 
cleaned with damp cloth. 


Formulate Warm 
Tone Gray Color 


Martin-Senour Co., 2520 S. Quarry 
St., Chicago, IIl., has formulated “Sun- 
set Gray” a warm color for walls and 
home furnishings. Introduced at the 
suggestion of Frederic Rahr, the color 
is designed as a suitable companion to 
any color furniture, draperies, rugs or 
wood, says maker. It is available as 
an all-purpose enamel called Kolor- 
Brite; Glos-Tone, a medium Gloss Fin- 
ish; and Neu-Tone, flat wall finish. 
Each of these sheens has preferred ap 
plications. Enamel is suggested for 
bathrooms, kitchens and furniture; me- 
dium gloss for large wall areas and 
woodwork; and flat finish for living 


rooms, dining rooms and_ bedrooms 
White can be added to modify each 
finish, making six new grays alto- 


«ether. 
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10 FEATURE GOULDS : 


¢ COMPLETE LINE— Goulds is the 
complete line—a pump for every need... 
the result of Goulds 100 years of pump 
manufacturing experience. 


* SELLING PROGRAM— Goulds 
offers you a practical, proven selling pro- 
gram. It’s easy to use...and it works! 
Goulds dealers everywhere report extra 
sales... “Plus” profits. 


* KNOWN PUMPS—Goulds pumps 
ire known—they’re backed year after year 
bya hard-hitting national advertising cam- 
paign. 


* BETTER PUMPS — Goulds pumps 
ate better! No one can match Goulds Bal- 
inced-Flow Jet... the dependable service 
ind exclusive selling features found on 
other Goulds units. 


GOULDS AMAZING 
BALANCED-FLOW JET 


Here's the leader of 
Goulds complete line of 
water systems. It’s the 
only pump of its kind— 
tankless, with self-ad- 
justing capacity. For 
shallow wells. 








~ Good Business 
with Goulds* # =m 


HERE'S WHY IT'S “GOOD BUSINESS” 
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THE GOULDS STORY | 


ATW, 


SENECA FALLS. N.Y 


Here’s Goulds “Record”? booklet—an outline of the 


most complete Dealer Merchandising Program in the 
industry. It describes Goulds product literature, news- 
paper and radio material, sales letters, displays, dem- 
onstrators, etc.—and fells you how to make them pay off 
in profits! 


The program’s practical ... it’s proven... it’s designed 





to boost your Water Systems volume—and to bring 
you extra profit from other items. It’s another important 
reason why it’s “Good Business” to feature the Goulds 


line. 


If you haven't received a copy of this booklet, ask your 


distributor—dr write us for his name. 


GOULDS PUMPS INC. «+ Seneca Falls, N.Y. 















WATER SYSTEMS 


*TesEas 


FOR EVERY FARM AND HOME NEED 








ARE TOP QUALITY 
RUBBER CUPS AT 








Force Cup is still the finest 
rubber force cup obtainable 
and its popular price pro- 
vides for a good profit. 


Write today for the DAISY Line 
catalog and price list 


SCHACHT RUBBER MFG. CO. 
Dept. H 


DAISY 
FORCE CUPS 


POPULAR PRICES 


When W. F. Schacht 
started the Daisy Line 
of Household Rubber 
Goods, 40 years ago, 
his first item was an 
exceptionally good 
FORCE CUP. It was 
made of good rubber 
— had lots of vacuum 
and force, and it soon 
became a big seller. 

Today the DAISY 





Huntington, Indiana 








The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 


e METAL OR WOOD TRIGGER 
¢ FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 

















WHAT'S NEW! 








Crosley Electric Ranges 


Crosley Division, Avco Mfg. Corp., 
Cincinnati, Ohio, offers a complete line 
of seven electric ranges to retail from 
$159.95 to $329.95. Ranges feature 
large, over-sized balanced heat ovens 
with self-adjusting heat sealed oven 
doors, non tilting racks with safety 
stop back rails, waist-high broilers, and 
a 10% in. backguard with built-in fluor- 
escent lamp. Ranges are equipped with 
three super-fast surface cooking units 
and a standard deep well cooker. Four 
models have double duty 
cookers that can be converted to surface 
units. Illustrated is one for apartment 
house installation, one measuring 21° 
in. wide and having three top cooking 
units with an oven. Others are 40 in. 
wide. Spacious storage compartments 
are provided in all three. Features 
also: automatic clock timer, combina- 


deep-well 








tion oven thermostat and oven broiler 
control switch; and one-piece top and 
waterfall front of acid resisting porce- 
lain with no seams to catch dirt and 
spilled particles of food. 





‘Ekconomic 
Lo-Pressure’ Cookers 


Ekco Products Co., 1947 N. Cicero 
Ave., Chicago 39, IIl., offers the “Ek- 
conomic Lo-Pressure” cooker which fea- 
tures a pressure control permitting a 
selection of pressures ranging from 
“Ekco-Lo,” 3%4lb., to the standard pres- 
sure 15 lbs. It is a 5 qt. heavy gage 
drawn aluminum cooker with cooking 
rack, recipe book and full instructions. 
Each weighs 7% lbs. Suggested to re- 
tail for $14.95, east, and $15.50 in west. 
As an introductory offer, a regular 
$2.75 190 page cook book by Ruth 
Berolzheimer is given without charge 





| with each cooker. Cooker holds 4 pt. 
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jars and large cuts of meat. Ideal for 
cooking and sterilizing baby’s formula 
simultaneously is the “Ekconomic” pres- 
sure cooker, sterilizer and canner, also 





available. Used for canning, it will hold 
quart-size jars. Also of heavy gage 
drawn aluminum, a cooking rack and 
bottle rack are included with this unit 
suggested to retail for $16.95 in the 
east and $17.50 in the west. Each 
weighs 8°%4 lbs. Introductory offer also 
applies here. 


Correction 
In the description of the weed cut- 
ter published on these pages in the 


Aug. llth issue, it was incorrectly 
stated that the “tool is assembled with 
the blade Jevel on the bottom for ease 
in sharpening.” This should have read 
—“with the blade bevel on the bottom 
for ease in sharpening.” The cutter is 
made by The Union Fork & Hoe Co., 
Columbus 8, Ohio. 


'E-Z Way’ 
Wallpaper Kit 


Empire Brush Works, Inc., Port Ches- 
ter, N. Y., offers a complete wallpaper 
kit of five tools that will enable 
an amateur to do his own papering, 
according to the maker. To retail for 
$1.79, it includes, scraper with 4 in. 
semi-flexible blade and wide  semi- 
lacquered handle; casing wheel of 
hardened tool steel in 1% in. diameter 
for cutting and trimming paper, a seam 
roller; smoothing brush and a six in. 
paste brush with 6%4 in. handle. Each 
package includes a four page instruc- 
tion book. 
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Certainly, the price is low — because 

engineered craftsmanship makes volume 

production practical. You save money on the 

job, too... because easy 2-hole installation keeps 
time and labor to a minimum. 

Good looks and ruggedness are built in! Kwikset 
working parts are of brass stampings or pressure-cast 
Zamak No. 5, the rugged, high-test* alloy that stands 
up under years of heavy service. External parts are 





Distributed by 
PETKO INDUSTRIES, INC. 
1107 East Eighth Street 


Name 


(Left) 200—Inside 
passage 
interior doors. 





























Builders like KWIKSET’S low price, 
good looks, and rugged strength 


(Top) 300—Emergency 
entry set for bedroom 
and bathroom doors. 


(Bottom) 400—5-pin 
tumbler entry locking 
set for exterior doors. 


set, for 
handsomely designed, beautifully hand-finished in 
polished or satin brass or chrome, or satin bronze... 
authentic for every traditional or modern residence. 
Materials and workmanship are unconditionally 
guaranteed! 

Available for standard residential installations, with 
or without deadlatch. Write for file-size catalogue. 
*Tensile strength, 45,400 lbs./sq. in.; compression strength, 
87,000 lbs./sq. in.; impact strength, 18 ft. lb. 


Manufactured by KWIKSET LOCKS, INC. Anaheim, California 


Please send me complete information on Kwikset locksets and name of my 


nearest dealer. HAS 





Los Angeles 21, California Street & No 


City 
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= BOLTS x Hf A T’S A WwW 
LU ASST. RS-94 


°4" to 6" in length 
°3/16" and 4" diameters 
°94 Round Head Bolts Bowes Industries, Inc., 5537 N. Clark » 
e All Electro Galvanized St., Chicago, 40, IIL, offers plastic sur- | 

faced paper plates which are claimed 
° All with nuts attached to be efficient for serving hot foods. A 


very thin film of odorless, tasteless 
COMPLETELY REFILLABLE plastic is bonded to extra heavy weight | t r 
























































Plastic Surfaced tC 
Paper Plates Oo 








paper board. Plates are said not to 
absorb any food, hot or cold, oily or 











SHARON 
NOW HAS watery. Available in chartreuse and 
57 VARIETIES burgundy, and made in the “fluted” 

seem style with rolled edges for rigidity. -— 

Available in 9 in. dinner size, 8 in. leases and latches by the manual clos- 

luncheon size and 6 in. size for desserts. ing of the door—one, two or three 

Plates are packaged in cellophane springs are inserted in the hinge, de- 

wrapped units, 25 cents each. They are pending on the hinge size. Latchinge 

known as “Bondware Hostess Plates.” Corp., 91 Roselawn Ave., Detroit, 4, 


Mich. 


Art Brushes in 
Display Box 

M. Grumbacher, Inc., 460 W. 34th 
St., New York City, 1, offers an assort- 
ment of “Artcraft” show card, sign 
painters, sign writers, and single stroke 
brushes packaged in a redesigned, par- 
titioned display box. Assortment con- 
sists of several sizes of each kind. Use 
of display, says maker, encourages cus- 
tomer to select more than one brush. 





jobber or write us 


BOSTON 10, MASS. 


THE LAST WORD INE 
WIRE PRODUCTS 


STOVE PIPE WIRE 
COIL AND SPOOL 


















Cory Parts Package 















ASSORTMENT Cory Corp., 221 N. La Salle St., 
Chicago 1, Ill., is introducing a small 
replacement parts package for Cory 

in aan 25 dealers. Consists of a carefully selected 

D SOLID assortment of the small parts most com- 
CLOTHES LINE WIRE | | Also available is a disposible plastic monly called for, packaged in a self- 









knife, that, maker says, will cut meat. dispensing counter display carton. Car- 

BRASS, COPPER, : Wrapped in Cellophane in packages of ton is blue and white cardboard and 

DARK, TINNED, Aa. 12 for 15 cents. Also plastic spoons opens to provide counter identification 

GALVANIZED i= and forks, packed 12 to box, retailing and a sales dispenser for bushings, 

COILS AND SPOOLS ; z for 15 cents. Made in Jeweltone colors handles, etc. Total retail value of the 
1 OZ. TO 20 LB. : = of translucent burgundy red and crys- parts is $8.30. 


tal clear. Packed one color to box, and 
all one kind of utensil to the box. 
BRAIDED eer 

PICTURE WIRE| | ‘Self-Latching' Hinge 


A device said to add to any conven- 


A 


PACKAGES 






















STRANDED | tional butt-hinge, the function of a latch 

AERIAL WIRE spring is the “Latchinge.” Installed 
RADIO | like any other butt-hinge except that EVE 

ACCESSORIES a mortise, depth of spring insert, must 
SOLDER AND PASTE be provided. Sagging or warped doors, REC 

SOLD THRU JOBBERS ONLY after years of use, are said to present 
no out of alignment latching problems. f 








SEE YOURS FOR PARTICULARS Both 


BUY withH CONFIDENCE 


leaves of hinge are slotted to 
permit the insertion of a cam-like design 

Cc of a “U” shaped, tempered spring made 
| H Oo 7 | from spring steel stock. One end of 
DALiM ae LONE Me spring is anchored in door jam, the 


amined : & . ve ae we pA Ry . si wa | other, curved or cam side, compresses 
: into the hinge slot. Spring then re- 
















“Crescent” | 


cRE 
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CRAFTSMEN 
RECOGNIZE | Sy Wau fine fede wa 
ee SCREWDRIVER 


HANDLES 


Turned out of seasoned 
hard Maple. Natural 


Finish. 


aa BLADES 
Vie Hardened full length 
and extend well up into 
\¥ handles. Onsomestyles, 
blades go clear through 


‘XN handles. 


FERRULES 


Turned from solid bar 
steel. (Not pressed or 
punched out of light 
metal ). 


EVERYBODY 
RECOGNIZES 
QUALITY 


ASSEMBLY 
Under pressure unites 
parts permanently. Handles 
cannot turn on blade. 





This is Crescent Screwdriver 
#304. Also available in five 
other styles in complete 
range of sizes from 1-1/2” 
blade length up to 12”. 


Crescent’ is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


©*eesecetw Ff 7, = & & cOMPAN Y, 
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GREAT 
NECK 


Quality in 
every tool— 
at popular prices! 


2 
: 
L 
0 
N 
G 
W 
A 





Y 


¥ Create VOLUME SALES! 


Great Neck 
tools are being 
sold to millions 

each year. Ask 
your jobber for the 

Great Neck catalog— 

key to sales at profit- 
able prices. 


GREAT NECK SAW MERS.., Inc. 








Mineola, New York 





Changes 


New products and new 
trade names are constantly 
being added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE, 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 
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100 E. 42nd St., New York 17, N. Y. 

















Paint Brush Safe 
Y. & N. Mfg. Co., P. O. Box 555, 


Wooster, Ohio, offers a sealed, air- 
tight all metal container designed to 





| suspend paint brushes at the correct 


| depth in individual compartments hold- 


ing paint solvent or preserving fluid. 
Safe is said to preserve brushes, and 
also makes a compact carrying case 
which may be locked. Features a 
special waste-compartment with wringer 
attachment which extracts surplus paint 
Waste compart- 
ment is removable. Movable brush clips 


—or presesving fluid. 


in individual compartments permit stor- 
age of different dimension brushes. 


‘Toastmaster’ 
Hospitality Set 

Toastmaster Products Division, Mce- 
Graw Electric Co., Elgin, Ill, offers 
the “Toastmaster” hospitality set again 
after eight years. The set consists of 
the “Toastmaster” automatic pop-up 
toaster, four party plates and three 
relish dishes ‘of Viking crystal glass- 
ware, neatly arranged on a hand-rubbed 
walnut-veneer tray, inlaid with gold- 
embossed simulated leather. Set com- 
plete is suggested to retail for $32.50. 
Retailers are provided with a free 
merchandising kit including a_three- 
dimensional full-color display to form 
a background for the set, a “Toast- 





master” toaster identifier, which at- 





taches to toaster, window streamer, full 
color consumer folder with retailer im- 
print space and cut and mat service for 
local newspaper advertising. 


HARDWARE 


WHAT'S NEW 


Hofschneider Packaging 


The Hofschneider Corp., 747 Jay St., 
Rochester 11, N. Y., offers five color 
counter display card which has been re- 
designed for improved merchandising 
service. “Red Eye” Midges, Spinners 
and Flys are packaged on the counter 
display card. “Red Eye Wiggler” as 
well as Junior, Muskie, painted lures, 
Muskie Spinner and Weedless models 
are packed in the five color display box. 
Merely raising the cover and tearing 
off the flaps, converts the display box 
into a display, depicting several types 
of game fish in action. This type of dis- 
play is made possible by mounting the 
different type lures on individual cars 
that are convenient to handle and pro- 
vide protection for spoons and spin- 
ners. “Solo-Lure” display is an easel- 
back type card. A single spoon can be 
mounted on the die cut card or the 








easel snapped into position, and the 
card may be used without the actual 
lure, as a reproducion of one is on the 
card. 


Stainless Steel 
Storm Window 


Corry-Jamestown Mfg. Co., Corry, Pa., 
offers chrome-nickel stainless steel win- 
dows known as “Steel Age.” Windows 
are said to be resistant to rusting, cor- 
rosion and Windows 
have rustless screen inserts which may 


discoloration. 


be quickly interchanged with glass 


inserts in the summer. 
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Greatest Fall Advertising Campaign 


@ NATIONAL 


















MAGAZINES 
@ NEWSPAPERS 
a 
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MANUFACTURING PLANTS LOCATED AT: 
Albany, Ga. Columbia, S. C. Montgomery, Ala. 
Atlanta, Ga. Columbus, Ga. Nashville, Tenn. 
Augusta, Ga. Dallas, Tex. New Orleans, La. 
‘ East St. Louis, Ill. Norfolk, Va. 
Baltimore, Md. 


Greensboro, N. C. 
Carteret, N. J. Rennie. Bas, 


Chicago Heights, Ill. Jacksonville, Fla. 


Cincinnati, Ohio Jeffersonville, Ind. 
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Searsport, Maine 
Sandusky, Ohio 


Wilmington, N. C. 


Winona, Minn. 


We're paving your way to extra plant food 
profits this fall with Vertagreen’s greatest fall 
advertising campaign! Yes, even more of your 
customers will see this increased volume of 
Vertagreen ads in national and sectional gar- 
dening magazines, and on the garden pages of 
The ads will hit hard at 


lawn improvement, so put the grass seed and 


Sunday newspapers. 


garden tools on display, too. Vertagreen adver- 
tising will help you sell them all! 

To help even more, use the free mats the 
Armour salesman will send you in your own tie- 
in advertising. And order plenty of the colorful 
displays, streamers, postal cards and instruc- 
tional folders. Altogether, it’s a sure-selling 
package backed by the famous Armour name 
that assures customer satisfaction. Remember: 
Vertagreen is the finest complete plant food pro- 
duced by Armour in more than half a century. 
Display—sell—profit from Vertagreen. Mail the 


coupon below for further information. 


MAIL THE COUPON TODAY! 


ARMOUR FERTILIZER WORKS 


P. O. Box 1685, Atlanta 1, Ga. 
Vertagreen Dept. HA 


Please send me further information about Vertagreen. 
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L. S. Starrett Purchases 
Burrill Saw and Tool Works 


The L. S. Starrett Co., Athol, 
Mass., has announced the pur- 
chase of the Burrill Saw and 
Tool Works of Ilion, N. Y., man- 
ufacturer of “Paramount” band 
knives and band saws. These 
products are now being manufac- 
tured exclusively by The L. S. 
Starrett Company in its Athol 
plant and are being marketed 
under the Starrett name through 
Starrett distributors. 

The Burrill items which in- 
clude band knives for cutting 
paper, textiles, rubber, bread, 
cake, boneless meat, etc., and 
band saws for wood, metals, dry 
ice, fibre, meat, bone, plastics, 
etc., have been sold nationally 
under the trade name “Para- 
mount.” Added to the Starrett 
lines of Starrett standard and 
“Safe-Flex” hand hacksaws; SM 
molybdenum high speed and 





tungsten 18-4-1 high speed hand 
and power hacksaws; hard-edge 
flexible-back, skip-tooth and 
spring temper metal cutting band 
saws, wood cutting band saws 
and meat cutting band saws, they 
enable Starrett to meet all 
requirements for precision cut- 
ting, according to the company 
announcement. 

Production of these products 
is now streamlined in a new 
100 ft. by 114 ft. building used 
for manufacturing Starrett hack- 
saws, band saws, band knives and 
ground flat stock. With this new 
building, the manufacturing facil- 
ities of The L. S. Starrett Co. 
have been increased to nine acres 
of floor space devoted to the 
production of mechanics’ hand 
measuring tools and precision 
instruments, dial indicators, steel 
tapes, hacksaws and band saws. 








Stanley Welty Now Wooster Brush Head; 


Walter Foss Becomes Board Chairman 


At its annual organizational 
meeting held recently, the board 
of directors of The Wooster 
Brush Co., Wooster, Ohio, elected 
Stanley R. Welty as president 
of the company succeeding Wal- 
ter R. Foss who becomes chair- 





STANLEY R. WELTY 
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man of the board. Both Clifford 
P. Foss and Waiter R. Foss con- 
tinue their active participation 
in the progress of the company 
which was founded by their 
grandfather in 1851. 

Mr. Welty, who has occupied 





WALTER R. FOSS 





the office of treasurer since 1945 | 
and who will also continue in | 


that capacity, first joined Woos- 
ter company in 1936 as a travel- 
ing sales representative in the 
mid-western territory. Prior to 
his entering the paint brush 
business, he was associated with 
The Lehigh Portland Cement 
Co., and later was assistant to 
the secretary-treasurer of Telling 
Belle-Vernon Company. 

Other officers of the company 
continue in their previous capaci- 
ties as follows: Webster R. Rus- 
sell, vice-president and general 
manager; Herbert S. Davies, vice- 
president in charge of sales; 
Clifford P, Foss, vice-president 
and legal officer; Lewis M. 
Rhodes, vice-president in charge 
of production; Miss Elma Shibly, 
secretary. Woodrow J. Zook, 
formerly cost and payroll officer, 
was made assistant treasurer. 
William H. Mills, who has been 
actively associated with the com- 
pany in a sales capacity for 40 
years, continues as a member of 
the board of directors. 


APPOINT SALES HEAD 
‘FLORENCE’ HEATERS 


Announcement has been made 
of the appointment of Charles O. 
Slaby as sales manager, heater 
division of Florence Stove Co., 
Gardner, Mass., by C. Fred 
Lucas, vice-president in charge 
of sales. He will maintain his 
headquarters at Gardner. Mr. 
Slaby’s newly-created position 
with Florence is an outgrowth 
of the company’s accelerated 
sales program. In his new post 
Mr. Slaby will be responsible for 
sales of Florence oil heaters as 
well as the recently introduced 
line of Florence gas heaters in 
all six sales divisions of the com- 
pany. 

Mr. Slaby comes to Florence 
from the National Enameling 
and Stamping Company, Milwau- 
kee, Wisc., where he has held 
the position of sales manager of 
that firm’s stove and heater divi- 
sion. Prior to his NESCO con- 
nection, he served in_ sales 
management capacities with sev- 
eral of the larger retail store 
organizations. During the war 











CHARLES O. SLABY 


years he was chief of the Stove 
Division with OPA in Washing- 
ton. Mr. Slaby is a member of 
the National Federation of Sales 
Executives and of the Task Com- 
mittee of the National Security 
Resources Board. 





EKCO PRODUCTS BUYS 
FLATWARE COMPANY 


Arthur Keating, president of 
Ekco Products Co., Chicago, an- 
nounced it has purchased the 
Diamond Silver Co., of Lambert- 
ville, N.J. The Diamond Silver 
Company is a leading manufac- 
turer of low priced table fiat- 
ware in silverplate and in stain- 
less steel. 

The addition of the Diamond 
lines to the Ekco family is said 
to give Ekco a complete, well 
rounded line of flatware in all 
styles and price ranges. Mr. 
Keating further stated that the 
Diamond Silver Company will 
operate as a separate autonomous 
division and Ekco will continue 
its manufacture of stainless steel 
flatware at its new modern fac- 
tory at Byesville, Ohio. Practi- 
cally all personnel at Diamond 
Silver Company will be retained 
under the new management. 





ACE HARDWARE IN 
NEW BUILDING 


The Ace Harware Corp., whole- 
sale firm has moved its offices 
and warehouse, effective Aug. 15, 
to its new building at 2355 So. 
Blue Island Ave., Chicago 8, Ill. 
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Gilbert W. Chapman was elec- 
ted president of The Yale & 
Towne Mfg. Co., Stamford, Conn. 





GILBERT W. 


CHAPMAN 


by the board of directors, it has 
been announced by Joseph A. 
Horne, chairman. Mr. Chapman 
who has been serving as vice- 


succeeds Calvert Carey as the 
sixth president of the 81 year 
old lock and materials handling 
equipment company. Mr. Carey 
resigned because of ill health, 
Mr. Horne said. 

Mr. Horne also stated that 
Fred Dunning will continue as 


Otto G. Schwenk will also con- 
tinue as vice-president in charge 
of production. 

Mr. Chapman has been presi- 
dent of the American Water 


& Towne, in June 1948, as vice- 
president. Last November he be- 
came a member of the board of 


Yale & Towne is to complete our 
progyam of reorganizing opera- 
tions in our manufacturing divi- 
sions, so that all divisions will 
move forward towards the dual 








directors. 

In his initial statement as | 
president, Mr. Chapman said: 
“The immediate objective 





president in charge of finance, | 


| 


executive vice-president, and that | 


| 
| 


| 


| 


Works Co., before joining Yale | 
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Gilbert W. Chapman Elected 
President Yale & Towne 


goal of lower costs, and better | 


service to customers. 


“This program.” he continued, | 


“follows upon the company’s 
recently completed building ex- 
pansion project which became 
necessary to accomodate the in- 
creased demand for the com- 
pany’s products, principally in 
the materials handling machin- 
ery field. 

“The improvements now pro- 
jected,” Mr. Chapman concluded, 
“are operational in nature. They 
involve, among other things, re- 
alignment of management person- 
nel, closer integration of sales, 
engineering and production, and 
increased efficiency in manufac- 
turing and distribution methods.” 








D. S. BELDON APPOINTED | 


NESCO SALES MGR. 


The appointment of D. S. Bel- 
don, Jr., as sales manager of the 
stove and heater division of the 
National Enameling and Stamp- 





D. S. BELDON, JR. 


ing Co., Milwaukee, Wis., has 


of | been announced by Williard H. 


Sahloff, president. 


Mr. Beldon has been buyer of 
stoves and housewares for Mont- 


gomery Ward & Co. for the past | 
six years. Prior to this he was | 


1949 





associated with L. Bamberger & 


Co. of Newark, N. J., an R. H. 


Macy Co., affiliate, and Sibley, | 
Lindsay & Curr, Rochester, N. Y.. | 


department store. 





MOULE, V. P. OF SALES 
FOR “PROTO” TOOLS 


Thomas B. Moule, sales man- 


ager of the Plomb Tool Co., Los | 


Angeles, Calif., has been appoint- 
ed vice-president in charge of do- 
mestic sales, it has been an- 
nounced by Morris B. Pendleton, 
president. Promotion of Mr. 
Moule to a corporate officership 
is in recognition of his extensive 
program for increasing the sales 
of “Proto” tools, according to 
Mr. Pendleton. Mr. Moule joined 
the company in 1944. 





THOMAS B. MOULE 





KARL EGELER 


KARL EGELER HEADS 
DUO-THERM SALES 

| M. F. Cotes, executive vice- 
| president, Motor Wheel Corp., 
| Lansing, Mich., has announced 
the appointment of Karl Egeler 
to the position of sales manager, 
Duo-Therm Division. 

Mr. Egeler joined Duo-Therm 
| in 1932 as advertising manager, 


and has been with the company 
during its year of expansion to 
its present position of one of the 
leaders in home heater industry. 
In 1940 he was given additional 
duties as sales promotion man- 
ager. 








George E. Dresser Retires From Active 
Daty With The Carborundum Co. 


The Carborundum Co., Niag- | 


ara Falls, N. Y., announces the 
following changes in personnel: 
On August 1, 1949, after many 
years of loyal service in the sales 
department of the company, 
George E. Dresser retired from 
active duty as manager, resale. 
Charles W. Sprenger, who has 
been assistant manager, resale, 
took over the duties of manager, 


resale, effective August 1, 1949. | 


L. P. Mercer, manager, sales 
training, became assistant mana- 
ger, resale. His appointment be- 
came effective August 1. 


GEORGE E. 


DRESSER 
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Three New Sales Area Managers 
Appointed By American Steel & Wire 


Appointment of three Ameri- 
can Steel & Wire Company, 


sales officials 


Ohio, 


Cleveland, 





R. F. CURTIS 


to newly-established posts of 
area managers of sales has been 
announced by H. M. Francis, vice- 
president-sales of this U. S. 
Steel subsidiary. The three areas 





HOWARD B. 


MAGUIRE 


set up under the new territorial 
plan cover all sales districts 
served by the company. The 
three area managers who will be 
located at New York, Cleveland, 
and Chicago, will report directly 
to Mr. Francis and John Graham, 
the company’s general manager 
of sales. The appointments be- 
came effective August 1. 

Named to the post of eastern 
area manager of sales, with head- 
quarters in New York, was 
Roswell F. Curtis, since 1945 
the manager of the company’s 
manufacturers’ products _ sales 
division. Appointed to a similar 


post for the central area, with 
headquarters in Cleveland, was 
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Howard B. Maguire, the com- 
pany’s sales manager at Detroit 
since 1933. Named western area 
manager of with head- 
quarters in Chicago, was Clar- 
ence T. Gilchrist, Chicago sales 
manager from 1937 to 1945 and 
since that date assistant general 
manager of sales for the Chicago 
district. 

Mr. Curtis, started work with 
the company in 1920 as a fore- 
man in its Worcester plant, and 
became a sales correspondent 
in the New York office in 1925. 
In 1930 he transferred to 


sales, 


was 


the Philadelphia sales office as 
manager, 


assistant and in 1937 





CLARENCE T. GILCHRIST 


Cleveland as assistant 
manager of manufacturers’ prod- 
ucts sales, a pést he held until 
he became manager of the divi- 
sion. In his new capacity as area 
of sales he will have 
his offices at 71 Broadway, New 
York. His area will comprise 
the company’s Baltimore, Boston, 
Worcester, New York, Philadel- 
Wilkes-Barre 


came to 


manager 


phia, and 


districts. 


sales | 


| Paul districts. 


Mr Maguire joined the com- | 


| pany’s sales department in 1919. 
| In 1922 he was appointed as 
salesman in the Detroit district 
and in 1928 he was transferred 


to Chicago as assistant to the | 


general manager of sales. In 1933 
he was named manager of sales 
in Detroit. He will make his 
headquarters in the Union 
Commerce Bldg., Cleveland. The 
area, of which he will 
serve as area manager of sales, 
includes the company’s Buffalo, 
Cincinnati, Cleveland, Columbus, 
Detroit, and Pittsburgh districts. 

Mr. Gilchrist started as a 
cashier’s clerk with the company 
in 1907, and entered the sales 
department in 1913. Except for 
two years absence for military 
service, he was identified with 
the company sales organization 
in Cleveland until 1937, when he 
was transferred to Chicago as 
assistant manager of manufac- 
turers’ products sales. A year 
later he was named manager of 
that department and in 1945 was 
made assistant general manager 
of sales for the Chicago district. 
He will continue to make his 
headquarters in Chicago. The 
western area, of which he will 
serve as area manager of sales, 
will include the company’s Chica- 
go, Dallas, Denver, Milwaukee, 
St Louis, Kansas City, and St. 


central 


MONROE HDWE. CO. 
OPENS SHREVEPORT 
WAREHOUSE 


Monroe Hdwe. Co., Inc., whole- 
sale hardware firm of Monroe, 
La., has announced the opening 
of its Shreveport, La., warehouse 
at 90 Fannin St. The firm states: 
“Until such time as our new 
display rooms and warehouses 
are completed, we feel that we 
will be in a position to better 
serve our dealers in Shreveport 
and surrounding area from our 





ALBERT 0. STEFFEY 


BUTLER BROS. ELECTS 
VICE-PRESIDENT AND 
SCOTT-BURR HEAD 


Albert O. Steffey was elected 
vice-president of Butler Brothers, 
Chicago, and president of the 
Scott-Burr Stores Corporation at 
a recent meeting of the com- 
pany’s executive committee. Mr. 
Steffey took charge of the retail 
division on August 22. This divi- 
sion was formerly in charge of 
Bert R. Prall, who was elected 
president of the company in May 
of this year when G. R. Her- 
berger became chairman of the 
board of directors. Mr. Steffey 
resigned as vice-president a 
charge of retail operations for 
Montgomery Ward in April of 
this year. 


REGIONAL SALES HEAD 
FOR H-I TACKLE 


Richard H. Balch, president of 
the Horrocks-Ibbotson Company 
of Utica, New York, has an- 
nounced the appointment of Wil- 
liam S. Lord as sales manager 
for the fishing tackle company’s 
Wisconsin and Illinois territories. 
Mr. Lord was formerly assistant 





temporary location at 90 Fannin 
St. | 


buyer of fishing tackle for Mont- 
gomery Ward. 








oi 
MOE BROS. MFG. CO., Fort Atkinson, Wis., recently held its annual sales conference at 


plant headquarters. 





Keynote of the entire program was the continuance of aggressive 


merchandising of lighting fixtures on a national basis through its 500 wholesalers. The 


new 32 page Lighting Fixture Catalog was released at this meeting. 


E. A. Lea, Minne- 


apolis, won the president's trophy for Merchandising Leadership, an annual award for 

outstanding sales representation based on wholesaler/dealer relations, merchandising 

ability and total sales volume. S. B. Levaur, Boston, district merchandiser, was awarded 
the Moe Light Trophy for outstanding improvement. 
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store is wearing 


@ Merchants from coast to coast have 
proved that the store that is “tailored” 
with Pittsburgh Products is the store that 
is always well-dressed. And where a thor- 
ough remodeling job has been done (not a 
half-way measure! )—both inside and out— 
they have been rewarded with the immedi- 
ate attraction of more customers, and their 
sales and profits have increased. Equally 
important, these merchants have found 
that this has been a sound investment in 
the future of their businesses — not an 
expense. 

These same rewards can come to you. 
And now is the time for you to give serious 
thought to the remodeling of your hard- 
ware store with Pittsburgh Glass and Pittco 
Store Front Metal. 

Ask your architect for his ideas on the 
best possible application of Pittsburgh 
Products to your particular needs. He 
knows all about these materials and will 
see to it that you get a design that is well- 
planned and economical. Both of you can 
count on our fullest cooperation. And 


should you prefer it, the Pittsburgh Time 
Payment Plan is available to you for ar- 
ranging payments to suit your convenience. 

Right now, though, why not send for a 
free copy of cur store modernization book, 
“Modern Ways for Modern Days”? It 
contains a wealth of material, including 
illustrations and descriptions of remodeled 
stores, projected designs by some of the 
world’s foremost architects . .. with many 
other valuable features of interest to re- 
tailers. Simply fill in and return the coupon 
below and your copy will be sent imme- 
diately. 


ee ——————————ee | 
| Pittsburgh Plate Glass Company * | 

2222-9 Grant Building, Pittsburgh 19, Pa | 
| Without obligation on my part, please send me a | 
| FREE copy of your book on store modernization | 
| “Modern Ways for Modern Days.” | 
| Name | 
| l 
| Address | 
| | 
| City. a ne Dcnennauie | 














A REAL INVESTMENT in the future of your business—that is what remodeling your store with Pittsburgh Products 
will mean to you. Here is an excellent example of the modernization of a hardware store in Rahway, N. J., with 
Pittsburgh Products. An open-vision design has been utilized which makes the entire store interior an eye-catching, 
sales-producing display. Plan now to do an adequate modernization job on your store. It’s the proven way to 
greater success. Architect: Albert F. Weber, Linden, N. J. 


“PITTSBURGH” 





PITTSBURGH PLATS 
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Compare the Challenger with any other tubu- 
lar steel fly rod. Test its action balanced* 


feel...the vibrant power in its lightning- 
fast response. Then look at the price—and 
you'll agree that the Challenger is “more rod 
for the money”... another H-I tackle value 


that will move! 


* Every H-I steel casting rod is subjected to 
exhaustive action and strength tests. Solid 
steel rods are individually hand tested. Seam- 
less tubular steel rods are tested on an especi- 
ally H-I designed fixture. These tests guaran- 


tee top quality... super performance. 





IBBOTSON CO. 


UTICA, N.Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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_ Mark Miller Handles Yale & Towne 


Builders’ Hardware Sales in South 


Mark A. Miller has been ap- 
pointed sales representative of 
the Stamford division of The 





MARK A. MILLER 


Yale & Towne Mfg. Co., Stam- 
ford, Conn., for Yale locks, 
builders’ hardware and _ door 
closers in the states of Virginia, 
West Virginia, and Kentucky, 
it was announced here by Meade 
Johnson, general sales manager. 


Mr. Miller’s appointment as 
sales representative in this im- 
portant territory brings him 
back into an activity to which 
he has devoted most of the 30 
years he has worked with Yale 
& Towne. Mark A. Miller joined 
Yale & Towne in 1919 immedi- 
ately upon his graduation from 
Georgetown University. In the 
intervening years, he has served 
the company in many capacities, 
both in sales and management, 
and for many years represented 
Yale & Towne as sales representa- 
tive in many territories in the 
United States. 

Because of his wide experience 
and broad knowledge of the 80- 
year old company and its prod- 
ucts, Mr. Miller has been from 
time to time assigned by Yale & 
Towne to various tasks of special 
responsibility. 

In 1939 he was appointed as- 
sistant general manager of the 
Stamford Division and for a time 
directed this division’s sales 


NELSON 


| new post as sales representative 
|of the Stamford division. 

A native of the South, Mr. 
Miller will continue to make his 
residence in Salem, Virginia, 
where he will set up his head- 
quarters. 


ELECT CHAIRMAN FOR 
STRATTON-BALDWIN 


Leslie M. Stratton, 
been named chairman of the 
board of the Stratton-Baldwin 
Hdwe. Co., New Orleans, La., 
succeeding his father Leslie M. 
Stratton, Sr., who died recently, 
Mr. Stratton, Jr., was also re- 
cently elevated to the presidency 
of the Stratton-Warren Hdwe. 
Co., Memphis, succeeding his 
late father. 


Jr., has 


HDWE. HANDLES 
COOLERATOR LINE 


The appointment of Nelson 
Hardware Company, Roanoke, 
Va., as Coolerator distributor has 
been announced by William C. 
Conley, Jr., sales manager, The 
Coolerator Co., Duluth, Minn. 
The firm will distribute Cooler- 
ator electric ranges, refrigerators, 
and home freezers in central and 
western Virginia. Roy Mason is 
appliance division manager. 





HAMILTON BEACH NAMES 
REGIONAL REP. IN EAST 


David E. Babock has been 
named regional representative by 
Hamilton Beach Company, Divi- 
sion Scovill Mfg. Co., Racine, 
Wis., for the City of Philadel- 
phia, southeastern Pennsylvania, 
southern New Jersey and Dela- 
ware. Mr. Babcock’s headquar- 
ters are in Havertown, Pennsyl- 
vania. 





operations. 

In September 1947 Mr. Miller | 
was assigned to organize Yale & | 
Towne’s specialties division at 
Salem, Virginia, and under his | 
direction, manufacturing was 
begun in the Salem plant in May | 
1948, 


| 

Having completed this assign- | 
ment, Mr. Miller resigned on 

August Ist as general manager | 

of the Salem plant to accept his ' 
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DAVID E. BABCOCK 


1949 
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Columbia Steel Elects 0. L. Pringle, V. P. 


Of Sales; L. S. Dahl, V. P. of Operations 


O. L. Pringle has been elected 
vice-president in charge of sales 
and Laurence S. Dahl has been 
elected vice-president in charge 
of operations of Columbia Steel 
Co., it was announced recently 
by Alden G. Roach, president of 
this United States Steel sub- 
sidiary. 

Mr. Pringle, who has served 
as vice-president in charge of 
operations of Columbia Steel 
since 1938, is widely known in 
the steel industry. He will fill 
the position left vacant by the 
recent death of Frank B. DeLong. 

Mr. Dahl joins Columbia from 
Carnegie-Illinois Steel, also a 
subsidiary of United States Steel. 
He has been general superinten- 
dent of Carnegie-Illinois’ opera- 
tions in the Youngstown, Ohio, | 





superintendent of steel works, | 
and later became assistant Zen- | 
eral superintendent. He served | 
as director, vice-president and 
general manager of the St. Louis | 
Gas & Coke Corp. from 1930 to | 
1933. He joined Columbia Steel | 
Co. the following year and was | 
subsequently named assistant to | 
the president. In 1936, he be- 
came a director and general man- 
ager of operations, and in 1938 
was elected vice-president in | 
charge of operations. 

Mr. Roach also announced the | 
appointment of H. S. Worthing- | 
ton as assistant to the vice-presi-| 


| dent in charge of operations. | 


Mr. Worthington began his | 
steel career in 1915 with Americ | 
can Steel & Wire Co., another | 


United States Steel subsidiary, | 





district since 1947. |in Trenton, N. J. In 1933 he 
Mr. Dahl was assistant gen- | transferred to Columbia Steel, 

eral superintendent of the Irvin | where he has held several execu- 

Works, Dravosburg, Pa., from | tive positions. 

1937 to 1940, and was general | 

superintendent from 1940 to| 

1947. | 


Mr. Pringle started his steel 
career at the Edgar Thomson CHICAGO AREA REP. 
Works of Carnegie-Illinois Steel | Embree Mfg. Company of Eliz- 
Co. He studied metallurgy and | abeth, N. J., maker of “Wipe- 
engineering at Carnegie Institute | On” plastic-base coating, has 
of Technology and then joined| announced the appointment of 
the National Works of National| Robert J. Quinlan, 1163 Mer- 
Tube Co., reaching the position | chandise Mart, Chicago 54, Illi- 
of assistant superintendent of| ndis, as sales representative for 
blast furnaces. the Chicago territory. Mr. Quin- 

In 1915, he became connected | lan will cover the states of north- 
with the Cambria Steel Co., and | ern Illinois, eastern Wisconsin, 


“WIPE-ON” APPOINTS 





was advanced to assistant general | and northern Indiana, and will 
superintendent of that company. also represent the Embree com- 
Six years later he joined the| pany on the new product, “Zoff” | 
Pittsburgh Crucible Steel Co. as| surface preparative and dewaxer. | 














CLEVELAND CHAIN EXECUTIVES PLAN SALES AND 
MANAGEMENT POLICIES: Meeting recently in Cleveland | 
were, reading from left: W. J. McElroy, vice-president and 
general manager of West Coast operations (Seattle Chain & | 
Mfg. Co., Seattle, Wash., and Round California Chain Co., | 
So. San Francisco and Los Angeles); R. L. Round, chairman | 
of the board and president; James W. Dickey, vice-president | 
and treasurer; David J. Gemmel, vice-president and director | 
of sales, The Cleveland Chain & Mfz. Co., and F. A. Diel, | 
vice-president in charge of operations, Bridgeport Chain & | 
Mfg. Co., Bridgeport, Conn., and Woodhouse Chain Co., 
Trenton, N. J. | 
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In Stock —Immediate Delivery! 


MADE IN SWEDEN for American Sportsmen .. . 


Husqvrarna 


RIFLES 


Designed for use with AMERICAN 
AMMUNITION 


-30-.06 cal. .270 cal. .220 swift £ 
Shooting Accuracy Guaranteed {aj 





Husqvarna 
Manufactured by Fe. 1, PR 
Husqvarna-Vapensfabrik A. B. # ea“ 
Huskvarna, Sweden A “4 Zz 
PRECISION ARMORERS J/mme Ceuiiiiien dae 
SINCE 1689 Ys 260 Years 
9OOGE EDO DHS oO GOH 


SPECIAL 
Swedish Steel 
ROUND TAPERED 

BARREL 
23%" LONG 


In Stock in the U.S.A. 


Available Now—Write 
stating calibre. We will send 
complete data and dealer 
discounts. 


~$12995 


price Includes Fed. Excise Tax 


and Import duty 
Every Rifle is.carefully assembled 


5 shot — Mauser 
Type, Bolt Action; / 
Regulation open 
rear sights; 
hooded front 
sights; hand 
checkered 
stock. 


and fully guaranteed by the manu- 
facturer. 


Now, one of the world’s great ri- 
fles is available for your sportsmen 
customers who seek a precision in- 
strument built by old world crafts- 
men for use with American ammu- 
nition. These guns represent the 
skill and experience of more than 
2 centuries of Husqvarna crafts- 
manship in the art of armory. 





U. S. SALES REPRESENTATIVES: 
ERIC S. JOHNSON, 360 N. Michigan Ave. 
Chicago 1, Illinois 


West of Rockies: 
K. W. FACTORY WAREHOUSE 
1904 Tacoma Ave. So., Tacoma 3, Wash. 


In Canada: 
DORKIN BROS. & CO. 
408 McGill St., Montreal, Canada 











Amarillo Hdwe. Now Exclusively Wholesale; 
Retail Store Purchased By E. 0. Bagot & Sons 


E. W. Harden, president, Ama- | 
rillo Hardware Co., wholesalers, | 
600-22 Grant St., Amarillo, Tex., 
has announced that the com-| 
pany’s operation have become} 
wholesale exclusively. Forty-five | 
years ago this company was 
founded as a very small retail 
store. For 15 years it was oper: 
ated as a retail store. In 1919, 
a building was built at 505-507 | 
Tyler St., and the company en-| 
gaged actively in the wholesale | 
distribution of general hardware. | 
In 1939 the present modern plant | 
was built and the operations were | 
expanded to include all of the | 
Panhandle and South Plains of | 
Texas, the greater part of New 
Mexico, western Oklahoma and 
parts of Colorado and Kansas. 

E. O. Bagot, who has been as- 
sociated with the company for| 


37 years, the past 27 of which 
he was the active manager of 
the retail store, has with his two 
sons, Edward, Jr., and Donald, 
become the owner of the retail 
store, including all assets of the 
division and merchandise at 807- 
809 Polk St. All of the stock of 
the Amarillo Hardware Co., for- 
merly owned by the Bagots has 
been sold, and they have no fur- 
ther interest in Amarillo Hard- 
ware Co. Likewise, Amarillo has 
no connection with Bagot Hard- 
ware Co. 

Amarillo Hardware Co. travels 
19 representatives and maintains 
a fleet of trucks and vans which 
permits them to deliver, without 
transportation charge, both the 
lighter and heavier volume mer- 
chandise. 








TWO REPLACEMENT TIRE) zation in 1936 in the New Or- 


SALES DIV. MGRS. NAMED | 
BY B. F. GOODRICH 

Lewis B. McRae has been ap- 
pointed manager of the Cincin-| 
nati district of the replacement | 
tire sales division of The B. F. 
Goodrich Co., Akron, Ohio, it 
has been announced by Guy| 
Gundaker, Jr., division general | 
sales manager. Mr. McRae suc-| 
ceeds Mark O. Ward, who died 
recently. He had been acting 
district manager for the last sev- 
eral months, while Mr. Ward 
was ill. 


| city. 


leans district. His first job was 
budget manager of the com- 
pany’s store in the headquarters 
A year later he became 
budget supervisor in the New 
Orleans district. 

Mr. McRae served as manager 
of company stores in Baton 
Rouge, Louisiana, Shreveport, 
Mississippi and New Orleans, as 
well as New Orleans district re- 
tail sales supervisor, before he 
was named district store super- 
visor in 1942, 





| Nashville, Tenn. 


tember, 1945, he was promoted 
to general supervisor in 1947 and 
held that place until assigned to 
his present post. 

Also announced was the ap- 
pointment of William H. Camp- 


bell as manager of the Albany | 


district of the replacement tire 
sales division of The B. F. Good- 
rich Co. 

Mr. Campbell joined his or- 


ganization in 1937. He was a | 
general line salesman in_ the 
Philadelphia district for five 


years and manager of the Allen- 
town, Pa., store for one year be- 


fore going into military service | 


in 1943. 

Returning to the company in 
Nov., 1945, he became a truck 
and bus tire salesman, then a 
general line salesman in_ the 
Philadelphia district until 1947 
when he was named store super- 
visor in the district. He was 
transferred to the Albany district 
in the same capacity on March 
1, 1948. 

Mr. Campbell succeeds Frank 


G. Harrison, Jr., resigned. 





ALADDIN OPENS 
NASHVILLE PLANT 


Aladdin Industries, Inc., with 
plants in Chicago, Illinois; Alex- 
andria, Indiana; Toronto, Can- 
ada, and London, England, and 
with sales quarters in cities scat- 
tered all over the globe, will 
celebrate the addition of its new- 
est production facility with the 
formal opening of its modern 
plant on Murfreesboro Road in 
Housed in this 


Coming to the Cincinnati dis-| modern plant, will be the execu- 
Mr. McRae joined his organi-| trict as store supervisor in Sep-| tive offices. 











BROADENED SOUTH BEND TACKLE LINES INTRODUCED at the 22nd annual sales 
convention of the South Bend Bait Co., South Bend, Ind. Foremost is the wide range of 


bamboo salt water rods. 


Three new artificial baits will also make their debut during the 


coming season along with an increased number of finishes for baits now in the line. Present 
at the convention were, as photographed, front row, reading from the left: Al Caputo; C. S. 
Haffner, treasurer; Ivar Hennings, board chairman; Harold O. Stream, president; V. W. 


Leusch, vice-president, H. P. Gibson, vice-president. 


Bruns, J. E. Lough, sales department; Don Allen, exhibition caster; Jim Watson, Charles 
Gray, Dwight E. Cook, R. C. Snyder, Jr.; third row: R. E. Dickensheets, D. S. Pritchard, | 
Stanley A. Larson, advertising; R. K. Snyder, V. Sterk, C. R. Knepp, Wally Stringham, 
Warren L. Faulkner, Jr., Walter H. Keener, sales department, and Cec Wallace. 
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Second row: reading from left, Hank | 


\ 





— | Otselic, 





JAMES W. DICKEY 


J. W. DICKEY NAMED 
VICE-PRES., TREAS., 
CLEVELAND CHAIN 


The appointment of James W. 
Dickey as vice-president and trea- 
surer of The Cleveland Chain & 
Manufacturing Co., Cleveland, 
was announced recently by Ray- 
mond L. Round, president. 


Mr. Dickey has been affiliated 


with Cleveland Chain for the 
past three years. During the war 
he served as a major in the 


A.A.F. and later was active in 
the renegotiation and termina- 
tion of Army war contracts. 

A practicing attorney, he is a 


member of the Washington, 
D. C., law association of Dickey, 
Knight, Foley, Olverson and 


Lindsey. He acts as one of the 
District of Columbia’s two com- 
missioners on uniform state laws, 
and is a trustee of the Legal Aid 
Bureau. 

In addition to his duties with 
Cleveland Chain, Mr. Dickey will 
hold similar positions with Cleve- 
land’s four associated companies. 
These are The Bridgeport Chain 
& Mfg. Co., Bridgeport, Conn.; 
Seattle Chain & Mfg. Co., Seat- 
tle, Wash.; Round California 
Chain Co., San Francisco, and 
Woodhouse Chain Works, Tren- 
ton, N. J. Mr. Dickey will also 
serve as a member of the board 
of directors of each company. 


GLADDING NAMES ROCKY 
MOUNTAIN SALESMAN 


The B. F. Gladding Co., South 
New York, announced 
recently that John E. Lewark 
will be the company’s new rep- 
resentative in the states of Col- 
orado, Wyoming, Idaho, Montana, 
Utah, Arizona, New Mexico and 
the El Paso County of Texas. 

Mr. Lewark is well known to 
the trade in the Rocky Mountain 
area, having been in sales work 
in this territory since his dis- 
charge from the Navy after five 
years’ service. 
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The Famous WYTEFACE Steel Tapes 


» 









pas wane PE 
were OME, 


a> race 


_ 


plus an eye-catching 


Counter Display Unit item 


are creating hardware-profit NEWS! 





(, 


= 


Drafting, 
Reproduction, 
Surveying Equipment 

and Materials, 
Slide Rules, 
Measuring Tapes. 


Les 
r 





WYTEFACE* Steel Tapes are famous among hardware saves you inventory space . . . makes your counter work 
dealers for their obvious superiority . . . for the way easier. For instance... 
exacting customers demand them. 1. Your customers see the actual easy-to-read, black-on-white tapess 
WYTEFACE Steel Tapes are easier to read in any light 2. The glass front protects the tapes from handling and loss. 
with their black markings on white background. The 3. Stock is held in the roomy back compartment. 
white surface will not crack, chip or peel. 4. Sales features printed on the back help clerks. 
But K&E Does Even More Next time you order WY TEFACE Steel Tapes and Tape 
To Help Build Your Profits! Rules and Refills, ask your jobber for one of the two 
You can sell WYTEFACE with one of the most assortments which come packed in this handsome dis-, 
merchandising-minded metal counter displays in the play. You'll sell more much faster. 
business. It dramatically sells WYTEFACE Tapes... «Trade Mark. Wyteface Steel Tapes are protected by U.S. Patent 2,089,209« 

KEUFFEL & ESSER CO. 

EST. 1867 


NEW YORK © HOBOKEN,N.J. ° CHICAGO ° ST.LOUIS © DETROIT © SAN FRANCISCO ¢ LOS ANGELES ©* MONTREAL 
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Wars in a name? A great deal—when the name is 
Okonite. And Okonite makes Panther and Dragon com- 
mercial tapes. Okonite knows the electrical and working 
characteristics required for friction and rubber tapes because 
they have been manufacturing outstanding insulated wires 


and cables for over 70 years. 


By asking for Panther and Dragon you get good commer- 
cial tapes with good working qualities assured. They're 
clean to handle... easy to wrap... stay wrapped ... won't / 


ravel. Besides, you get these added values. . . 


e@ Fresh when packaged — packaged to stay fresh. 


e@ Reliability in every splice. 


e Guaranteed footage as stated on the package. 


e Surpass ASTM and Federal Specifications for mechanical 


and electrical properties. 


e Sold only through recognized wholesalers. 


Better tapes for better splices are made by 
The Okonite Company, Passaic, N. J. 


Hhde for Meme 
| Panther and 


| 
HOMEC » ++ 


| Faucette, sales representative has 


ragon | 


friction and rubber tapes E | 


| managers, 
| and W. Eugene Mart. Mr. Col- 


MAYTAG NAMES TWO 
REGIONAL MANAGERS 


The Maytag Co., Newton, Iowa, 


manufacturer of home laundry | 
announced the 


equipment, has 





FREDERICK D. COLLINS 


appointment of two new regional 
Frederick D. Collins 


lins will be in charge of Rhode 
Island and the counties of Barn- 
stable, Bristol, Dukes, and Nan- 
tucket in Massachusetts, working 





W. EUGENE MART, JR. 


under C. B. Mason, manager of 
the Newark branch office. Mr. 


Mart will have 10 counties in| 


Ohio and will work under branch 
manager L. F. Webb in the Cin- 
cinnati territory. 


TWO E. C. ATKINS 
SALESMEN RETIRE 


The retirement of Robert J. 


been announced by E. C. Atkins 
& Co., Indianapolis, Ind. 

After 33 years of traveling for 
E. C. Atkins & Co., under the 
jurisdiction of its New Orleans 
branch, covering the hardware 


| is retiring from active participa- 
tion in this work. 

Before becoming an Atkins 
salesman in 1916, he had trav- 
eled for the Cherro-Cola Bottling 
Co., Memphis, Tenn. His capacity 
|for hard, efficient work has 
| played its part in establishing 
the Atkins products in that sec- 
| tion of the South. 

Simultaneously the retirement 
| of Edward H. Chapman, De- 
catur, Ga., hardware sales rep- 
resentative in its southeastern 
district, was announced. 

Upon severing connections 
| with the Safe Cabinet Co., 
| Marietta, Ohio, Mr. Chapman 
joined the Atkins sales force 
May, 1922, going direct to their 
| branch at Atlanta, Ga., and for 
27 years traveled his territory, 
| which comprised the states of 
| Florida and Georgia and a por- 
| tion of Tennessee. 


FRIGIDAIRE ADDS THREE 
TO NAT’L SALES FORCE 
P. M. Bratten, general sales 

manager of Frigidaire Division 

of General Motors, Dayton 1, 





| 








| 





trade in southern Mississippi and 
southwest Alabama, Mr. Faucette 
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Ohio, has announced three new 
appointments in the national field 
sales organization. 

F. M. Drake, general sales 
manager of the New York 
branch of Frigidaire Sales Cor- 
poration, has been promoted to 
manager of the Los Angeles 
branch. Mr. Drake succeeds 
E. L. Williams, who has been 
transferred to the Pacific re- 
gion. Replacing Mr. Drake at 
the New York post is H. M. 
Cline, appliance sales manager 
of the Eastern region. 

Starting his 25-year associa- 
tion with Frigidaire in 1924, Mr. 
Drake has served in many ad- 
ministrative and sales capacities, 
including assistant appliance 
sales manager in the central 
region; manager for the com- 
pany in Milwaukee, and general 
sales manager of the New York 
branch. 

Mr. Cline first joined the com- 
pany in 1930, serving in various 
sales positions, before he became 
assistant appliance sales mana- 
ger in the Southeastern region in 
1941. He served during the war 
with the WPB and U. S. Navy as 
lieutenant-commander. After re- 
turning to Frigidaire, he was pro- 
moted to appliance sales man- 
ager of the Eastern region in 
1946, remaining in the post until 
his present appointment. 

Mr. Williams joined Frigidaire 
17 years ago as a field represen- 
tative. Two years later, in 1934, 
he was appointed Pacific re- 
gional representative. He served 
as Los Angeles branch manager, 
starting in 1938. 
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Consolidate Tire, Tabe Mfg. Facilities of 
Pennsylvania Rubber and Mansfield Tire | 


The consolidation of the tire; Pennsylvania’s tire and tube pro- | 


e ese | 
and tube manufacturing facili- 


ties of the Pennsylvania Rubber 
Co., Jeannette, Pa., with those 
of the Mansfield Tire & Rubber 
Co., Mansfield, Ohio, was an- 
nounced recently by H. B. 
Soulen, president of the Mans- 
field company, and Gordon H. 
Groth, vice-president and general 
manager of the Pennsylvania 
company. 


The consolidation will bring | 





duction to the Mansfield plant. 
Sales policies for distribution 
of both the Mansfield brands and 
the Pennsylvania brands will re- 
main unchanged. 
Pennsylvania Rubber, organ- 
ized some 50 years ago, will con- 


tinue to manufacture its nation- | 


ally known line of athletic goods 
at Jeannette. It has plans under 
consideration for manufacturing 
additional products there. 








NORTHWEST HDWE. CLUB} and Vince Woodward, manufac- 
PLANS PANEL PROGRAM | 


The season’s second golf party | 
was held at Westwood Hills Golf | 
Club, July 27, by the Northwest 
Hardware Club. A torrential rain | 
early in the day reduced the num-| 
ber of players, but the weather- 
man came through with perfect 
weather as the golfers took to 
the course. | 

P. N. Russell, True Temper | 
Corp., and president of the club, | 
won the low gross with a score of | 
82. Ed. Knudtson, Jr., was low | 
gross winner for the first nine, | 
and Geo. Olson, manufacturers’ 
representative, copped honors for | 
the second nine. C. H. Sisson, 
Leitz Hardware Co., Minneapolis, | 


turers’ representative, tied for the 
blind bogey. 

F. H. Kalgren, Minnesota Saw 
& Tool Co., Minneapolis, chair- 
man of the entrtainment commit- 
tee, arranged the event and had 
charge of the distribution of golf 
and door prizes which followed 
the dinner. 

Programs for the fall meetings 
were announced by Pres. Rus- 
sell. While details were not dis- 
closed, tentative plans call for 
panel discussions, with whole- 
sale hardware buyers and sales- 
men participating. The objective 
will be to study problems of 
buyers and sellers and exchange 
ideas for the benefit of each 
group. 














O’BRIEN CORP. MAKES 

SALES APPOINTMENTS 

C. J. Morris, vice-president in 
charge of sales of The O’Brien 
Corp., South Bend, Ind., an- 
nounces the appointment of Wil- 
liam D. Lewis as sales manager 
of the O’Brien central sales di- 
vision. 

Former manager of the O’Brien 
Chicago office in charge of metro- 





politan sales, Mr. Lewis will as- | 


sume _his 
O’Brien South Bend office imme- 
diately where he will supervise 


new duties in the| 


O’Brien architectural trade sales 
in the mid-west states embracing | 
the area from Pittsburgh to| 
Denver. James E. Laverty, mem- | 
ber of the O’Brien sales force for | 


21 years, will succeed Mr. Lewis 
as manager of the O’Brien Chi- 
cago office. 


W. D. LEWIS AND JAMES E. LAVERTY 
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HALLMARK 


WATCHE Se 


Timepieces of Superlative Quality 





SHOCK-PROTECTED ¢ FL DUST-PROTECTED 








All Hallmark Watches are Fully Guaranteed . . 
MADE WITH STANDARDIZED, INTERCHANGEABLE PARTS 


HEF are watches of unsurpassed excellence that 
reach a new high of exquisite beauty. First 
introduced in 1924, HALLMARK watches have an 
enviable reputation for dependable accuracy. Now 
you can select a HALLMARK timepiece of rare love- 
liness that combines the newest technical improve- 
ments with years of watchmaking experience. 


Truly, HALLMARK watches are the ultimate in 
style and craftsmanship, each graced with a gleam- 
ing metal bracelet and packed in attractive modern 
presentation boxes. You’ll see them advertised soon 
in your favorite national magazine. 


HALLMARK WATCHES ARE SOLD ONLY THROUGH WHOLESALERS 
WHOLESALERS’ ACCOUNTS ARE SOLICITED 
For Full Details, Write or Phone 


HALLMARK Watch Corporation 


Harry Aronson, President 


5 NORTH WABASH AVENUE, CHICAGO 2, ILLINOIS 


American Steel & Wire Promotes 


Nine in Sales Department 


Nine promotions of sales de- | 
officials in American | 
Co., Cleveland, | 


partment 


Steel & Wire 





MAXWELL D. V. MILLARD 


Ohio were announced recently by | 
H. M. Francis, vice-president- 
sales of this U. S. Steel subsid- 
iary. Included among the new| 
assignments are those of Norman 
M. Sted to the post of manager of 
the manufacturers products sales 
division, at the company’s head- 
quarters in Cleveland; Maxwell 
D. V. Millard as manager of the 
Detroit district sales office; and 
Edward A. Murray as manager of | 
the Chicago district sales. office. | 


In their new posts, they suc- 
ceed to the vacancies created by 
the appointments on August Ist | 
of R. F. Curtis, Howard B. Ma- 
guire, and Clarence T. Gilchrist | 
to newly created positions of area | 
managers of sales at New York, | 
Cleveland, and Chicago. 


Mr. Sted, 








started work for 


American Steel & Wire Company 
as an office boy in 1926. He be- | 
came a sales department clerk in | 
held a 


1934 and number of | 








EDWARD A. MURRAY 
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| St. Paul. 
he was transferred to Cleveland, 


| manager, 
| He started work as an office boy 


assignments in that department, 
becoming assistant manager of 
the manufacturers product sales 
in 1943. 

Mr. Millard started with 
merican Steel & Wire in 1934 
n iis New Haven works as an 
apprentice in the wire rope de- 
par.ment, and was transferred to 
the sales department three years 
1947 he has been 
manager of sales at | 


later. Since 
assistant 
Detroit. 

Mr. Murray started working 
for American Steel & Wire as a 
salesman in Chicago in 1934, and 
a year later was transferred to 
After six years thre 


and in 1944 back to Chicago. 
Since 1945 he has been manager 
of the manufacturers products 
sales department there. 


| 
| 


The other appointments were: | 

Robert M. Page to manager | 
of Worcester (Mass.) district | 
sales, succeeding F. Kenneth | 
Sawyer, who retired on August | 
Ist after 44 years of service with | 
the company’s sales department | 
in New York, Boston, and Wor- 
cester. He started with the| 
company as a student apprentice | 
in 1927, and in 1930 was trans- | 
ferred to the sales department in | 
New York. 

Paul Ketring, to the position 
of director, cold rolled strip 
sales, at company headquarters | 
in Cleveland. His first job with | 
a U. S. Steel subsidiary was with | 
Universal Portland Cement Com- | 
pany in 1922. In 1933 he joined | 
American Steel & Wire and since 
then has been associated with | 


| its manufacturers sales division. | 


Harry F. McAnerney to assis?- 
manufacturers | 


ant manager, 
products sales division, at com- 
pany headquarters, Cleveland. 


He started with the company in 
Cleveland as an office boy in 
1926, and a year later was trans- 
ferred to the sales department, 
where he held a number of as- 
signments. In 1946 he was trans- 
ferred to Cincinnati as assistant 
manager of sales. 

James R. Mohr to assistant | 
Detroit district sales. | 
for American Steel & Wire’s 
Chicago sales office in 1921. | 
After a number of assignments | 
there, he was transferred to St. | 
Paul as a salesman in 1928, and | 
three years later to a similar posi- | 
tion in St. Louis. On his return | 





| from service, he became assistant | 


manager of St. Louis district 
sales, serving Kansas City. 
Fred L. Nonnenmacher to man- 


ager of manufacturers products 
sales, Chicago. He has been as- 
sociated with American Steel & 
Wire since 1918, when he started 
as an office boy in New York. 
He has been a member of the 
manufacturers products sales in 
New York since then, except for 
four years a salesman at Buffalo. 
In 1944 he became assistant man- 
ager of manufacturers products 
sales and in 1948 manager. 

Frank T. Clarke to manager of 
manufacturers products sales, 
New York. He joined the com- 
pany in 1921 as office assistant. 
In 1924 he was transferred to 
the sales department, serving 
first in Boston, Worcester, and 
later in New York. In 1942 
he was assigned to Washington 
as special representative, and 
in 1947 to the company’s head- 
quarters in Cleveland as director 
of cold rolléd strip sales. 





DONOVAN CO. HANDLES 
EKCO HOUSEWARES IN 
NEW ENGLAND 


Frederick Keller, vice-presi- 
dent, Ekco Products Co., Chica- 
go, announces the appointment 
of the Donovan Co. which will 
represent Ekco Products Com- 
pany in the sale of all of its 
housewares lines in the New Eng- 
land territory. 

Joseph Donovan first joined 
Ekeo Products Company as 
sales representative in the New 


England territory, later be- 
ing appointed eastern district 


manager for Ekco’s nationally 
advertised lines. 

Daniel O’Connell, formerly 
Ekco representative for the na- 
tionally advertised lines, and | 
William Mullen, formerly repre- 
sentative for Ekco on its staple 
lines have both joined the Dono- 





van Company. 


—_—__~ 


EVENTS SPONSORED BY 
HOME LAUNDRY GROUP 


| TOASTMASTER PRODUCTS 


APPOINTS SALESMEN 


Stephen W. Rich has been ap 
pointed as sales representative, 
assisting F. W. Rexford in the 


Cincinnati territory of the Toast- 





DONALD HUTCHINS 


master Products Division of Me- 
Graw Electric Co., Elgin, Ill. 

Mr. Rich will cover parts of 
Ohio, Illinois, Kentucky, Indiana 
and West Virginia and will make 
his headquarters in Cincinnati. 

Formerly, Mr. Rich was em- 
ployed in the Cincinnati district 
sales office of the Marchant Cal- 
culating Machine Co. 

Donald D. Hutchins has been 
recently appointed sales repre- 
sentative for the St. Louis ter- 
ritory for Toastmaster. 

Mr. Hutchins’ territory  in- 
cludes most of the central- 
southern states with headquar- 
ters in St. Louis, Mo. 

Prior to his appointment, Mr. 
Hutchins worked in sales devel- 
opment in Elgin, assisting A. S. 
Miller, Jr., domestic department 
sales manager. 

Since World War II he has 


worked in the sales departments 


| of the Chicago Electric Mfg. Co., 


The American Home Laundry | 


Manufacturers Association, 141 
W. Jackson Blvd., Chicago, IIl., 
until recently known as_ the 


American Washer and _[Ironer 
Manufacturers Association, has 
announced its 1949-1950 calendar 
of industry events as follows: 
Third National Home Launder- 
ing Conference, New York City, 
Sept. 14-15; Fourth National 
Home Laundering Conference, 
Chicago, Jan. 10-11; Association 





annual meeting and election of 
officers, Chicago, Jan. 12; Na- 
tional Home Laundry Week, June 
5-12; Association annual summer 
meeting, executive committee, 
July 11, general membership, 
July 12-14, both at Chalfonte- 
Haddon Hall, Atlantic City. 
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Chicago, and the Majestic Radio 
& Television Corp., Elgin, Il. 





TUBELESS TIRE BEING 
MADE IN LOS ANGELES 


Tubeless tires will be manufac- 
tured in the Los Angeles plant of 
the B. F. Goodrich Co., Akron, 
Ohio, starting Sept. 1, it was an- 
nounced by T. G. Graham, vice- 
president. The new tire is also 
being made in three other plants, 
Akron Ohio; Miami, Oklahoma, 
and Tuscaloosa, Ala. It is being 
sold in five of the company’s dis- 
tricts — Cincinnati, Indianapolis, 
Jacksonville, Fla.; Minneapolis, 
Minn., and Pittsburgh—and will 
be offered in the Pacific Coast 
region as soon as inventories are 
built up there. 
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CHICAGU 
6CREW COMPANY 


N BLVD., BEL 


TO 
WASHING 872 


Estab 
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CHICAGO “SAFETY PLUS’ PRODUCTS INCLUDE: 


Socket Head Cap Screws + Socket Set Screws * Stripper 
Bolts or Shoulder Screws * Square Head Dog Point Set 
Screws * Socket Pipe Plugs * Keys for “SAFETY PLUS” 
Socket Products * Hexagon Head Cap Screws, Steel and 
Brass »« Square Head Cup Point Set Screws * Headless 
Set Screws * Fillister Head Cap Screws * Flat Head Cap 
Screws * Taper Pins * Milled Studs * Semi-Finished 
Hexagon Nuts, Steel and Brass * Semi-Finished Hexagon 
Castellated Nuts. 
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Chicago “Safety Plus” Hexagon Head 
Cap Screws are precision manufactured 
for perfect fit at every replacement appli- 
cation. Hex heads are clean and abso- 
lutely uniform . . . points are true and 
flat . . . bodies are accurately sized . . 
threads are pressure-formed to exacting 
tolerances. 


Contributing to the signal quality that 
makes Chicago “Safety Plus” products 
outstanding are a new plant with in- 
creased manufacturing facilities and im- 
proved production methods . . . plus the 
experience gained in over 76 years of 
continuous operation. 


With increased inventories of sturdily 
packaged, clearly labeled screws, you'll 
find greater profit in stocking and selling 
Chicago “Safety Plus” products. For 
service—for quality—for protection— 
sell the line for replacement that is used 
in original assembly in all fields of - 
manufacture. 
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GASPRUF, and only GASPRUF, offers these 6 big 
selling features for biggest, more profitable gas 
tubing sales. GASPRUF’S improved construction is 
backed by Atlantic’s 85 years of technical “know- 
how”... its safety and strength tested and ap- 
proved by gas authorities and our own laboratory. 
GASPRUF gives customer satisfaction, quick turn- 


over and steady profits. 


Stock lengths of 2’ to 8’, and 10’, 12’, 15’, 18’, 


20’ and 25’. 
ORDER FROM YOUR WHOLESALER 


GAS TUBING * BRAIDED GARDEN HOSE 
PLASTIC GARDEN HOSE * RUBBER PRODUCTS 


World's oldest and largest 


makers of Gas Tubing 






















































| Yale & Towne Expands Customer 














| Mr. Toop is Miss Rita Hughes, 


Service Program 


With Opening 


Of New York Regional Office 


Expansion of the customers’ | a Yale customers’ representative, 


service program of the Stamford | 


Division of The Yale & Towne 
Mfg. Co., has been announced by | 


Meade Johnson, general sales 
manager, with the official open- | 
ing of the division’s metropoli- 
tan New York regional office in | 
the Architects Building at 101! 
Park Avenue. | 

Established to give “better | 
technical service and faster ser- 
vice to architects, builders, build- 
ers’ hardware consultants, dis- 
tributors and dealers,” the new | 
regional office has also been made 
available to “out-of-town clients” | 
of Yale & Towne who have been | 
invited to use it as “business 
headquarters in New York.” 

Mr. Johnson’s announcement | 
also stated that a permanent ex- | 
hibit of Yale builders’ hardware | 
has been set up on the street | 
floor of the Architects Building, | 
open to the general public as | 
well as to Yale & Towne cus- 
tomers. 

The new Yale & Towne re- 
gional office is managed by Har- | 
old V. Toop, a Yale builders’ | 
hardware consultant. Assisting 








Technical assistance available 
in the new regional headquarters 
covers a wide range of services 
to various users of Yale locks 
and builders’ hardware. 

Architects and engineers can 
receive assistance in preparing 


specifications and budgets for 
locks, door closers, and other 
builders’ finishing hardware; 


builders, on technical problems 
during construction, including 
inspection to help insure accurate 
and low cost installation of hard- 
ware; builders’ hardware con- 
sultants, in estimating hardware 
contracts for construction proj- 
ects; dealers, in their relations 
with architects, builders and en- 
gineers, and also in solving spe- 
cial problems; owners, and 
others, in sampling Yale hard- 
ware, and in getting authoritative 
answers to hardware questions. 

Out-of-town clients of Yale & 
Towne have been invited to use 
the new regional office as a New 
York mailing address and a tele- 
phone headquarters, where an 
efficient secretary is available to 
them to receive and forward their 
messages. 








CLEVELAND CHAIN ISSUES 
BUSINESS FORECAST 

The publication of a four-page 
folder entitled, “What’s Ahead 
for Business,” has been an- 
nounced by The Cleveland Chain 
& Manufacturing Co., Cleveland. 
It contains a digest of opinions 
of 378 industrial executives rela- 
tive to business conditions for 
the balance of the year. Numer- 
ous individual views are quoted 
from a group consisting of 90 
presidents, 53 vice-presidents, 24 
general managers, 36 treasurers, 
54 sales managers, 66 purchasing 
executives, 18 division managers, 
and 37 other executives. Over-all 
forecasts are summarized under 
the following six points: Free 
enterprise is on the spot. If we 
fail to provide full employment, 
our business system is doomed; 
Customers have money .. . all 
signs point to continued pros- 
perity; Present pessimistic ru- 
mors cannot be ignored. They 
are a threat to prosperity; Busi- 
ness will benefit by the return 
of healthy competition; Inven- 
tory reductions on quality mer- 
chandise are near the danger 
point; Business will be good 
throughout *49 if we quit com. | 
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plaining and go to work. Ag- 
gressive, intelligent, honest sales- 
manship is the only answer. 
The folder was prepared under 
the direction of David J. Gem- 
mell, Cleveland Chain vice-presi- 
dent in charge of sales. Copies 
may be secured by writing to 
The Cleveland Chain & Manu- 
facturing Co., Cleveland 5, Ohio. 





CLAM BAKE TAKES PLACE 
OF. N. Y. SQUARE CLUB’S 
ANNUAL SHORE DINNER 


For the first time in 15 years 
or more, the Hardware Square 
Club of New York, Inc., has elim- 
inated its annual shore dinner. 
In its place, therefore, the Hard- 
ware Square Club is sponsoring 
a real old-fashioned Clam Bake 
to be held at Reinhard’s Park, 
Bayville, Long Island, on Sep- 
tember 14, 1949. Inasmuch as 
this is an all day affair, a noon 
luncheon will be served, and in 
between sandwiches and _ bever- 
ages will be available until the 
Clam Bake is served in the even- 
ing. 

George H. Jungkind, chairman, 
has arranged for a complete day 
including athletic events, swim- 
ming meet, bathing, and dancing 
in the evening, at the Pavilion. 
as well as surprise entertainment. 


AUGUST 25, 1949 
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AMERICAN MFG. ADDS 
TO SALES STAFF 


American Manufacturing Co., 
Noble & West Sts., Brooklyn, 22, 
New York, cordage producer, an- 
nounces the appointment of Mar- 
ion Baker to its sales staff. Mr. 
Baker, who served with the 





BAKER 


MARION 


United States Merchant Marine | 
during the war, will work under 
the supervision of Walter Well- 
man, southern sales manager at 
the New Orleans office located 
at 1319 Tchoupitoulas Street. 


McGRAW ELEC. ACQUIRES 
LINE MATERIAL CO. 


McGraw Electric Co., Elgin, 
Ill., has acquired control of Line 
Material Company, Milwaukee. 
This announcement is made by 
Max McGraw and W. D. Kyle, 
Jr., respective presidents of the 
firms concerned. 

Merging the Line Material 
Company into the McGraw Elec- 
tric Company is contemplated 
and, if approved, will be made 
effective. 

Line Material Co. is a manu- 
facturer of electrical power line 
equipment sold principally to 
utility companies throughout the 
United States and Canada. It 
operates plants located near Mil- 
waukee, Wis.; and at Zanesville, 
Ohio; North Kansas City, Mo.: 
Birmingham, Ala.; Oneida, N. 
Y.; East Stroudsburg, Pa.; and 
Toronto, Canada. 

McGraw Electric Company 
manufactures appliances of both 
heating and motor driven types, 
and electrical fuses and circuit 
protective devices. It’s fuses, 
marketed under the trade name 
of Buss Fusetron and Fustat dual 
element fuses, will probably be 
adapted to Line Material’s higher 
voltage line of fuse protection. 

The Line Material Co., was 
started nearly 40 years ago with 
a nominal investment and has 


The Line Material Co. stock- 
holders will be given representa- 
tion on the board of directors of 
McGraw Electric Company, and 
W. D. Kyle, Jr., will remain op- 
erating director of Line Ma- 
terial Co. or Division as president 
and general manager. Max Mc- 
Graw becomes chairman of the 
board of Line Material, replacing 
W. D. Kyle, Sr., who retires from 
that position but remains avail- 
able indefinitely for advice and 
counsel. There will be no other 





change in personnel or method 
of operation. 


CONSOLIDATE CONLON- 
MOORE SALES DIVISIONS | 
OPEN CHICAGO OFFICE | 


B. J. Hank, president of the 
92-year-old Conlon-Moore Corp., 
1825 Laramie Ave., Chicago, IIl., | 
recently announced the consoli- 
dation of the sales departments 
of the Conlon and Moore Divi- 
sions of the firm, with a new 
central sales office at the Ameri- 
can Furniture Mart, Chicago. 

The firm recently completed a 
million dollar expansion and 
modernization of its production 


placed upon the expansion of dis- 
tribution and sales, Mr. Hank 
said. 

John Foxx, a vice-president, 
formerly in charge of Moore Di- 
vision sales, will direct sales for 
the new consolidated organiza- 
tion. Marketing activities will be 
directed by a committee com- 
posed of Harry T. Worthington, 
executive vice-president; Monroe 
A. Toussaint, assistant to the 
president, and Mr. Foxx. 

The Conlon Division, which 
manufactures automatic ironers, 
home washing equipment, and 
electric ranges, and the Moore 
Division, which produces gas 
space heaters, gas and combina- 
tion ranges, were previously op- 
erated as independent companies. 





The “Whirlpool” automatic 
washing machine is now avail- 
able for export, it was announced 
by Jack D. Sparks, in charge of 
export activities of the Nineteen 
Hundred Corp., St. Joseph, 
Mich., manufacturer of home 
laundry equipment. At the same 
time the “Whirlpool” ironer be- 
came available for the foreign 
market. 

Sale of the two units abroad 
follows development of a new 
transformer suitable for the vari- 
ous voltages common in foreign 
countries. The initial foregin or- 





been developed to its present size 


by W. D. Kyle and his associates. | 
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der for the Automatic has been 
received from France. 
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facilities. Emphasis is now being | 


TWO WHIRLPOOL MODELS | 
PUT ON EXPORT MARKET 











DIAMALLOY 
Metal Cutting 





HEAVY DUTY SNIPS 


A STANDARD 
ITEM 





A POPULAR 
ITEM 





STRAIGHT PATTERN 


Drop forged of special analysis Diamalloy tool 


steel. Cutting edges hardened by electronic 
process, making them exceptionally hard and 
long wearing, leaving the rest of the tool 


strong and tough. 


Tool steel bolt is oversize with close screw ad- 
justment for setting cutters, and large locking 
nut, adding strength to the joint and lessening 
need for adjustment. Diamalloy Metal Cutting 
Snips are nickel-chromium plated for lasting 
beauty and permanent protection against rust 
and corrosion. 


DIAMOND CALK 


HORSESHOE COMPANY 


Duluth, Minn. 


4622 Grand Ave. e 
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PAUL LA ROCHE 


NAMED REGIONAL MGR. 
FOR “WHIRLPOOL” 


Appointment of a “Whirlpool” 
regional sales manager for the 
East-Central territory by the 
Nineteen Hundred Corp., St. 
Joseph, Mich., completes organi- 
zation of its recently devised na- 
tional sales picture. 

The zone will be directed by 
Paul LaRoche, it was announced 
by Robert M. Mitchell, “Whirl- 
pool” sales manager. He comes 
to Nineteen Hundred from Phil- 
co, where he was sales promotion 
manager in the east. Prior to 
that he was with Hamilton 
Dryer and ABC Washer. His ter- 
ritory includes Michigan, Ohio, 
western New York, and western 
Pennsylvania. Mr. LaRoche prob- 
ably will make his home in the 
Cleveland area. 


SUN RUBBER BUSY 
KILLING RUMORS 


The dissolution of an inactive 
subsidiary and a fire in another 
firm’s warehouse have kept the 
Sun Rubber Co., Barberton, Ohio, 
busy assuring friends, employees 
and customers that the two 
events in no way effect the com- 
pany’s business. 

General Manager, T. W. Smith, 
Jr., advises that a separate cor- 
poration organized by Sun dur- 
ing the 





early war years to| 

. . | 
expedite the handling of special 
services for the government is 


now being dissolved. Known as 
The Sun Rubber Products Com- | 
pany, it was never active. The | 
rapid changes made in govern- | 
ment planning and procedures | 
as the nation geared itself for| 
war did away with the necessity 
for the subsidiary shortly after 
it was organized. Its dissolution | 
is being undertaken merely for 
accounting, legal, and organiza- | 
tional purposes. 

A $100,000 stock of crude rub- | 
ber, compounding materials, | 
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electric 


cartons and packaging supplies | 


was destroyed in a June 29 fire 
which raged through The Ameri- 
can Vitrified Products Co. plant 
located about a mile from the 
Sun plant. Sun used part of 
(American’s space as a reserve 
warehouse to eliminate over- 
crowding its own main ware- 
house. The entire loss was fully 
covered by insurance, and 
Sun has more than adequate 
stock for current production on 


| hand at its factory. 


| PUMP MEN PLAN YEAR’S 


CAMPAIGN 


A 12 month aggressive sales | 


and merchandising program for 
water systems in 1950 
was the plan decided upon by the 
recent mid-year committee meet- 
ings of the National Association 
of Domestic and Farm Pump 
Manufacturers in Davenport, 
Iowa. This decision to make 1950 
a “National Water Systems 
Year” was influenced by the suc- 
cess and excellent response to 
the National Water Systems 
Month promotion which the as- 
sociation sponsored during May 
of this year. 

About 45 representatives of 
electric farm pumps and water 
systems firms attended the busi- 
ness meetings and participated 
in the social events of the two- 
day conference which was held 
in Davenport and Dubuque, 
lowa. In Davenport, on July 28, 
the representatives were the 
guests of the Red Jacket Manu- 
facturing Co. The following day, 
the officers of A. Y. McDonald 
Manufacturing Co. acted as 
hosts. 

PERFECTION PLANT GETS 
Cc. OF C. AWARD 


The newly-expanded Ivanhoe 
Road Plant of Perfection Stové 


Co., in Cleveland, Ohio, has been | 


awarded a bronze plaque by the 
Cleveland Chamber of Commerce 
as the “best factory building 
completed in Greater Cleveland 
during 1948.” 

Awards for outstanding build- 
ings have been made annually 
by the Cleveland Chamber of 
Commerce, except during World 


War II years, since 1916. Selec- | 


tion of the buildings to be cited 
is made by a jury of architects, 
artists, engineers and the County 
Building Commissioner. 

This is the second award given 
Perfection’s Ivanhoe Plant. At the 
International Lighting Exposition 
in Chicago last March, the com- 
pany received a gold seal award 
for the excellence of its Press 
Building lighting. A merit award 
was also given for outdoor light- 
ing at the plant. 





HOME LAUNDRY GROUP | 
CHANGES ASSN. NAME | 


Recognizing the trend toward | 
the fully-equipped home laundry | 
the American Washer and Ironer 
Manufacturers Association, 141 | 
W. Jackson Blvd., Chicago has | 
announced the change of its | 
name to the American Home 
Laundry Manufacturers Associa- 
tion. 

The change was proposed by 
the association’s dryer division, 
headed by F. M. Mitchell, Day- 
ton, manager of the Frigidaire 
laundry equipment division of 
General Motors. It was approved 
by the association’s president, H. 
P. Nelligan, head of the Easy 
Washing Machine Corp., Syra- 
cuse, and by its executive com- 


mittee, followed by favorable 
action of the membership in 
general. 


ACMELINE ANNOUNCES 
MANA'GEMENT CHANGES 


The Acmeline Manufacturing 
Co., Traverse City, Mich., an- | 
nounces important changes in 
management as of Aug. 1, 1949. 
New appointments are G. G. 
Carpenter as general manager 
and H. H. Rowe as general sales 
manager. The board of directors 
for the Acmeline Manufacturing 
Co. are Senator James T. Milli- 
ken, Dr. John G. Milliken, Wil- 
liam G. Milliken, G. G. Carpen- 
ter and H. H. Rowe. 





G. G. CARPENTER 


For the past 10 years both Mr. 
Rowe and Mr. Carpenter have 
associated with the Dob- 
bins Manufacturing Co., Elk- 
hart, Ind. Previous to that time 
Mr. Rowe was associated with 
the Lowell Manufacturing Co., 
Lowell, Mich., and Mr. Carpenter 
with Lindsay Bros. Co., Minne- 
apolis, Minn. 

Extensive plans have been 
made for expanding sales and 
production of sprayers, dusters 


been 








H. H. ROWE 


and hand planters. These plans 
are based on present sales vol- 
ume and the expectation that 
finished goods in the hands of 
distributors and dealers have 
reached normal levels. 

The Acmeline Manufacturing 
Co. also announces that Herbert 
P. Boughey, recently holding the 
position of acting general man- 
ager, has been appointed as 
sales representative to handle the 
entire line in the central states 
territory. 





NEW ADDRESS FOR 
E. PULLAN, LTD. 


E. Pullan, Ltd., national sales 
agents, has moved to new offices 
at 55 Parliament St., Toronto 2, 
Canada. 


SPEAKER PRESIDENT 
ON WAR BOARD 


John W. Speaker, president, 
J. W. Speaker Corp., 3059 No. 
Weil St., Miiwaukee, Wis., has 
been appointed to the Industrial 
War Mobilization Board. 





APPLIANCE TRADE-IN 
GUIDE READY SOON 


The 1950 official NARDA 
Trade-in Guide, to be printed 
early in September, will include 
trade-in information for five ma- 
jor appliances. Besides refriger- 
ators, electric ranges, washers 
and vacuum cleaners, a new sec- 
tion on gas ranges has been 
added. The handy pocket-size 
book of nearly 200 pages has a 
stiff plastic cover and is spiral- 
bound. The listings in the five 
sections total approximately 5500 
models. The guide is furnished 
to all members of the National 
Appliance and Radio Dealers As- 
sociation, and is available at 
$5.00 per copy (with discounts 
for quantity orders) from the 
NARDA Guide Co., 20 North 
Carroll Street, Madison 3, Wis. 
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Has sling 

strap fitted to 

left side of 
stock. 





Hinged forend pulls down 
when desired, forming 5” 
hand grip. 








oll ) b MOSSBERG CARBINE... . bolt action 






hinged forend... 


Another great littke CARBINE by 
Mossberg, with hinged forend... 
Model #142, 7-shot, clip repeater 
with bolt action. Weighs only 5 Ibs. 
Only 37” from butt to muzzle, 


And a great LITTLE price that looks 
like a typographical error, 


| ee cere $2195 


$22.95 
West of Rockies 
All prices Fair Traded 


Scope extra 
$9.35 





All Mossberg rifle Telescope Sights 
—those fastest selling scopes— now 
have HARD COATED LENSES. All 
lens surfaces coated with ‘“‘Somcote.” 
Increases light transmission 34%. 
A better, clearer image than ever! 


And the same low, low price. $935 
Fair Traded 









SCOPES WITH 
COATED LENSES 























i 


Display comes equipped with flasher device, cord and plug. Off-On cycle approx. 
3 seconds. “Off” shows target as it appears with naked eye. “On” shows target mag- 
nified, made big and clear with Mossberg 4-power scope. A fascinating sales-maker. 
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The “‘sellingest”’ firearms flasher dis- 
play you ever saw. Draws crowds! 
Sells rifles and scopes! Accommo- 
dates Mossberg rifle with scope and 
2 additional Mossberg scopes. 


Ask your distributor how to get it. 
Order these new Mossberg items 


from your distributor TODAY. 
Complete catalog on request 





91608 St. John St., New Haven 5, Conn. 
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COROAIRE APPOINTS 

DIVISION MANAGER 

A. W. Conley, president of 
The Coroaire Heater Corp., 
Cleveland, Ohio, announces the 





R. A. DOOLEY 


appointment of R. A. Dooley as 
division manager east of the 
Rockies. Before joining Coroaire, 
Mr. Dooley was with the Ad- 
dressograph-Multigraph Corpora- 
tion, Cleveland, Ohio. 


ALBANY HDWE. PLANS 
NEW UTICA BRANCH 


The Albany Hardware & Iron 
Co., Albany, N. Y. wholesale dis- 
tributor, recently formally ac- 
cepted a long term lease covering 
the premises at 1600 Lincoln 
Ave., Utica, N. Y., from the H. J. 
Brandeles Corp. of Utica. 

The Albany Hardware & Iron 
Company, incorporated in 1891, 
is the outgrowth of a succession 
of wholesale hardware concerns, 
previously located on lower State 
St. in Albany, whose origins 
date back to 1797. At that time, 
Samuel Hill of Albany, proprie- 
tor, was identified by the sign of 
the Golden Hinge. Succeeding 
Hill at various dates were Lan- 
sing Pruyn Co.; Pruyn, Wilson 
& Vosburgh; Pruyn, Vosburgh & 
Co.; Pruyn, Marble & Co.; L. 
Pruyn & Son; Davidson and 
Viele; and Maurice E. Viele. 
Upon Mr. Viele’s retirement, a 
group of his employees organ- 
ized and incorporated in 1891 
the present Albany Hardware & 
Iron Company. 

From a modest beginning, 
serving local requirements only, 
the Albany Hardware & Iron 
Company now operates through- 
out eastern and northern New 
York and in eastern Vermont, 
Massachusetts and Connecticut. 
Albany headquarters, a modern 
wholesale building, include 160,- 


000 sq. ft. of warehouse space | 
and the addition of the Utica| 
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| branch provides additional facili- | 


| 


| ties. It is anticipated that the 
advantages of operation in Utica 
will result in considerable ex- 
| pansion of services in the central 
| New York area. 
Present officers of the com- 
| pany are: William C. Dearstyne, 
president; Raymond E. Foskett, 
| Henry J. Funk, Arthur €E. 
Stephens, vice-presidents; Har- 
old L. Warner, treasurer; Dudley 
| H. Robinson, secretary; William 


| D. Dearstyne, assistant to the 
| president. 

| REGIONAL AGENT 

| FOR WOODMANSE 

| WATER SYSTEMS 

| Sales to wholesalers of the 


Woodmanse line of water systems, 





| El Paso, Tex. 


| wind mills, pump jacks and hy- 


drants in eastern, central and 
southwest states now are under 
the supervision of Wodtke Sales 


| offices at Cedar Rapids, Iowa. 


by A. H. Steenrod, vice-president 
of Woodmanse Mfg. Co., Free- 


ment of the Woodmanse line, 
the “Jet” water systems. 
Griffeth M. Wodtke, 


partner of the sales company, 


trade for the past 35 years. 


CENTRAL STATES HDWE. 
DINNER PARTY, OCT. 9, 
ATLANTIC CITY 


The Central States Hardware 
Club, Inc., Suite 359 LaSalle 
Hotel, Chicago, has announced 
that it will hold its ninth annual 
dinner party, Sunday, Oct. 9th 
in the American Room of the 
Traymore Hotel, Atlantic City, 
N. J., prior to the opening of the 
joint meetings of the American 
Hardware Manufacturers Asso- 
ciation, the 97th semi-annual and 
the 55th annual of the National 
Wholesale Hardware Association. 

The entertainment committee 
headed by Rollin B. Plumb, 
Eagle Lock Co., assistant by 
Frank J. Koch of McKinney Mfg. 
Co., Geo. H. Beaudin, J. Wiss 


son Mfg. Co., treasurer, Ben 
Leve, The Carborundum Co., 
secretary, Andrew R. Meyers, 
General Hardware Co., president; 
and Will J. Feddery, Harp- 
waRE AGE, chairman of _ the 
board. Elaborate plans for en- 
tertainment on the stage of the 
enlarged room with a seating 
capacity of 700 are being made. 
The Club will again sponsor a 
special train on the Pennsylvania 
Railroad leaving Chicago, Satur- 





port, Ill. Mr. Steenrod said that | | : 
the Wodtke firm will introduce | graph Corp., New York City. 


to the trade the latest develop- | 


has called on the wholesaling | 


& Sons Co., J. A. Billings, Pay- | 


| 


Co., factory representatives with | 


| pointed southern sales manager | 





Thi q | national sales program has been 
is announcement was made | announced by 


. | the Dakotas, Minnesota, Wiscon- 
senior »M » ee 


BUCKEYE AND DURALEX 
REPS. FOR NORTHWEST 
AND N. Y. REGIONS 


John C. 
sales manager of The Buckeye 
Co., Ohio, 


day, Oct. 8th at 2 P. M. direct to 
Atlantic City. Train schedules 
will be mailed to all members of 
both associations and members 
of the club. 


Holloran, executive 


ESTATE DISTRIBUTORS 
IN SOUTHWEST 


The Estate Stove Co., Hamil- 
ton, Ohio, has gone completely 
distributor in the southwestern 
division, according to J. Edward 
Wyatt, divisional sales manager 
in that territory. Among south- 
western distributors recently ap- | 
pointed are the Amarillo Hdwe. 
Co., Amarillo, Tex.; Zork Hdwe. 
Co. of N. M., Inc., Albuquerque, 
N. M., and the Zork Hdwe. Co.., | 


Wooster, 


Aluminum 





EMERSON NAMES THREE 
REGIONAL SALES HEADS 


The promotion of three of their 
field sales representatives to the 
position of regional sales man- 
agers as part of an expanded 





JACK CHITTENDEN 


Stanley M. 
Abrams television sales man- 
ager, Emerson Radio and Phono- 


general manager of The 


Duralux Co., also of Wooster, has 


and 


announced the appointments of 
Jack Chittenden and Lester E. 


Murray Gennis has been ap- ; 
DeWald as sales representatives. 


pointed midwestern sales man. | 
ager, to direct sales activity in 





sin, eastern Iowa, northern IIli- 
nois, Indiana, West Virginia, | 
Ohio, Michigan, Pennsylvania, | 


New York and Massachusetts. | 
Roger Brown has been ap- | 


and will direct sales in Missouri, | 
southern Illinois, Kansas, Okla- | 
homa, eastern Texas, Mississippi, | 
Louisiana, Arkansas, Tennessee, 
Alabama, Kentucky, Georgia, | 
Florida and the Carolinas. 
David Hopkins has been ap- | 
pointed western sales manager | 
for Washington, Oregon, Cali- | 
fornia, Idaho, Utah, Wyoming, | 
Montana, western Iowa, Nevada, | 
Nebraska, New Mexico, Colo- | 
rado, Arizona, western Texas. 





LESTER E. DE WALD 





WIRE, CABLE MANAGER 
FOR U. S. RUBBER 


The appointment of Howard H. 
Weber as general sales manager 
of the wire and cable department, Mr. DeWald will represent the 
og ang a eoneg Co., wees companies in the state of New 

ork City, has been announced | ,, 
by C. Ww. Higbee, manager. Mr. York 
Weber will supervise sales of 
rubber insulated building wire, | 
service entrance cable, armored | 
and non-metallic sheathed cable, | 
portable cord and cord sets, | 
“Uskon” electric radiant heating, | WESTERN AREA 
battery separators, “Electrix” | 


cafe : : F. E. Hay has been named 
wiring devices, and other speci- | ina ita 
alized electrical wires for the| TePresemtative in northern Cali- 
radio, television, mining, con-| fornia, Nevada, and Utah for 
struction and electrical indus: | The C. Hager & Sons Hinge 


tries. | Mfg. Co., St. Louis, Mo. 


Mr. Chittenden will represent 
both companies in Washington 
and Oregon and will make his 


headquarters in Bremerton, Wash. 





with headquarters’ in 


Syracuse. 


HAGER REP. FOR 
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OBITUARIES 








O. GLENN STAPLEY 


O. Glenn Stapley, 54, president | 
of The O. S. Stapley Co., died | 
July 11 in the Latter Day Saints 


hospital in Salt Lake City, Utah, | 


after suffering a heart attack. 








0. GLENN STAPLEY 





Eldest son of O. S. Stapley, 
founder of the pioneer farm 
equipment, hardware, and home 
appliance firm, he received his 
early education in the public 
schools of Mormon settlement, 
Mesa, Ariz. working at his 
father’s store each summer from 
his ninth year on. When his 
father divided the business with 
his partners and incorporated his 


share of the enterprise as The | 


O. S. Stapley Co., he was named 
secretary-treasurer of the new 
company. 

In 1915, he was promoted to 
general manager, the position 
which he held until 1939. Five 
other brothers had grown into 
responsible positions with the 
firm, and a board of directors 
was organized. In 1940, the posi- 


tion of chairman of the board | 


was created and the founder, 


O. S. Stapley, was elected to fill | 


that position. Glenn Stapley was 
elected president, and the posi- 
tion of general manager was filled 
by the founder’s second son, Del- 
bert L., a vice president. 

He leaves his widow, two sons, 


three daughters, and four broth- | 


ers: Delbert L., Phoenix, vice | 
president and general manager; | 
L. Erwin, Mesa, secretary-treas- | 
surer of the firm and manager | 
of the Mesa store; Thyrle H., | 
assistant secretary-treasurer of | 
the firm and manager of Arizona 
Hardware Company, Stapley’s 
wholesale outlet; and Wayne C., 
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vice president of the firm and 
manager of the Chandler store. 





EDWARD L. STECKLER 


Edward L. Steckler, member 
of the law firm of Steckler, Frank 
& Steckler, and a director of 
Masback, Inc., New York City, 
passed away recently. He was 
56 years old. Mr. Steckler was 
prominently identified with for- 
mulating N.R.A. codes for the 
hardware industry. 

A veteran of the first Platts- 
burg Training Camp, he served 
as a lieutenant of the 305th In- 
fantry, Seventy-seventh Division 
during the first World War. He 
was treasurer of the 77th Divi- 
sion Association. 

Surviving are his widow and 
two sons, Edward L., Jr., and 
Roger Alan Steckler. 





CECIL V. WILSON 


Cecil V. Wilson, 57, president 
of the Helena Hdwe. Co., whole- 


| sale firm of Helena, Mont., and 


prominent business and civic 
leader, passed away recently fol- 
lowing a heart ailment. 

Mr. Wilson had served as 
president of the Helena Hdwe. 
Co. since 1930 when he and his 
brother, Myron E. Wilson, took 


over controlling interest from 
their father, M. V. Wilson. He 
had been associated with his | 


father and brother in the hard- 
ware business for many years. 

He also served for 25 years as 
treasurer of the Helena Retail 
Merchants’ Exchange and at one 
time was its vice-president. He 
was a past member of the board 
of directors of the Helena Cham- 
ber of Commerce and had served 





CECIL V. WILSON 


25, 1949 





on the board of the Associated 
Industries for many years. He 
was president of the Montana 
Hardware and Implement Asso- 
ciation in 1926 and for years had 
been active in the retail and 
wholesale hardware affairs in his 
state. 

Mr. Wilson was born in Chi- 
cago, Sept. 11, 1891 and went to 
Helena in 1898 with his parents. 


INDUSTRY AID PRAISED 
IN COLLEGE TRAINING 
AT CCNY GRADUATION 


Manufacturers who assist col- 
lege training for employes of 
their industry or men and women 
seeking places in it are making 
a good investment in view of the 
benefits obtained for their whole 
industry, Meade Johnson, general 
sales manager of the Yale & 
Towne Mfg. Co., Stamford, Conn., 
told graduates of the City College 
Building Industry recently. 

Yale & Towne provided lec- 
tures and materials for the 
classes in lumber and building 


| materials retailing, hardware re- 
| tailing, and builders hardware 








sales which were graduated. 
Mr. Johnson said, 


is good for all of our industry. 
Further, we believe that to know 


is to be able to serve. The more | 


knowledge the people in our 
industry have about products 
and merchandising, the more 
goods will be distributed and the 
more customers satisfied.” 
Hailing the return of the 
buyers’ market as “a condition 
in which American business 
functions and flourishes best,” 
Mr. Johnson urged the graduates 
to keep well versed in the knowl- 


edge of their industry’s products. | 


“This knowledge will not only 
help you make sales,” he held, 
but “will also build the kind of 
customer confidence in you that 
results in repeated sales.” 

The lumber, retail hardware 
and builders hardware courses 
represented in the graduation 
ceremonies are sponsored re- 
spectively by the National Retail 
Lumber Dealers Association, and 
local and regional associations; 
the National Retail Hardware 
Association and the American 
Society of Architectural Hard- 
ware Consultants. 





SIMPLIFIED STANDARD 
FIREARM CLEANING ROD 

A recommended commercial 
standard for firearm cleaning 
rods has been circulated to man- 
ufacturers, distributors, and users 
with opportunity for acceptance, 


according to information re- 
ceived from the Commodity 
Standards Division of the Na- 


tional .Bureau of Standards. If | 


“what’s | 
good for any part of our industry | 


| He attended Helena public 
schools and then entered business 
his father who had been 
associated with the Helena 
Hdwe. Co. as a principal owner 
since 1906. 

Surviving Mr. Wilson are his 
son, C. Vance Wilson of Helena, 
a daughter, and his _ brother 
Myron R. Wilson, vice-president 
of the hardware company. 


with 





| enough acceptances are received 
| to indicate general approval, the 
Commercial Standard will be is- 
sued by the U. S. Department of 
Commerce for voluntary use by 
all concerned. 

The recommended standard 
provides for a standard threaded 
joint on rod tips, one size (8-32 
thread) for rifle and pistol rods 
and one (5/16-24 thread) for 
shotgun rods. It also covers mini- 
mum diameters and lengths of 
rods and provides for marking 
to show compliance with the 
standard. 

Copies of the Recommended 
Commercial Standard (TS-4793) 
may be obtained from the Com- 
modity Standards Division, Na- 
tional Bureau of Standards, 
Washington 25, D. C. 





UNIFIED STANDARDS 
| FOR SCREW THREADS 
NOW AVAILABLE 


Full details of the 
American-British-Canadian speci- 
fication for screw threads have 
been made available in published 


combined 


form. 
Unification of standards for 
nuts, bolts, and all types of 


screw threads in the three coun- 
tries was agreed upon in Novem- 
ber 1948. The unification agree- 
Pment provides a 60-degree angle 
|and a rounded root for screw 
threads, with either flat or 
| rounded external thread crests. 
| The number of threads per 
'inch for the various 
| thread diameters has 
fied, and the limiting dimensions 
for three grades to fit have been 
agreed upon. 

The National Bureau of Stand- 
ards, in announcing publication 
of the unified specifications, said 
that the adoption of the standards 
important bar- 





series of 


been uni- 





“will remove 
rier to the exchange of manufac- 
the 


an 


tured goods throughout 
world.” 

Text and drawings of the speci- 
fications are included in “Circular 
479, Unified Screw Thread Stand- 
ards.” The publication is avail- 
able from the Superintendent of 





Documents, Government Printing 
Office, Washingion 25, D. C., at 
50 cents per copy. 
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CHICAGO'SS...3 NEW... 
; | DISPLAYS 


| ce A COMPLETE POWER 
me (\- “hod TRANSMISSION 

A DEPARTMENT 
Sg 


‘Right at Your Fingertips” 


The No. 60ST-P pulley dis- 
play gives you a complete line 
of the 57 fastest selling "A" sec- 

tion pulleys . . . sizes range from 
11/2" to 10" in diameter . . . bore 
sizes come in 1/2"-58"-%" di- 
ameters. 
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Ase There's no more hunting thru 

~lbeihelheihn drawers or on shelves ... all items 

t] are clearly marked and in full 

f fi view. 
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The No. 40ST-O display features 
75 assorted pieces including couplings 
... bearings ... pillow blocks . . 
adjustable hangers . . . shaft collars, 
etc. all for f.h.p. drives. 


This display will make your store 
the headquarters for home, farm and 
factory transmission supplies ... there 
are no dust catchers here... all items 
are proven sellers. 


Finished in red, white and blue and 
requiring a wall space only 13" wide 
by 25” high this attractive display 
will sell for you. 











The No. 80ST-M mandre/ 
| display offers you 7 of the 
fastest selling mandrels. 


There are models for saw- 
... for farm... home...and 
for farm... home... and 
factory use. 


Featuring this display will 
increase not only mandrel sales 
. . « but pulley, belt, saw and 
buff sales will increase as well. 
The display is 16" wide and 
32" high and is finished in red, 
white and blue enamel. 














MFG'D BY 


Chicago DIE CASTING MFG. Co. 


2510-14 WEST MONROE STREET 
CHICAGO 12, ILLINOIS 
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GEORGE VONNEGUT, 
a director of the Vonnegut 
Hardware Co., Indianapolis, 
entered the hardware trade 
77 years ago. He will mark 
his 89th birthday on Oct. 22. 
He served as errand boy from 
1872 to 1875; as a salesman 
from 1882 to 1884; as buyer 
from 1884 to 1890; sales man- 
ager from 1890 to 1915; sec- 
retary-treasurer from 1898 to 
1926; secretary from 1926 to 
1932; and as vice president 
from 1932 to 1941. Mr. Von- 
negut’s older brother, Frank- 
lin, is 92 and he, too, has been 
connected with the business 
for about 77 years. The store 
was started by their father. Two sons and a nephew of 
George Vonnegut are also engaged in the business. Mr. 
Vonnegut was formerly a president of the Indianapolis 
Merchants’ Association and was a director of the Na- 
tional Supply & Machinery Distributors’ Association. He 
was also an executive board member of the Boy School 
Council, and the convention bureau of the Indianapolis 
Chamber of Commerce. He was also a president of the 
North American Gymnastic College. Gymnastics and 
fishing are his hobbies. 





GEORGE VONNEGUT 
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EDWARD S. O’ROURKE, 
who has been manager of the 
order department of the Lo- 
gan-Gregg Hardware Co., 
wholesale firm of Pittsburgh, 
since 1942, recently com- 
pleted a half century with the 
company. He started as an 
errand boy at the age of 13, 
delivering goods by wheelbar- 
row. Mr. O’Rourke’s hobbies 
have been baseball and box- 
ing. He will observe his 65th 
birthday on Sept. 24. 


EDWARD S. O’ROURKE 


ao oo @ 


CHARLES F. SHAR- 
ROCKS, after 63 years with 
the wholesale firm of Baker 
& Hamilton, San Francisco, 
has finally retired to the com- 
fort of his home at 2648 
Union St., which overlooks 
the Golden Gate bridge. His 
associates for so many years 
presented Mr. Sharrocks with 
a fine pair of binoculars so 
that he can watch the con- cparRLEs F. SHARROCKS 
stantly shifting spectacle in 
the harbor, from a chair in his home. Baker & Hamil- 
ton also presented him with a handsome watch, engraved 
with his long service record, which began in May, 1886. 
Most of the 63 years were spent in the purchasing de- 
partment and he advanced through a number of positions 
to that of vice president in charge of purchasing. He was 
a director of the company. 


yo ft 6 


LOUIS P. SMITH, presi- 
dent of the Ithaca Gun Co., 
Inc., Ithaca, N. Y., has been 
with that company for 62 
years but he hasn’t slowed 
down. One of his associates 
says, “Lou Smith is not only 
still actively engaged in the 
business but does more work 
daily around the plant than 
about any three other people 
you could get together here, 
including the writer.” The 
man who made the statement 
was Major Sheldon M. Smith, 
secretary of the company. An- 
other of Mr. Smith’s sons, 
who is also an officer of the 
company, is Major Charles 
L. Smith, assistant secretary. Fox hunting is the favorite 
diversion of Mr. Smith, who celebrated his 78th birthday 
on May 14. He was twice mayor of the city of Ithaca. 
The list of his civic, fraternal and business associations 
is too long to publish. 





LOUIS P. SMITH 
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Light 
BUILDERS 
HARDWARE 


Dt 


) 


by GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware. . . 

quality produced by 

Griffin. 





a 





fi 
Bi Svery DOOR NEEDS THREE! 


—( RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


REPRESENTATIVES 
B. S. ALDER COMPANY—45 Warren Street, New York 7, New York 
WILBUR H. DAVIS—1639 Fargo Avenue, Chicago 26, Illinois 
GEO. A. GREGG—9344 Woodward Avenue, Detroit, Michigan 
AUSTIN & EDDY, INC.—II5 Broad Street, Boston, Massachusetts 
CHARLES L. LEWIS—703 Market Street, San Francisco 3, Calif. 
W. S. JOHNSON—917 St. Charles Avenue, Atlanta, Georgia 
E. H. FARRAR—308'/, North Harwood, Dallas, Texas 
R. F. BEVERS—4524 East 60th Street, Seattle, Washington 
L. J. FULLER, JR.—785 North President Street, Jackson 6, Mississippi 
HARVEY D. RUSH & SONS—4638 Mil Creek, Kansas City, Missouri 
IN CANADA 
MANNING I. SHORE—Merchandise Sales of Canada, 15 Wellwood Avenue, 
Toronto, Ontario 
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in lead to 3% cents a pound since the 
upturn started July 8. At the low point, 
it sold for 12 cents a pound. 


August 25, 1949 





ADVANCES ~— 
Zinc. Lead. 
DECLINES Zinc—On July 18, zinc was ad- 


vanced one-half cent, to a price of 942 
cents a pound, East St. Louis, by the 
major producers and custom smelters. 
This was the first upturn since zinc, in 
late March, started its 8%4-cent slide 
from its post-war high of 17% cents a 


One non-automatic waffie grill. Some paint, paint products. Some soap 

products. One make colored plumbing ware. One line electric appliances. 

Paint brushes. Lindseed oil. Some lines television sets. One line floor cover- 
ings. One line tubeless tires. 





pound. It was the last major non-fer- 


Lead makes more jumps—On 
July 25, and again on July 27, lead 
made advances of 4 cent per pound, 
each time, reaching, on the latter date, 
14% cents per pound New York. Lead 
has now recovered 2% cents of the 
9'%-cent drop between March 8 and 
May 26. Demand for the metal, espe- 
cially from auto storage battery makers, 
continues brisk. R. G. Martin, presi- 
dent of Electric Auto-Lite Co., said the 


the preceding five months, and the up- 
trend has continued in July. The re- 
vived demand for lead now has lasted 
about two months. Buying at the new 
14%-cent price has showed no let-up. 
Demand came not only from storage 
battery makers, but also sheet lead 
manufacturers, cable makers and solder 
manufacturers. The price recovery in 
lead continued, as, on August 8, a lead- 
ing custom smelter raised its price %4 


rous metal to join the price recovery, 
which has carried copper and lead up 
from recent lows. Demand for zinc has 
revived over the past month, but a price 
increase was held back for a time by 
fears of a steel strike. This would have 
curbed zinc buying by the galvanizing 
industry, a major consumer of the 
metal. Now, galvanizers are becoming 
particularly active on the buying side. 
Makers of galvanized products up to a 


























storage battery industry’s June sales of a cent, to 154% cents a pound. The week or so ago had been out of the Not 
were 44 per cent above the average for latest price increase brings the recovery market, living off their inventories. Gal- 

drum 

was | 

. manu 

Wholesale Hardware Inventories ° b 
uyel 
By Geographic Divisions, for June, 1949 

| Deenencasnes Inventories —_ | asnaiemedinnsent ; | HARI 

a ee ee | Weeks’ Supply 
Percent Change | of Inventory 

GEOGRAPHIC June 1949 Amount (Add 000) on Hand* FILL | 

DIVISION vs. | | ; forth 

Number ” . r cin mr } —— _ urt | 
of June May June June May June June May June June 
| Firms 1948 1949 | 1949 1948 1949 1949 | 1948 | 1949 | 1949 1948 

ee ae a | ee ae es i ND) Ao RG) ae Ea : ? 

UNITED STATES TOTAL........... 190 0 — § $116,887 | $116,370 | $122,590 237 | 202 | 246 | 13.5 11.5 
New England........ 12 re —2 | 3,253] 3,090] 3,322) 363 268 334 | 20.7 15.3 
Middle Atlantic 38 + 1 —6 | 12,271 12,176 13,100 188 166 194 | 10.7 9.5 
East North Central. . 36 -— § — 3 22,859 24,023 23,574 231 214 232 13.2 12.2 
West North Central. . 28 + 2 -3 27,421 26 ,806 28,405 226 199 252 | 12.9 11.4 
South Atlantic. ..... , 28 +4 + 1 11,010 10,550 10,869 245 196 213 } 14.0 11.2 
East South Central 7 —-4 | -§ 3,702 3,853 3,889 177 157 177 |~ 10.1 9.0 
West South Central. . 13 + 2 — 3 12,971 12,724 13,340 264 7 271 } 15.1 11.8 
Mountain 6 | +30 + 2 1,267 | 974 1,245 249 149 250 14.2 8.5 
Pacific. 22 | 0 ; -N 22,133 22,174 24,846 281 226 314 | 16.1 12.9 











Bureau of the Census. Current Wholesale Trade 

a Includes 23 reports received too late to be incorporated in Census Bureau published releases. 

b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 

* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. 
Sales include direct shipments and consignment business. Weeks’ supply is lower than if based on cost of sales from owned stocks. 
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Not too long ago, America’s first HARDWARE SHOW was a two-man affair . . . a hardware 
drummer rented a room in the town tavern to display his wares and a buyer from the local store 
was his audience. Today, at the NATIONAL HARDWARE SHOW over 500 of America’s leading 
manufacturers will display more than 2500 lines of Hardware and Allied products, and over 25,000 
buyers will feel, see, examine and buy the best. 


BUYERS===the spotlight will be turned on the entire Hardware Industry for you, at the NATIONAL 
HARDWARE SHOW, Grand Central Palace, New York City-OCTOBER, 12th, 13th, 14th and 15th, 1949. 


FILL OUT and mail the registration coupon. Your admission badge, which will admit you without 
further registration, will be mailed to you. 














| Save time by registering NOW. Fill in and mail this registra- 
| tion coupon and your admission badge will be mailed to you 
(PLEASE PRINT) 30 
{ Name Title 
| Firm 
SHOW . te ‘ai 
| Type of Business 


| (Please check below the classification of your business) 


331 MADISON AVE. ip oals's b40)-35¢ N. Y. _ Wholesaler CD Retailer (] Dept. Store Buyer 
CJ Chain Store 0 Migr’s. Agent () Importer-Exporter C) Other 


eb ei es ee ee ET Oem 
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Popular Model 181C, 
18” cut, B&S motor. 
Also Model 221C, 
21” cut. 


Here’s the news you have been 
waiting for. Stearns Mowers 
are again in full production. 
Now you can again sell the 
performance, simplicity and 
economy that made Stearns 
Power Lawn Mowers the ac- 
knowledged profit-makers in 
the hardware field from 1932 
to 1942. 


Perfect balance, simple op- 
eration, complete absence of 
tricky mechanism make this 
mower a package-goods item. 
These are features you and 
your customers want to buy. 
Stock Stearns —and watch 'em 


move. 


TEARNC « 


ESTABLISHED 1864 Co 


SYRACUSE, N.Y 





tN 












Wholesale Hardware Sales* 
ad etihcimatetl Divisions, for June, 1949 


SALES REPORTED 


| 


| | Percent Change | 
GEOGRAPHIC June 1949 
DIVISION | vs. 
Number |__ 
| of | | 
Firms | June | Ma 
c 1948 1949 
U. S. TOTAL. ... | 276 | —16 —2 
New England.........| 19 | —21 | =i 
Middle Atlantic. | 64 —15 — 5 
East North Central... @ | -2 | -3 
West North Central } 3 6«té~C ‘ 8 
South Atlantic... . 35 -—19 | -11 
East South Central 17 —20 —14 
West South Central... .| 22 —17 -—1 
Mountain 12 —13 | +10 
Pacific 29 —21 —4 


| CUMULATIVE SALES b 


Amount (Add 000) 


January- | January- | 

7 June | June | 
June June May 1949 | 1948 | Percent 
1949 1948 1949 (Add 000)| \(Add 000)| Change 


| | 


| $74,266 | 


| $62,762 | $64,227 | $367,248 | $419,051 | —12 
1,182| 1,498; 1,272) 7,527, 8,846| —15 
8884 10,465/ 9,333| 56,593| 63,363, —11 
10'870 | 12.341| 11,202| 60,522) 70,835; —15 
12,907 | 14,196 | 1997 | 68,085 | 78,127, —13 
5187, 6,408 5,826| 33,095| 36,674) —10 
340| 4,822| 4,444| 24,009| 27,153, —12 
8.234; 9.979| 8.349| 48,123| 51,735| — 7 
2121| 2.427| 1,927) 11,418) 12,511, —9 
9.537 | 12,130| 9,937| 57,876| 69,807| —17 





Bureau of the Census. 


Current Wholesale Trade. 


a Includes 30 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too lata for inclusion in previous monthly totals. 
c Number does not apply in all cases to the cumulative figures. 





States Comprising Regions: 


New England—(Conn., Maine, Mass., N. H., R. L., 


Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 

East North Central—(lll., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 





vanized products still remain among 


the few steel items still in short supply. 
* %* * 

Paint—On July 19, 

San Francisco, announced 


General 
Paint Corp., 
reductions in its prices of paint and 
paint products, ranging from about 25 
cents a gallon to $1 a gallon. The re- 
ductions have been made possible large- 
ly by lowered raw materials costs. The 
company made its first round of reduc- 
tions in June, cutting prices from 5 per 
cent to about ® per cent. Price cuts 
ranging up to 14 per cent on all lines 
of exterior and interior paints, var- 
nishes and allied products also were 
announced by the Central Paint & Var- 
nish Works, Brooklyn. 


price cuts were made in the top quality 


The heaviest 
exterior paint line which dropped 50 
cents a gallon at the wholesale level. 

a * * 

Paint brush prices lowered— 

One of the leading paint brush manu- 
facturers has announced some _ price 
reductions, effective August 1, namely: 
20 per cent on long stock brushes; 15 
per cent on intermediate sizes. There 
was no change on short stock brushes. 
This reduction, following that of May 
2, brings prices down to approximately 
those in effect last September. 

a He 


Linseed oil reduced—Flaxseed 


HARDWARE AGE, 


crushers have announced a price reduc- 
tien of one cent a pound on spot and 
first-half of August deliveries of raw 
linseed oil. They were offering supplies 
t 21-6/10 cents, basis New York, de- 
livery in tank cars. Prices for nearby 
supplies have been marked down 2.9 
cents a pound since July 25. 
oe * a 
Distributors protected by 
Gilbert—K. P. Fallon, 
of A. C. Gilbert Co., has reported his 
company will whole- 
further 
This guarantee will apply 
to all wholesalers’ purchases of A. C. 
Gibert electric appliances from August 
1 through December 31. 
% co * 
Waffle grill 


Clark, New Britain, Conn., has reduced 


sales manager 


guarantee its 


salers full protection against 


price cuts. 


Landers, Frary & 


the price of its non-automatic waffle 
grill from $11.95 to $9.95. 
* a * 

Arvin electric appliances— 
Arvin division, Noblitt-Sparks Industries 
has announced that all Arvin electric ap 
pliances, effective Sept. 1, will be sub- 
ject to a dealer discount of 40 per cent 
of retail list prices in master carton 
quantities. New lower retail list prices 
will also take effect Sept. 1 on several 
Arvin appliances: Model 3400 “Lectric 
Cook” reduced from $22.95 to $20.95; 
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—— model 3000 waffle baker reduced from | \\F) If = 
$22.95 to $20.95; model 34GR grids to Wy | 
convert the “Lectric Cook” to a wafiler, Yl <<“ 
from $5 to $4; and model 2300 dual- 

ildialien control electric iron, from $12.95 to | 

en ae $11.95. a 

| Felt base floor covering re- | 

. duced—It was learned on August 9 | 

that Sloane-Blabon Corp. has reduced | 
Percent . ? 3 _ 

0) Change retail prices 5-42 per cent on its | 

a standard weight felt base floor cover- | 

= ing. The new price of Sloane-Blabon’s 

¢| —15 9 by 12 size is $6.98 at retail, with roll | wn? fa 

5| —15 goods priced at 59 cents a square yard. | ii Gf 

7; —13 * * & 

4; —10 

3; —12 Some Stromberg-Carlson 

| oa cuts—Stromberg Carlson Co. reduced 

| ia prices on some television models August 

a 10, to eeeeettie to August 1. “ | ... latest thing in chisels 
amount of the cuts was not made e +4 
known. The company said it will | to make sales jump, bring oonre 
guarantee the new prices until Novem- | satisfaction to your customers 
ber 1. The moves were made, accord- 
ing to the company, “to encourage | Everywhere today they're talking about the new 
price stabilization within the industry.” | GREENLEE Socket Chisels with durable, eye- 

” baler na tien pos ce | catching Hard-Wear Handles of tough, trans- 
adjust distributor and dealer inven- | parent green plastic. Tough enough for the 
aad tories with a merchandise credit rebate. | severest hammering . . . weather-resistant 
‘ Aan | and safe from flash fire. And beauties to work 
Phileo reduce prices on new | . a: 
TV sets—The Philco Corp. on Aug. | with ... handles are of special hand-fitting 
11 announced price reductions ranging | design... and fitted with those fine, 

= from $20 to $70 on eight of the new | bevel-edged GREENLEE blades so 
18 new television models introduced long the choice of true craftsmen. 

» reduc- recently. The new prices are effective 

ot and as of July 25 on convention orders 

of raw and apply to future shipments of these | 

upplies models, all of which are equipped 

rk, de- with the electronic built-in antenna. 

nearby Prices of all _television-phonograph 

wn 2.9 models remain unchanged. In the new | 
reductions, three models were reduced 
$20 each; two were cut by $30, one 

d by was trimmed $35, another $40 and ‘ 

anager console model 1630 a 16-inch tube unit 

ed his was cut $70. 

whole- x * & | 

further Garod Electronics Corp.— | 

apply Louis Silver, vice president and general | 
A. C. manager, Garod Electronics Corp., 

August Brooklyn, N. Y. recently announced | 
that current factory list prices on Ga- | WITH HARD-WEAR HANDLES 
rod “Tele-Zoom” receivers and on the | 

rary & company’s new low-priced straight TV 

>duced line, are guaranteed for all distributors 

waffle and dealers in a new overall price 
protection plan. The new price protec- | TOOLS FOR CRAFTSMEN 
tion plan guarantees Garod list prices | 

ices— for a 120 day period, and covers any BE NLE. = 

ustries new models to be introduced before 

ric ap- the end of 1949. 

> sub- = 2° 

r cent Colored plumbing ware— STOCKED BY LEADING WHOLESALERS 

= ae See ae ee ae FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 

prices half the 30 per cent premium that ex- , . ‘ 

everal isted in the prices of its colored vitreous Auger Bits ° Expansive Bits ° Socket Butt Chisels e Socket Firmer Chisels e Car Bits « Razor Blade 

. Draw Knives e Automatic Push Drills e Spiral Screw Drivers @ Bit Extensions e Bell Hangers’ Drills « 
ectric china lavatories and closet combina- Turning Tools « For complete Information on these and other fine GREENLEE Tools, write today to 

20.95 ; tions over the like items in white. On GreenleeTool Co., Division of Greenlee Bros. & Co., 1808 Herbert Avenue, Rockford, Illinois, U. S.A. 
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THERES A SUPER 


CARBIDE TIPPED 


MASONRY DRILL 
FOR EVERY JOB! 


Extra length 
Aer 
Syyer Tutt 


21650 HOOVER ROAD . DETROIT 13, MICHIGAN 
SURPLESS-DUNN CO. 


National Distributors 
NEW YORK ° CHICAGO 


154 

















Sifene Sales of Hardware Wholesalers po ad 
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Source: Office of Business Economics, U. S. Department of Commerce. 





porcelain enamel steel fixtures, the com- 
pany charges a premium of 10 per cent 
for color, compared with what it says is 
an average premium in the industry of 
25 per cent for colored cast iron enamel- 
ware. 


* * * 


Tubeless tires—On August 1, 
a reduction of 4 per cent to 10 per cent, 
depending on size, in the retail prices 
of its puncture-sealing tubeless tire, 
was announced by B. F. Goodrich Co. 
The new prices make the retail cost 


of a 6.70 by 15 size tire, the size for 
most popular make automobiles, $24.95, 
one dollar lower than previously. 
* * ae 

Soap prices cut—On July 17, 
a reduction of 5 per cent in the whole- 
sale prices of its principal household 
soap products was announced by Proc- 
ter & Gamble Co. At the same time, 
the company said it is reducing the 
price of Crisco household vegetable 
shortening by about 5 per cent. With 
these reductions, the company said its 








Estimated Sales 
Of Wholesale Hardware Distributors* 


Monthly 1939, 1941, 1946, 1947, 1948 and 1949 


(Expressed in millions of dollars) 

















Month 1949 1948 1947 1946 «1941 1939 

| January 154 170 159 113 56 39 
| February 150 173 165 118 55 37 
| March 189 205 189 131 63 48 
| April 174 214 196 144 74 47 
May 175 195 185 148 79 52 
June 169 198 172 145 78 51 
Total First 6 Months 1011 1155 1066 799 405 274 
July 190 170 150 80 45 
August 209 173 160 83 50 
September 212 189 161 87 60 
October 220 215 196 90 60 
November 202 189 176 76 54 
December 177 177 167 78 49 
Grand Total for Year 2365 2179 1809 899 592 








| *Estimated by the Office of Business Economics, U. S$. Dept. of Commerce 
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selling prices are about 30 per cent 

below the post-war high on soap prod- 

ucts, and about 40 per cent below the 

post-war record on vegetable shortening. 
* * * 


Another freight rate in- 
crease—On August 11, freight rate 
increases averaging 3.7 per cent over 
present levels were granted unanimously 
by the Interstate Commerce Commis- 
sion. The decision continued a 5.2 per 
cent rise effective early this year and 
added the 3.7 per cent, making a total 
increase of 9.1 per cent over rates at 
the end of 1948. The railroads had 
asked for a rise of 13 per cent. The 
I.C.C. said total increases in freight 
revenues since June 30, 1946, including 
the August 11] figure, would be $3,086 
million a year, a rise of 57 per cent. 
The new rates may go into effect on 15 
days’ notice. Domestic water carriers 
were given permission to make the 
same advances at the same time, to 
preserve traditional relationships. In 
this * connection, the Commission 
sounded a warning that the higher 
rates may divert or eliminate some 
business now handled by the rail car- 
riers. The new rate increase will not 
apply to iron ore handled on the upper 
Great Lakes, or to railroad protective 
services, such as refrigeration. Also, 
advances will be held to specified maxi- 
mums on some commodities, such as: 
Fresh fruits, vegetables, and melons, 
9 cents per 100 pounds; sugar and 
lumber, 6 cents per 100 pounds; coal, 
coke, and iron ore, 35 cents per ton, 
and lignite, 18 cents per ton. 

* * * 


Flaxseed “support” is a real 
burden—Flaxseed troubles continue to 
plague official price supporters. The 
government has some 20 million bushels 
of this seed—clese to half of all last 
year’s crop. It was acquired at the 
support level of $6 a bushel, and stor- 
age has added some 35 cents a bushel 
to the cost. Losses on it, say grain men, 
will be “terrific.” Some federal hold- 
ings have been disposed of at $5.25 a 
bushel—but little, if any, more is ex- 
pected to find buyers at that price. 
The official support level dropped to $4 
a bushel at the start of August. Private 
processors have been offering only 
$3.90. Nor is flaxseed the whole story. 
The government also has some 350 mil- 
lion pounds of linseed oil (crushed 
from the seed). Purchase price plus 
storage on the oil comes to about 28 
cents per pound. Some has been sold 
for 2344 cents per pound, but the best 
offers on new-crop oil, due this month, 
are around 18 cents. The government 
put a super-high support price under 
flaxseed when vegetable oil was scarce 
—then kept it there after the shortage 
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| $3.19 Air Express cost helped this 
| wildcatter strike it rich! 








| When a pump vale goes while drilling for oil, it’s par Idle men and equip- 
ment make profits evaporate. It happened to a ‘wildcatter at 4 p.m. Phoned 800 
miles away for parts—delivered 11 P.m. that night by Air Express. 12 lbs. cost 
only $3.19. (Regular use of Air Express keeps any business moving.) 





$3.19 was complete cost. Air Express Air Express goes on all Scheduled 
charges include speedy pick-up and de-_ Airline flights. Frequent schedules — 
livery service. Receipt for shipment, coast-to-coast overnight deliveries. 
too. Makes the world’s fastest shipping Direct by air to 1300 cities, fastest 
service exceptionally convenient. air-rail to 22,000 off-airline offices. 


Facts on low Air Express rates 


Special dies (28 lbs.) go 500 miles for $4.30. 
6-lb. carton of vacuum tubes goes 900 miles for $2.10. 
(Same day delivery if you ship early.) 


Only Air Express gives you all these advantages: Special pick-u 
and delivery at no extra cost. You get a receipt for every shipment = 
delivery is proved by signature of consignee. One-carrier responsibility. 
Assured protection, too—valuation coverage up to $50 without extra 
charge. Practically no limitation on size or weight. For fast shippin 

action, phone Air Express Division, Railway ight. Fo Agency. ‘And 


specify “‘Air Express delivery” on orders. 
GETS THERE FIRST 















Rates include pick-up and delivery door 
to door in all principal towns and cities 


: ~ 
AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 
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passed. In August, 1940, flaxseed sold 
for $1.50 a bushel. 
* * 

The steel industry—Steel is a 
little harder to get today than it was 
a month ago. Purchasing agents with 
prewar experience are not so sure this 
week that steel is in for much deeper 
cuts in output according to The Iron 
Age, national metalworking weekly, 
published by the Chilton Co., publish- 
ers of Harpware AcE and other busi- 
ness publications. Nor are they so opti- 
mistic about steel prices sliding as 
they did in 1937 and 1938. They’ve got 
at least four reasons for this change in 
mind: (1) The base for steel demand 
is much broader than it was in the late 
thirties; (2) public construction is still 
climbing; (3) long-range demand has 
not collapsed; and (4) there are new 
inflationary factors in the economic pic- 
ture. On the price angle, purchasing 
men see rigid wage costs that may be 
forced up plus steel raw material costs 
basically higher than they were before 
the war. On top of these is the higher 
cost of maintenance and new equip- 
ment of an expanded steel industry. 
All this does not mean that steel is 
ready for an upswing that will wash 
out what has happened so far this year. 
But it does indicate the possibility of 


gvesTinen 
aw 





or Created by experts... 


a slight upward trend in steel orders 
that will get a boost from the fall 
seasonal factors now coming into the 
picture. The crux of it appears to be 
that steel is acting more normally and 
that future swings in output will be 
decided by seasonal factors, by infla- 
tionary or deflationary tactics and by 
the bigger place in today’s economy of 
consumer durable goods. Steel scrap 
prices are showing real signs of strength 
for the first time since they turned 
sour last January. A $2.00 a ton ad- 
vance in the top of the range at Chi- 
cago (an average advance of $1.75 per 
ton) sent The Iron Age steel scrap 
composite price up to $19.92, a 59¢ 
gain over the previous week. There is 
a strong undertone in almost all major 
scrap markets. Brokers are paying $2.00 
a ton more in Detroit and $1.00 a ton 
more in New York for No. 1 heavy 
melting steel this week. 
* * a 

Steel’s competitors in metals 
The steel industry is putting up more 
of a battle to regain or hold its demand 
in the fields where, during days of steel 
famine, other metals had “edged in.” 
One big steel producer reports gal- 
vanized sheets are selling faster for 
roofing and siding on farm buildings. 
Aluminum Co. of America agrees there’s 


W INCREASED SALES 


Model Toy 


thoroughly tested in hardware 


stores! Showmanship, salesman- 
ship, design and color add up to 
one thing—more toys sold .. . 


Numbers! 


SOUTHWEST 


STOCK Model Toys... 
a Proven Line with Tested 





“increased competition” in this field, 
which it invaded during the steel short- 
age, but vows it will hold a large part 
of the market. Galvanized steel pipe 
also is “going strong,” and some manu- 
facturers believe it is stealing custom- 
ers from copper tubing. Meanwhile, the 
aluminum and copper industries each 
eye the other’s sales to the utilities, but 
there has been little shifting recently, 
despite copper’s lowered price. 


38 ao * 


Manufacturers’ sales — The 
U. S. Department of Commerce re- 
ported recently that heavier buying by 
wholesalers and retailers had resulted 
in a $200,000,000 increase in manufac- 
turers’ sales and a drop of $500,000,000 
in their inventories in June. Sales by 
manufacturers, said the report, totaled 
$165,500,000,000 while inventories de- 
clined to $30,400,000,000. The Depart- 
ment attributed the sales increase 
mainly to increased purchases of dur- 
able goods. Sales of non-durable goods 
totaled $9,400,000,000, or a decrease of 


$100,000,000 from May. 


cad 


Some upward swings—Siill, 
a business “bounce” encourages a few 


key industries. They are wondering if 
/ t=) 


33”’ long; 11°’ wide; 25°’ high 


Weight, 16'/, lbs.; shipping weight 
22'/. Ibs. Built of durable Appala 
chian Poplar, Weltex plywoed frame 
Brilliant, non-chip, 3-coat lacquer 
finish, colors matching toy colors 
exactly! 

PRICE: $13.95, F.0.B. ROSSMOYNE, 
OHIO DENVER-WEST — $14.75 
(Display Includes 1—No. 2006 
Road Grader) 


THE 
CHARLES WM. DOEPKE 
MFG. CO., INC: 
ROSSMOYNE, OHIO. 
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Only LISTO has the patented 
“GRIP TYPE SLEEVE” 


This tapered metal sleeve grips the entire length 
of the lead. Prevents breakage and the leads do 
not fall out! Change leads instantly. Quickest, 
easiest-to-use marking pencil in the world! 


Lisro’s big, thick leads make clear, 
easily read prices on everything in your store. 
Writes on glass, metal, plastic, paper, cellophane 
—or any other surface! You’ll find merchandise 
moves faster—that you get your full price and 
profit on every item in your store. LISTO pricing 
saves clerks’ and customers’ time. Cuts out loss- 
es from costly errors at time of sale. LISTOS 
are quick and easy to use. No broken leads 

—no sharpening needed—no 
wasted stubs. America’s great 
* Marking Pencil value! 





EXTRA HEAVY LEADS 
THAT DON’T BREAK 




















in 6 coLors 
. ; An EXTRA sleeve in RED 
Ask your jobber, stationer every box of leads! nese 
. BLUE BROWN 
r paper lie 
or paper supplier for LISTO! “an ee 


Single colors to the box 





- Selling TOOL DISPLAYS 


t 
a 
, Easiest Way to Win Friends 
“and MULTIPLY PROFITS! 


i , 
‘oh Twenty selected tool assortments available, 
individually framed or in multiple assemblies. 
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Modern merchandising requires good 
displays. Tools well displayed are 
nine-tenths sold. And, as thousands of 
dealers know, when they’re Indestro 
Tools they STAY sold and sell MORE. 
Men buy tools where a complete 
selection is offered! Feature the de- 
pendable, right-priced Indestro full 
line, display it on these handsome 
yellow-and-red boards, and increased 





tool sales volume takes care of itself. 
How to Start Indestro Profits Your 
Way! These merchandising displays 
are furnished without charge with 
selected assortmert of fast moving 
Indestro Tools—no dead numbers! 
You can make your choice from 
twenty related tool assortments which 
will add frequently overlooked valu- 
able selling area to your store. 


Start by writing for the free 88-Page Indestro Catalog 











INDESTRO 20002 for Serutce 


INDESTRO MANUFACTURING CORP.,N. Kildare at Schubert, Chicago 339, Ill., U.S.A. 
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this will last. For example, there has 
been a flurry of demand for cotton 
prints. Prices have moved up half a 
cent a yard on some popular goods. 
Prices firm easily because mills have 
slowed operations to the pace of pre- 
war, when America had 18 million fewer 
people. Most cloth sellers, however, ex- 
pect no new boom; it’s just that in- 
ventories have hit rock bottom, they 
think. Executives in the non-ferrous 
metal field are asking customers 
whether their spurt in buying is just 
inventory replenishment or a real in- 
dustrial pick-up. With the buyers’ boy- 
cott broken, copper has recovered 154 
cents of its 74% cents per pound drop; 
lead has regained 214 cents after tum- 
bling 914; zinc is up a half cent after 
diving below old O.P.A. ceilings. Zinc 
and lead may rise further. Homebuild- 
ing has at last crept above the year-ago 
level. The business “bounce” also is aid- 
ing a scattering of other industries, 
from refrigerators to rayon, comments 
the Wall Street Journal. 


* * * 


Better tinplate supplies— 
Limitations on the amount of terne- 
plate and tinplate an exporter may 
ship in the fourth quarter this year have 
been removed, the Office of Interna- 
tional Trade of the Commerce Depart- 
ment announced. Of course, the govern- 
ment might change its mind about 
allowing exports of the plate, either for 


security reasons or if there should be 
a change in the domestic supply picture. 
However, now applications for fourth 
quarter exports of tinplate and terne- 
plate are being accepted, the O.LT. 
says. Increased domestic supplies of tin 
mill products allow the definite tonnage 
quotas for these two materials to be 
dropped, effective Oct. 1, the agency 
added. Exports of tinplate and terne- 
plate have previously been under spe- 
cific quotas. A tinplate quota of 145,000 
tons was allowed in the third quarter 
this year, while a terneplate quota of 
only 700 tons was set. 


* * * 


Household washers—June fac- 
tory sales of standard-size household 
washers topped quarter-million predic- 
tions to aggregate 272,200 units, high- 
est month’s sales of the year and 27.2 
per cent more than 214,000 in May, 
according to industry-wide figures an- 
nounced by the American Home Laun- 
dry Manufacturers’ Association, for- 
merly known as the American Washer 
and Ironer Manufacturers’ Association. 
June was 29.6 per cent below 386,685 
units sold in June, 1948, the industry’s 
all-time high year, but topped the 1949 
previous high, 254,300 units in April, 
by 7 per cent. Ironers sold in June to- 
taled 20,600 units, an increase of 8.4 
per cent over 19,000 in May, and 37.1 
per cent less than 32,767 in June, 1948. 





INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 19 CITIES IN THE UNITED STATES 














June, 1949 
Per Cent Change 
so June, 1949 6 mos., 1949 June, 1949 
Cities compared with comparéd with compared with 
June, 1948 6 mos., 1948 May, 1949 
California—Los Angeles —20 —20 + 6 
Oenlend ........ +13 aie = a 
re —17 + 3 
District of Columbia—Washington — 4 —16 
Illinois—Chicago .............. - — 9 — 3 
Maryland—Baltimore ...... , +12 - 3 +s 
Massachusetts—Boston ........... —7 —2 
Michigan—Detroit . ira! in ah —14 0 —14 
Minnesota—Minneapolis ....... - —1 —21 
Missouri—St. Louis ............ —16 —12 —ll 
Nebraska—Omaha -2 —7 + @ 
New York—Buffalo — 3 —7 
New York _14 “e 
Omie—-ARPON ............... ae | —13 
(0 Se oe eee —16 — 6 —13 
Pennsylvania—Philadelphia - -4 6 
Pittsburgh .. ae ee oS 
Washington—Seattle —9 — 8 
Wisconsin—Milwaukee 5 + 3 + 4 





Compiled by Bureau of Census, U. S. Department of Commerce. 

Editor’s Note: Monthly Retail Rate Reports of the Bureau of the Census are 
now limited to cities and other local areas because appropriations available for 
the year are not sufficient to develop and maintain valid data on a state-by-state 


basis. 
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Vacuum cleaners — Factory 
sales of standard size household vac- 
uum cleaners this year already have 
passed the total for all 1941, record 
prewar year of the industry, according 
to an announcement by C. G. Frantz, 
secretary - treasurer, Vacuum Cleaner 
Manufacturers’ Association. The total 
for all 1941, which was 1,670,129 units, 
was passed “at just about the end of 
July,” Mr. Frantz said. Mr. Frantz add- 
ed that despite the fact that the indus- 
try’s sales are running close to the 
average established in 1946-1948, when 
“wiping-out war-made shortages sent 
consumer buying to fantastic heights,” 
it was his belief that sales at a rate 
almost double thoe of the indutry’s 
greatest prewar year constitute a much 
more nearly realistic basis for evaluat- 
ing present selling conditions and the 
overall situation today in the industry. 


e * * * 


Gas sales in June—Total sales 
of gas by utilities to pltimate consumers 
in June were 2,315,868,000 therms, an 
increase of 3.2 per cent over sales for 
June, 1948, the American Gas Associa- 
tion reported on Aug. 1. 

* + * 


Production index—For the 
month of June, the Federal Reserve 
Board reported an industrial production 
index of 169, based on 1935-39 as 100. 
This compared with 174 for May, and 
continues the unbroken decline from 
the post-war high of 195 for October 
and November of last year. The Board 
says total industrial production con- 
tinued to fall during July, but it should 
be noted that the most recent produc- 
tion statistics have been affected by 
the “vacation” of soft coal miners, and 
their union’s arbitary restriction of the 
work week. Also, by some local strikes 
and by mid-summer weather. The 
Board’s index figures therefore are not 
a wholly reliable reflection of current 
demand. The Association of American 
Railroads said carloadings for the July 
23 week dropped 18.5 per cent below 
the like week in 1948. A total of 718,516 
cars was loaded in the week, a decrease 
of 0.8 per cent below the week ended 
July 16. The only commodity which 
showed an increase over last year’s 
loadings, in the latest week, was grain 
and grain products. 

a * * 


Construction labor costs— 
Construction labor costs are declining 
though basic wage rates are up. For 
example, the union scale for bricklayers 
in Chicago has climbed to $2.55 an 
hour from $2.40 last year. But last year 
workers were so scarce that premiums 
lifted the actual going rate to about 
$3.25 an hour—raised even further by 
a lot of Saturday and Sunday work at 
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1949 issues of Collier’s, Pathfinder, 
Parade, New York Times Sunday 
Magazine, House & Garden, House 
Beautiful, Woman’s Home Companion, 
Better Homes & Gardens, Successful 
Farming, Country Gentleman, Ladies’ 
Home Journal, True, Sunset, Household, 
Popular Science, Popular Mechanics, 
MacLean’s, American Home, and 
Metropolitan Group. 


THE NEW Onalley All-Purpose 
FAMILY FAUCET REPAIR SET 


(Comes mounted on self-selling display cards) 


More than 5,000,000 O’Malley prIP STOPPERS sold testify to the steady, 
substantial dealer-profit in this fast-moving item. Now O’Malley 
brings you a new FAMILY FAUCET REPAIR SET destined to produce even 
greater profits for O’Malley dealers. This new kit combines the 
DRIP STOPPER reamer with two NU-SEATER tools 
for installing new seats in worn faucets. 
All are companion pieces and offer you 
larger profits because of greater unit 
of sale and assured steady turnover. 
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See WATER SUPPLY EQUIPMENT E- 


DEMPSTER dealers get the jump on competition, by offering 























their customers a complete line of water supply equipment. 
Your water system profits are just beginning when you make 
beatae 9 PRODUCTS the initial DEMPSTER sale. You'll coal to make money 
Shallow and Deep Well Recipro- from the same satisfied customers for years — selling 
cating Pumps Shallow and Deep DEMPSTER’S entire line of accessory equipment and supplies. 
Well Ejector Type Pumps « Steel Find out TODAY how you can become the exclusive 





Tanks « Windmills « Irrigation DEMPSTER dealer i itory 
Equipment ¢ Distributors of Pipe, waved soomhavernnn’ 


Fittings, and Plumbing Supplies. TH py VV. 04am VE), | tem eee 








BEATRICE, NEBRASKA 


HARDWARE AGE, AUGUST 25, 1949 159 











DADO 
SAWING 
wiTH Waren 


WASHERS 


THEY ? ov wel / 
DY seul . 4 THEY DO 


When woodworkers and hobbyists see 
this amazing new invention in action 

. . they buy! The low price of $4.95, 
simplicity of operation, and accuracy 
of Micromatic adjustment—have sold 
Warren Washers everywhere, from 
Alaska to South Africa. Outstanding 
stopper display sells ’em right off your 
counter. National advertising and 
mobile demonstration units promote 
sales volume for you! Not a gadget— 
it’s a woodworker’s dream’ 


WRITE FOR INFORMATION 
WARREN DADO SAWING WASHERS CO. 


70 Medbury, Detroit 2, Michigan 














( GALVANIZED ) 


STOVE PIPE WIRE 





& 
THOUSAND 
USES! 


Handy 50 foot rolls of zine protected, 
18-19-20 gauge wire for use in home, 
garden or store. Packed in colorful dis- 
play cartons for quick, easy sale. This 
wire is also available in black annealed 
finish, coated with rust inhibiter. Packed 
in plain carton. 


GALVANIZED OR 
ANNEALED 


This soft, pliable wire is furnished in 
economical lengths. Comes in 5 lb. 
spools; 1 Ib., 2 Ib. or 5 Ib. coils. Supplied 
in W & M gauges 16 to 20. Ask your 
jobber for prices. 


PEKIN SPECIALTY CO. 


PEKIN, ILLINOIS 
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time-and-a-half. Today, with bricklayers 
readily available, the union scale is the 
maximum paid — and the average 
worker, nearly doubling his production, 
now lays about 1000 bricks daily. In 
Cleveland, carpenters have lifted their 
an hour to 
$2.52'4, and are asking still more. But 


union scale from $2.32%4 


the real going rate last year was as 
much as $3 an hour. A leading New 
York City industrial builder emphasizes 
that availability of materials nowadays, 
also has helped labor boost its pro- 


duction. 
* * © 


More “starts” in June—Con- 
struction was started on 100,000 new 
dwelling units during June. This was 
5000 above the May total and 2200 over 
June Jast year. It was the first time this 
year that starts were above the year-ago 
level. Preliminary figures for the first 
six months of 1949 show 450,000 new 
dwelling units were started, compared 
with 477,600 in the like period last year. 
Dollarwise, too, the first six months lost 
ground. F. W. Dodge Corp. says that 
the dollar volume of construction con- 
tracts awarded in states east of the 
Rocky Mountains totaled $4,467,676,000 
in the first half of this year, a drop of 
6 per cent from a year ago. However, 
this leading construction research or- 
ganization said, the total was the high- 
est first-half volume on record, except- 
ing the first half of 1948. 


* ¥* * 


Commodity Prices—The week- 
ly wholesale commodity index of the 
Bureau of Labor Statistics showed a 
one per cent decline in the week ended 
July 26. Drops in farm prices and foods 
were responsible. Lagk of mill buying 
of wheat, and reports of record stocks 
of corn and oats created bearish senti- 
ment, and grain prices declined during 
the week. Hog and steel prices also 
declined, while dotton prices were the 
lowest they have been since Nov., 1948. 
At 152.8 per cent of the 1926 average, 
the index is 9.6 per cent below the 
comparable week in 1948. The decline 
in the July 26 week cancels increases 
in the index in the two preceding weeks. 


* * % 


About Farm Prices—The Bu- 
reau of Agricultural Economics report- 
ed the farm “parity ratio” has fallen 
to 102, its lowest point since March, 
1942. The 
the index of prices received by farmers, 


“parity ratio” is the ratio of 


to the index of prices they pay. The 
index of prices paid, including interest 
and taxes, declined one point during 
the month ended July 15, to 244 per 
cent (of the 1909-14 base). This index 
is now seven points below the record 
Jevel a year ago. The drop in the prices- 
paid index is due to lower building 
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BIG PROFIT ITEMS 








Contains Mutton Tallow 
A SUPER PRESERVATIVE AND ADHESIVE 
ON ALL POWER MACHINERY BELTS 
Stops V-Belts from Squeaking 


Homogenized 
Pure Neatsfoot 


Processed from beef ani- 
mals. ‘Is Best for Leather 
In all Kinds of Weather.”’ 
Use it on work shoes, 
boots, belts, saddles. lug- 
wage, and all fine leather. 
Made in 3 grades: Pure. 
Prime, and No. 1. 








SOFTENS a5 PRESERVES 
“d teaver ( 
’ NEATSLENE CO. 
Ow ann wtee D 











LIQUID 
SADDLE SOAP 
ANIMAL SHAMPOO 
HAIR DRESSING 


Manufactured by 
Neatsiene Co., Omaha 8, Nebr. Roy W. Shepard ‘‘Shep’’ 








PRINTED CELLOPHANE 


Colorful - Self Adhesive - Cellophane. processed 
in Rolls. Easy to buy - Easy to apply - used for 
Packaging - Point of Sale advertising - Parts mark- 
ing and Aurcraft Wire terminal identification. 


TOPFLIGHT TAPE - YORK, PA. 





per carton (36) ...... $2.00 each 
cota 6 cartons or over...... $1.80 each 


es «639 GROVE AVE., VERONA, N. J. 





ALL-PURPOSE-HOLDERS 


Holds anything from toothbrushes or 

scissors to tools, brushes or large 

brooms. Sturdy nickelplated wire 

with screws. Small size to %” dia. 

Large size to over 1” dia. 10¢ ea. 
3 for 25 











E. & J. ENTERPRISES, INC. 











Gripper Clips 


ype e. ad rat. CBee 
Small and large “ - 
sizes for holding 
tools, garden im- 


large and 1 doz. 
small. iL. Retails at 
10¢ eack. Circu- 
lars on request. 














Electrify Your Hand Elevator 
with this Power Unit 
Saves operator time 
and labor. "Lifts 
from 1,000 to 2,000 
Ibs. with ease.” 


Elevator Power 
Units. Electric Elevators. 





Dumb Waiters. 
Write for information and prices. 


DAVIS & NEWCOMER 
Electric Elevator Co., Fostoria, O. 
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costs for home construction and for 
production purposes. which offset slight- 
ly higher prices for some feeds. The 
index of prices received by farmers 
dropped three points to 249 per cent 
of its 1909-14 base, due mostly to price 
declines during the month for cattle, 
wheat, potatoes and apples. These price 
drops more than offset slightly higher 
prices for feed grain and hay, truck 
crops, dairy products, hogs and eggs. 
eo * + 

Store sales in June—Sales of 
all retail stores, as a group, in June 
declined about one per cent from May, 
after adjustment for seasonal factors 
and trading day differences, the Com- 
merce Department announced. The drop 
from sales of June, 1948, was 1.2 per 
cent. Sales of durable goods stores in 
June were the strong point. The auto- 
motive group, with sales of $1,830 mil- 
lion, was the leader, with a $15 million 
increase from May and a $499 million 
increase from June last year. Building 
material and hardware store sales in 
June were up $15 million from May, 
but were down from June, 1948. Home- 
furnishings sales dropped $5 million 
from May to June. Trade at retail stores 
has been relatively stable since the be- 
ginning of the year, the Commerce De- 


partment said. In the first six months, 
the total variation in the adjusted in- 
dex from the first six months of 1948 
has been only one per cent, it added. 
Largely due to increased activity in 
the automotive group, sales of durable 
goods stores rose steadily in this period, 
offsetting a decline of about 4 per cent 
for the non-durable goods stores. From 
another agency, the Census Bureau, 
comes word that dollar sales of some 
14.000 “independent” retailers in June 
showed a 2 per cent decline from those 
in May, and a 4 per cent decline from 
June last year. Lumber and_ building 
materials dealers reported sales gained 
1 per cent in the May-June comparison. 
* * * 

Department stores — Dollar 
volume of U. S. department stores in 
thé week ended July 23 averaged 11 
per cent below the like 1948 period, 
Reserve 


Sales in the Richmond, Va., area were 


the Federal Board reported. 
7 per cent above a year ago. The other 
11 Federal Reserve districts reported 
decreases, ranging as great as 15 per 
cent. For 1949 to date. department store 
volume has averaged 5 per cent under 
last year. t oe 8 

Admiral’s huge gain — Ad- 


miral Corp.. reporting recently for the 
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‘CAULKING 






Caulking Guns 
and 


mm VITAL Cartridges are filled 
by leading caulk manv- 
facturers and supplied by 
your jobber. 


Adin 


VITAL interchangeable nozzles—for 
every size and shape of caulk strip, 
from 1/16” up. 


VITAL PRODUCTS MANUFACTURING CO. 
7500 QUINCY AVENUE CLEVELAND 4, OHIO |] 











i. 








Glige=SIN-A-CHAIR 
— Rung Fastener 
A 

Steady 

Seller 


Retails 10 On a Card 
for 15¢ 


This has been the favorite rung 
repair for many years. Order some 
at once from your jobber. If your 
jobber can’t supply you, write us. 


Also SAV-A-SEAT Chair Braces 


50¢ each retail, 








FULTON PRODUCTS CO. 


Bernardsville, N. J. 
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PROFITABLE, 
STEADY SELLING 


second quarter, and for the first half 
of 1949, offers an enviable picture. Sales 


in the quarter, ending June 30, were 


EN | S $29,597,308, compared with a year-ago 
showing of $15,382,176. Commenting on 


assok i 


CONVENIENT 
ATTRACTIVE 
DURABLE 


D 





Dr 


iis 


ye aed 


rsous 





TURNBUCKLES ASSORTMENT 


52 Turnbuckles in 10 fastest selling 
sizes, individually boxed. Attractive 
sturdy all metal display panel is 14” 
x 16”, silk screen printed in two colors. 
A complete line of stock Eye 


and Eye, Hook and Eye, and Hook 
and Hook Turnbuckles available. 






EYE BOLT ASSORTMENT 


| 12 each of 10 sizes of Eye Bolts most 
called for. Individually boxed. Beauti- 





TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
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the first half showing, L. C. Park, trea- 
surer, said both sales and earnings for 
this period were the highest ever at- 
tained by the company. Sale for the 
first half totaled $53,110,405, an in- 
crease of 94 per cent over the corre- 
sponding period last year. 
mm * * 

Motorola sales—A six month 
peacetime sales record of $33,822,368, 
or nearly seven million dollars greater 
than the corresponding figure for 1948, 
was recently reported by Motorola, Inc., 
Chicago, Ill., radio and television set 
manufacturers. 

| Thor Corp.—Sales of Thor 
Corp., Chicago, Ill., manufacturer of 


| home laundry appliances reported net 

sales of $6,318,344 in the second quar- 

ter of 1949 as compared with sales of 

| $9,695,320 in the same period last year. 

Sales for the first half of this year 

totaled $11,241,378, as compared with 
a volume of $18,920,909. 
+ + . 

Burgess Battery Co.—Sales 

for the quarter ended June 30, 1949, 


for the Burgess Battery Co., Freeport, 
Ill., totaled $2,376,543 or a gain of five 
per cent over the same period a year 
ago. This includes sales of batteries, 
flashlights, electric paint sprayers and 
electric tools. 


Custom Neuse Guide 


Custom House Guide, Box 7, Station 
P, Custom House, New York City 4, 
offers a drastically revised issue of the 
Custom House Guide for the purpose 
of providing the foreign traders 
throughout the United States and 
abroad with the latest information. In- 
cludes the new United States import 
duties as provided in the General 
Agreement on Tariffs and Trade, in ad- 
dition to all President’s Proclamations 
and changes by Acts of Congress. It 
covers also the Internal Revenue Code; 
Port activities; facilities, changes, and 
a directory for shippers and those in 
allied trades; and special sections for 
Canada and Philippines. A monthly 
supplement and a free Readers’ Infor- 
mation Service for the benefit of sub- 
scribers is maintained by John E. 
Budd, editor and publisher. Latest 
progress in domestic and foreign air 
commerce is recorded in Air Transpor- 
tation and Air Shippers’ Manual, a 
specialized directory also issued by Mr. 
Budd. Including the monthly bulletin 
the book is $25, plus postage. 























"Seems to me if you knew anything about the hardware business you'd know 
what | mean by a thing-a-ma-jig that fits on the what's-it of a small gadget.” 
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7 “¢ ROD: BLANKS 
sane, MAKE AMERICA’S FINEST FISHING RODS 


ers and 
10 Fresh Water Modes ¢ FAST ACTION! Be Sure Its Genuine Sla-fler 
alt Water els 
i ew Mowet + QUICK RECOVERY! 
* MAXIMUM STRENGTH! 


Station iit te 
City 4, PA - MINIMUM WEIGHT! 
> of the i - WILL NOT “SET”! 






























purpose THE HIGHEST QUALITY FERRULES ESPECIALLY DESIGNED FOR det inidie dda 
traders EACH BLANK, EXPERTLY MOUNTED ON ALL FRESH WATER MANENTLY 
ogee cantina Gear Ohana Write for Price Lest ON THE BUTT OF EVERY BLANK. 
gles PaciFic LAMINATES - 1550 NEWPORT AVE., COSTA MESA, CALIF. 
General 
, in ad- peceneesmasoce ~ - 
mations 
ess. It 
- Code; 
es, and Write today 
10se in for new low 
7 WEXFORD : tafe 
ms for a descriptive 
nonthly NYLON CASTING LINE poner 
Infor- line 
»f sub- 
os E. MAGIC SENTENCE THAT SELLS: 
atest 
bager “WEARS UP TO 3 TIMES LONGER... AVERAGES 
anspor- 7 TIMES MORE WATER RESISTANT!?”’ 
ual, a Proved by Independent Tests __ WIRE ROPE CLIPS 
| High d iron Mae & 
a! — steal 6 Mg ged taidianans 


ulletin ye 
Shahn we FISHING TACKLE 


HONOR BUILT FOR OVER FIFTY YEARS 


MOLINE STEEL TACKLE 
BLOCKS 


Strong, Sturdy, Dependable 


Made with heavy steel side plates and 
U-brackets . . . strong, oversized forged 
steel hooks. Single, double and triple 
sheaves for '/."' to |'' rope. Oval pat- 

: tern for manila rope . . . diamond 
| f pattern for wire rope. Sizes 4"' to 14". 
| 4 Also furnished with heavy steel shackles. 


HEAVY DUTY LOAD BINDERS 
Double swivels for complete flexibility. 
3 sizes; No. 744 for '4,"' chain; No. 745 
for %"' and '/,"" chain; No. 746 for '/," 
chain and over. 





winnow Brusi WAG CSCR) Ce a 
and SQUEEGEE 


There’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. Over 

All made of Du-Pont Cellulose Sponge. Write or phone 70 Years 
your jobber today. of Service 


MINUTE MOP (0. ST ee WE SHIP QUICK! 5 q pees = Sis 


The beauty of Heller Fixtures, the attractiveness 


THISISIT! even FIXTURES 24, 
wt : a they impart to your merchandise, draws trade to 














DRAWING POWER 






Gabe. Pitt +- your store—Extra profits are yours 
ial i Ee 


9 pyres : i katy + ¥ 
2g , : QUALITY 
ree : Years and years of satisfactory service are built 
_ = ¥ . into Heller Fixtures. New, modern, MULTI-LEVEL 
’ = Pein : VALUE 





and conventional styles—Come to our factory and 
see two model stores completely merchandised. 


NEW LOWER PRICES, makes it easy for you to 
buy. Send sketch of your store for free store 








a... pian and estimate. Ask for large catalog #49. 
— WELLER W. C. HELLER & CO. 
now STORE 1050 Bryant St. Montpelier, Ohio 
yet.” FIXTURES! Designers and manufacturers of Hard- 
ware Store fixtures exclusively since 1891 
949 
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$ 50% 


1899-1949 





HEATERS FOR ANY GAS 
. AGA Approved 


A model you'll want to feature at this time. 
Attractive, modern design, constructed of brass, 
highly polished and lacquered. Solid white back- 
wall. 17%” high 24” wide 7” deep. 20,000 B.T.U. 
No. 1695-S for Natural and Mfg. Gas 

No. 1695-SB for LP Gases 


FULLY VENTED 
Model 915-V 


A beautiful, modern de- 
sign engineered for high- 
est efficiency. Eliminates 
wall and window sweat- 
ing. Finished in brown 
vitreous enamel with 
maple trim, bottom grille 
of chrome. Has side ac- 
cess door and pilot. 19” 
high 12” wide 9” deep. 
15,000 B.T.U. 





There are many other Armstrong Gas and 
Electric Heater models. 


Order from your Jobber or write for literature 
ARMSTRONG PRODUCTS CORP., Dept. HA, Huntington 12, W.Va. 








WHEN YOU WANT TO BE HEARD 





Speak to the right “class"—in 
the Classified Opportunities 
Section of 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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Cutout figures of cavorting oversize flies helped dramatize this Ernst Hard- 
ware window display featuring screen doors, screens and related lines, last 
summer. Note that prices and sizes are clearly indicated. 


Giant Cutout Flies Help Sell 
Screens and Accessories 


HESE vicious-looking, oversize 

cardboard flies serve three pur- 
poses for Ernst Hardware Co. of 
Seattle, Wash. They are a sure- 
fire device for attracting the atten- 
tion of customers to both the win- 
dow and interior screen door dis- 
play. And they dramatize the im- 
portance of screens as a health pro- 
tective Finally, of 
course, they sell screen doors and 
accessories. 


necessity. 


Done in Store 


This window display pictured 
here appeared last summer in the 
main downtown store of the Seat- 
tle firm. The flies were the creation 
of the store’s sign painter. Though 
most hardware stores would not be 
likely to have a similarly talented 
individual in their employ, Carl 
Sandquist, advertising manager, 
points out that such a job could 


be done by an independent illus- 
trator at relatively modest cost. 

An interior display which car- 
ried the story further was built 
around a pillar, with a special fix- 
ture for fittings and accessories at- 
tached to the side. 


Take It This Way 


(Continued from page 88) 


all customers who buy at the same 
prices. He must get a proper turn- 
over on his money to operate effi- 
ciently. He must protect his prof- 
its—and prompt payments pro- 
mote profitable progress. 
Consider the slow payer. He 
is being given an opportunity. 
Slowness in payments is a symp- 
tom that something is wrong some- 
where—in the operation of his 
business—the merchandise turn- 
over—the overhead etc.—and re- 
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POINT DRIVER 





There are no substitutes for quality— 
stock and sell genuine RED DEVIL tools. 
Complete Catalog Available 


GLAZIERS 
RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A. POINTS 











“ROYAL joint FASTENERS 


— PRE-SOLD VIA NATIONAL ADVERTISING! 













BR Y Ait 
< 





INU 
pRECISION ALUN made to give | WAYS TO PROFITS 





























; extra strength. Available in | IN-DEMAND SIZES! 
adjustable and standard types... a | 
level for every use. | SEE YOUR JOBBER— OR CONTACT-— 


INDEPENDENT METAL STRAP CO., INC. 
ESTABLISHED 1907 « 232 THIRD ST., BROOKLYN 15, N.Y 


wae oy 


HALL LEVEL & MFG. WORKS paicision sevens 





AUSTIN, TEXAS 








Glamorized | GARDNER’S No. 934 SPRING CASE 
MEAT BLOCKS 128 Selected Springs . . . 40 Sizes 


. . each size in individual 
coded compartments of sturdy 















added to our family metal case with hinged lid. 
° | Gardner’s Stock 

of Rio Grande Springs are made to 
precision standards 

Woodenware and are plated. 


Larger assortments 
Hand decorated meat blocks include Gardner's 


f laminated Northern hardwood, No. 932 Four-Drawer, 


° “ Q29 “tl 
mounted on ball feet for ease of handling. Sizes: 8'' and 10". and No. 933 Two- 
P Drawer Cabinets. 
Our Rio Grande Family — Lazy Susans, trays, salad bowls, fruit Complete informa- 
are snack bowls, individual bowls, dinner plates, salt and pepper tion on request. 
shakers. 


GARDNER WIRE CO. 
5039 W. Lake St., Chicago 44, Ill. 


2421 McKINNEY AVENUE HARDWARE SPECIALTIES SINCE 1909 


DALLAS 4, TEXAS 

















When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes It?” 
look in the General Directory Section of the “Who Makes [t?” | 








OVER 80 YEARS' EXPERIENCE 


PRIEST’S 
CLIPPERS 


Triple plate—copper, 
nickel, chromium finish. 
Ball bearing, easy action. 








Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE || 


100 East 42nd St. New York 17, N. Y. 


Over 80 years’ experience. 


ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 




















BE WISE...BUY BRUSHWISE BRUSHES! 



























Before you place your next order 
for PAINT BRUSHES write for our 
New Catalog and Price List. 
Attention Salesmen! Territories Over. 


“BRUSHWISE 


CORPORATION 


tf 
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| Known the World Over | 














Rub it in... 
Level it off ... 
THE DAMAGE IS GONE 





DECTO-STICK 


FURNITURE 
REPAIR KIT 


Effaces dents, nicks and gouges on 
natural-finished or stained wood- 
work - radios - furniture - leather, etc. 


Easily Applied. No heat. Will not 
bleed or shrink. Can be blended. 
Lasts as long as the wood. Takes any 
finish. No drying time required. 
Display card holds 12 cello- 


phane envelopes contain- 
ing one stick each; dark 


mahogany, light mahogany, 
walnut and maple... and 
scraper, 

— ASK YOUR JOBBER — 
 DECTO PRODUCTS CO. - SALEM 2 MASS. 
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quests for payment are like warn- 
ing pains, a signal to correct what s 
wrong. Such requests should not 
be resented. They do not neces- 
sarily imply any reflection. The 
only time there might be any re- 
flection is when there is careless 
neglect of debts and requests for 
payment and when there is un- 
called for failure to cooperate with 
the creditors on friendly and fair 
settlements. It is not at all un- 
usual for credit men to be very 
helpful to slow payers not only in 
arranging fair settlements of past 









American Hardware Manufac- 
turers Assn., 97th semi-annual con- 
vention to be held jointly with the 55th 
annual convention of the National 
Wholesale Hardware Assn., Oct. 
10-13, 1949, at the Marlborough-Blen- 
heim Hotel, Atlantic City, N. J., 
Arthur L. Faubel, 342 Madison Ave.. 
New York City, is secretary-treasurer 
of the manufacturers’ association. 
Thomas A. Fernley, Jr., 505 Arch St., 
Philadelphia, is executive secretary of 
the wholesaler’s association. 

Builders’ Hardware Exposition 
and annual convention, Oct. 3-6, 1949, 
at the Hotel Statler, New York City. 
Sponsored by the National Contract 
Hardware Association and the Ameri- 
can Society of Architectural Con- 
sultants, 420 Madison Ave., New York 
City; John R. Schoemer, managing di- 
rector. 

Industrial Supply Convention, 
May 22-24, 1950, at Atlantic City, N. J. 
Conference booths at the Public Audi- 
torium. Convention is sponsored jointly 
by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
R. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 


Supply & Machinery Distributors’ 


CONVENTIONS 


due debts but in helping to correct 
what causes the slowness. 

It is always best to approach 
every problem in the spirit of co- 
operation. Every business, _ re- 
gardless of size, is a part of the 
nation’s economic structure. They 
all perform a service to society. 
The soundness and smooth oper- 
ation of the economic structure 
depend to a great extent on co- 
operation and good will. Any- 
thing that promotes and increases 
that constructive spirit should be 


done—quickly and willingly. 


COMING 









AND 
EVENTS 













Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 


National Contract Hardware 
Assn. national exposition and annual 
convention with the American Society 
of Architectural Hardware Consultants, 
Oct. 3-6, 1949, at the Hotel Statler, 
New York City. John R. Schoemer, 420 
Madison Ave., New York City, is man- 
aging director. 

National Hardware Show, Oct. 12- 
15, Grand Central Palace, New York 
City. Frank M. Yeager, 331 Madison 
Ave., New York City, is the director 
of the show. 

National Sporting Goods conven- 
tion and show, Jan. 22-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar- 
vin Shutt, secretary. 

National Wholesale Hardware 
Assn., 55th annual convention held 
jointly with the 97th annual convention 
of the American Hardware Manu- 
facturers Assn., Oct. 10-13, 1949, at 
the Marlborough-Blenheim Hotel, At- 
lantic City, N. J. Thomas A. Fernley, 
Jr., 505 Arch St., Philadelphia 6, Pa., 
is executive secretary of the wholesalers’ 
association. Arthur L. Faubel, 342 
Madison Ave., New York City 17, is 
secretary-treasurer of the manufacturers 
association. 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


‘a MARSHALLTOWN 
AGP wre um } 





























SUPERIOR @ Sold by leading jobbers 
FAUCET ' | 
INSERTS 

Stop Faucet Leaks 















YOUR 
JOBBER 


Make old faucets TODAY! 


STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 


Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 


better than new 





SUPERIOR VALVE MFG. CO. 
CLEVELAND 15, OHIO 




















Women Love the new 
When YouAre Looking 


For a Certain Product 





fecause t includes all the 
tis thy ed fn 


and only the trade-name is known— 
look in the General Directory Section 






oe ” 7 
of the “WHO MAKES IT?” Number Yes, the makers of the famous Hoover 
of HARDWARE AGE for that par- Cleaner asked women what they / 
ticular trade-name. You will fin: it wanted . . . designed the Hoover Iron 
- . to meet their requests. It’s a brand- Retail 
listed alphabetically under the prod- new work saver with a qread old etai 
uct heading of the item in question. name! Cash in on it! THE HOOVER Price 


COMPANY, North Canton, Ohio; 
Hamilton, Ontario, Canada. 





There alongside the trade name you 
will find the name of the manufac- 
“turer who makes it. The address of O-PACK JR. 
the maker will also appear with the . 
firm name arranged alphabetically in 
the same list. 


/ 





1 No. 9 Caulking Gun 
2 Caulk Cartridges 
Packed In Display Carton 


ony $3.50 us 
HARDWARE AGE SEAL RITE CAULKING CO., INC. 


LOS ANGELES 44, CALIF. DETROIT 21, MICH. BROOKLYN 22, N. Y. 
| 6001 So. Gramercy Place 6335 Lyndon 192 Green St. 


Keep this Merchandise Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 





100 E. 42nd Street, New York 17, N. Y. 








| World’s Largest Producers of Caulking Materials 
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MAYES GUARANTEES ACCURACY, SERVICE 
ASK YOUR DEALER *AND DURABILITY: Los 


maves toors MAYES BROS.TOOL MANUFACTURING CO..Inc. Port Austin.Micu. 
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assified Aduertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted. etc. 


Each additional word 


Positions Wanted 
(Special Rate) set solid, maximum, 


Allow Seven Words for Keyed Address 
or Your Address 








Set solid, maximum, 50 words...... - $5.00 


words $2.00 
‘Each additional word......... 05 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. 
previous to date of publication, 


Address your correspondence and replies to 


100 East 42nd St., New York 17, N. Y. 


Classified forms close 15 days 


HARDWARE AGE 


Classified Opportunities Dept. 




















A LARGE HARDWARE DISTRIBUTOR IN 
THE DEEP SOUTH 
with a complete building material department, de- 
sires the services of a man for builders hardware. 
Must be qualified to handle blueprints, also to 
contact architects and contractors, with ability 
to close sales. State age, experience, salary and 
any other information you think necessary to se- 
cure this position. Replies held confidential. 
Address Box N-400, care of HARDWARE AGE, 
East 42nd St., New York 17, N. Y. 





Wanted—Several Retail Hardware Men 


with managerial ability for chain of retail hard- 
ware stores. Excellent opportunity for right 


men. Write p&rticulars as to experience and 
age. Do not apply in person. Replies held in 
confidence. 


THE WRIGHT STORES, INC. 
32 JONES STREET NEWARK 3, N. J. 














[Sales Representatives Wanted | 


SALESMEN CALLING ON 
DEPARTMENT STORE, FACTORIES, 
FARMS, PAINT STORE, AND CONTRAC. 
TORS to handle full line of Paints, Enamels and 
Varnishes. 10% Commission. Excellent opportuni- 
ties and territories protected. Write details, 
— connection, territory covered. Bissell 
arnish Company, 277 Mountain Grove Street, 
Bridgeport, Conn. 





HARDWARE, 








WANTED 


Old established, Al yp of paint brushes, 

ganizing and expanding 

ond © would like to hear from 

capable salesmen of high calibre to 

represent it in several desirable pretented territories. 

Libera} straight commission basis. Replies held in 

strict confidence. 
Address Bex N-295, eare HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


its sales organization, 
experi 








DISTRICT SALES AGENTS 
WANTED 


WE ARE OLD-TIMERS IN THE MANUFAC- 
TURE OF BUILDERS' HARDWARE (LOCK- 
SETS) AND ARE NOW EXPANDING OUR 
SALES ORGANIZATION, MAKING ROOM 
FOR SEVERAL CAPABLE YOUNG MEN. 
KNOWLEDGE OF BUILDERS' HARDWARE 
IS DESIRABLE AS WELL AS FOLLOWING 
AMONG HARDWARE DEALERS AND LUM- 
BER YARDS. GIVE FULL DETAILS. 


Address Box N-375, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








(City of about 300,000) | 


100 | 





SALESMAN CALLING ON THE_HARD- 
ARE, FURNITURE, AND APPLIANCE 
TRADE, as well as other outlets, for Magazine 
Type Heaters. Commission. Name territory de- 
sired. Address Box N-396, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 


SALESMEN WANTED. NEW_ SCREEN 
AND STORM SASH FASTENER. Liberal 


dealer’s profit and salesmen’s commissions. Some 
territories still available. Write King-Chippewa 


Company, 2517 California Avenue, St. Louis, 
Missouri. 
SALESMEN NOW CALLING ON HARD- 


WARE AND LUMBER DEALERS to handle 
fast selling, new hardware item. Salesmen in 
test territories now selling 70% of calls made. 
Liberal commission, and protected territory to 
right men. Write giving qualifications, territory, 
and lines handled. Address Box N-395, care of 
per AcE, 100 East 42nd St., New York 17, 





SALESMEN, FACTORY REPRESENTA. 
TIVE OR JOBBER SALESMEN who _ might 
want to carry Side Line in following States: 
Michigan, Missouri, Wisconsin, Minnesota, Iowa, 
Tennessee, New Jersey, North Carolina, South 
Carolina, Georgia, Florida, Louisiana or Virginia. 
You show the dealer ,goods and get orders, we 
mail goods, collect money and your commission is 
paid upon our receipt of your orders; all corre- 
spondence confidential. Address Master Labora- 
tories, Beaver Falls, Pa. 


DISTRIBUTORS AND 
WANTED now calling on Hardware Dealers, 
Jobbers, and Lumber Yards. Handle Proven, 
Ready To Use Industrial Woodworking Glue now 
packaged for retail trade. Most territories open. 
Sound proposition for distributors. 10% Commis- 
sion for Salesmen. Supply full details, territory 
covered, etc. Address Box N-394, care of Harp- 
ware Ace, 100 East 42nd St., New York 17, N.Y. 





ADDITIONAL INCOME 


Wanted Side Line Salesman calling on hard- 
ware, department store and garden supply 
stores to handle fashionable line of Boot 
Scrapers having year round appeal, fire place 
grates, and floral display iterns. Commission 
basis. 
Address Box N-398, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SIDE LINE SALESMAN CALLING ON 
Hardware Stores, Appliance Stores, Housefurnish- 
ing Stores. 10% Commission. Address Box N-391, 
care of Harpware Ace, 100 East 42nd St., New 
zor i7, BR. FY. 


WHOLESALER WANTS SALESMEN 
WITH FOLLOWING to call on Retail House- 
ware and Hardware Stores in New York, New 
Jersey, Connecticut and Pennsylvania. Sideline 
men considered. Replies held in strict confidence. 


| Address Box N-390, care of Harpware Ace, 100 


Ltd., 





SALESMEN 


} 








East 42nd St., New York 17, N. Y. 


WANTED SALESMEN—NOW CONTACT- 
ING RETAIL AND WHOLESALE BUILD. 
=R’S HARDWARE 


AND LUMBER 
ACCOUNTS can make $200 extra per month 
handling established builder’s hardware line. East 
ern and Southern territories open. Write: 


Parlyn, 
5396 Alhambra Ave., Los Angeles 32, Calif. 


SALESMEN HAVING ESTABLISHED 
FOLLOWING among hardware dealers, depart- 
ment stores and/or plumbing and heating con- 
tractors, to take orders for our line of Pipe, 
Pipe Fittings, Gym Play Sets, Clothesline Poles 
and Props, Steel Fence Posts, Cattle Guards, 
etc., on attractive commission basis. Write, giv- 
ing complete information, including lines now 
carried and territory covered. Address Box N-354, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 








WE WANT 
REPRESENTATIVES AND DISTRIBUTORS 


ALL TERRITORIES OPEN 


New aluminum wall tile in complete home kit for self 
installation. New simple, safe, fast installation method. 
Packaged 6 sq. ft. in beautiful display box with trim 
tiles and tube of adhesive. Many uses in all homes. 
Only package of its kind. 6 colors. Looking for distri- 
bution thru Hardware, Paint, Builders Supply, Floor 
Covering, Trailer Supply distributors or representatives 
covering above outlets. Good export and direct mail 
item. Retails $5.49. Profitable deal to all. Write 


ALAN NIEL TILE CORP. 
MFGRS. ‘FASTILE’ 
4658 ATOLL AVE., VAN NUYS, CALIFORNIA 
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(Sales Representatine Warked] [Sales Repunentation Wanted] (Recounts Wonked 


SALESMEN WANTED. MANUFACTURER | 
OF BRAIDED CHALK LINE desires Commis- 
sion Salesmen in all territories. Reply Box N-381, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


CUTLERY MANUFACTURER HAS STATE 
OF PENNSYLVANIA TERRITORY OPEN for 
Salesman to sell to sporting goods and hardware 
retailers. Many accounts already established. 
Straight commission. Must have own car. Reply 
Box N-389, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





REPUTABLE METAL CABINET MANU- 
FACTURER DESIRES SALESMEN for All 
Territories. Can be handled as profitable sideline 
on liberal commission basis, Write in detail stat- 
ing lines you now carry. Address Box N-402, 
care of Harpware Acez, 100 East 42nd St., New 
York 17, N. Y. 








SALES REPRESENTATIVE—to sell Fine 
Line of Syndicate Paint and Varnish Brushes to 
the Chain and Wholesale Hardware Trade, par- 
ticularly suitable as sideline, good earnings, ex- 
cellent opportunity with established manufac- 
turer, leads furnished, many territories _ still 
open. Address Box N-399, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





EXCELLENT OPPORTUNITY FOR SALES 
REPRESENTATIVE. Old Established Reputable 
Screw and Bolt Distributor has several territories 
available for side line salesman calling on manu- 
facturers and consumers. Commissioti. Write 
giving territory, experience, age, etc. Address Box 
N-368, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





SALES REPRESENTATIVE WANTED. 
Complete line of finest-quality cylindrical entry 
and interior door locks in low price range. Key- 
in-knob set—push button control—split spindle 
action. Immediate recognition and acceptance. 
Want commission representative with established 
following | among Jobbers and Contract Dealers. 
Non-conflicting builders’ hardware sidelines may 

carried. Several territories open. Please state 
full particulars. Confidential. Address Box 
N-382, care of Harpware Acz, 100 East 42nd 
St., New York 17, N. Y. 





WANTED: MANUFACTURERS REPRESEN- 
TATIVE, well acquainted with Building Supply 
Retail Trade. To handle long line of Locksets 
and Builders’ Hardware on a straight commis- 
sion basis. Give complete details. All letters 
strictly confidential. Write to Box N-392, care of 
i Acz, 100 East 42nd St., New York 


SALES REPRESENTATIVE 
Salesman calling on hardware jobbers to seli | 
builders hardware specialties. One stocked by 150 
jobbers, some since 1940. Fast selling . . . repeat | 
item . . . 10,000,000 can’t be wrong! 10-15% | 

| 
| 


WANTED. 


commission. Write fully. Address Dodge Sales 
Company, 1938 Rowley Ave., Madison 5, Wisc. 


SALES REPRESENTATIVES FOR NEW 
YORK FIRM WANTED to sell Plumbing Spe- 
cialties and Heating Supplies to hardware stores 
and plumbing contractors. Various territories 
open. Replies strictly confidential. Address Box 
N-397, care of ARDWARE AGE, 100 East 42nd 
St., New York 17, N. Y. 


NEW YORK CONCERN SEEKS CAPABLE | 
SALESMEN ESPECIALLY IN Southern States | 
to call on retailers in hardware, sporting goods, | 
War Surplus (Army & Navy) pawn broker, etc., 
with profitable selling line of pocket and hunting 
knives, also shears, scissors, kitchen knives, 
novelties. 10% commission. Give full particulars 
in first letter. Address Box N-405, care of Harp- 
ee Ace, 100 East 42nd St., New York 17, 





EARN EXTRA MONEY FOR SECURING 
LEADS. If You are now calling on hardware, 
paint and wallpaper stores or lumber dealers, you 
can create extra income simply by recommend- 
ing our established line of Advertised Quality 
Paints. We close deals on leads provided by you 
and pay you a fixed sum and commission. All 
replies confidential. Address Box N-404, care of 
oe AGE, 100 East 42nd St., New York 
i, ms Se 





—— || 


Accounts Wanted | 


ACCOUNTS WANTED BY MANUFAC. | 
TURERS REPRESENTATIVE covering Several | 
Southwestern States. Calling on wholesale plumb- | 
ing and heating and hardware jobbers. Interested 
in general line of brass goods, pipe fittings and 
valves, copper tubing and fittings, cast iron and 
vitreous plumbing fixtures, etc. We produce the 
business. Address Box N-388, care of HARDWARE 
Acz, 100 East 42nd St., New York 17, N. Y 








HARD HITTING MANUFACTURERS’ 
REPRESENTATIVE traveling three men through- 
out New England would like a good line of front 
door handles and locksets to complement other 
nationally known lines now carried. e call on 
well-rated retail stores, jobbers and lumber yards 
at least eight times a year. Also have a large 
Boston warehouse. Address Box N-336, care of 
Hardware Age, 100 East 42nd St., New York 17, 
mm. Ss 








SALES REPRESENTATIVES WANTED 


Well Rated Power Lawn Mower Manufacturer with 
best product in its fleld (including Leaf Pulverizer 
Attachment) is revising distribution system and has 
Openings fur a few OUTSTANDING Sales Represen- 
tatives in Choice Territories. Your application will be 
treated in strict confidence and no contacts made with- 
out your permission. Write full details and send 
recent photo to Sales Manager, Box N-323, care 

ag at ee AGE, 100 East 42nd Street, New York 














YOUNG AGGRESSIVE SALES MANAGER 
will Direct Sales and Advertising for additional 
manufacturer on a commission basis. Has na- 
tional reputation and following. Prefers plant 
within 500 miles of New York. Must make 
products sold to hardware, automotive or indus- 
trial accounts. Due to close contacts will per- 
sonally handle national wholesalers, chains and 
mail order houses. Address Box N-339, care of | 


Harpware Acz, 100 East 42nd St., New York | 
17, N. ¥. 





SELLING IS OUR BUSINESS. A complete 
sales force at your disposal SAM WEISMAN 
SALES ORGANIZATION. Direct factory rep- 
resentatives. Established 1930. 200 Fifth Ave- 
nue, New York 10, N. Y. 


MANUFACTURER'S REPRESENTATIVE 
WANTS MORE CLIENTS. Do you_ have New 
Accounts in New York City that require prompt, 
personal contacting? Boruski, 505 Sth Ave., 
New York 17, N. Y. 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 














SOUTHEASTERN STATES 
Manufacturer’s Agents. [Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 














ACCOUNT WANTED 


BY ESTABLISHED MANUFACTURERS AGENTS 
COVERING OHIO, WESTERN PENNSYLVANIA, 
WEST VIRGINIA, WESTERN NEW YORK, NOW 
COVERING HARDWARE AND LUMBER TRADE. 


Address Box N-328, care HARDWARE AGE 
100 East 42nd Street, New York (7, N. Y. 














MANUFACTURERS of 
HARDWARE, TOOLS and 
BUILDING MATERIALS 


REPRESENTATIVE AGENT WITH MORE 
THAN 10 YEARS OF EXPERIENCE, IS WILL- 
ING TO TAKE YOUR LINE AS EXCLUSIVE 
AGENT IN MARACAIBO, VENEZUELA. BEST 
REFERENCES TO ORDER. ADDRESS 


JOSE J. BUCOBO 
P. ©. BOX 494 
MARACAIBO, VENEZUELA, S. A. 











(Classified Opportunities continued on page 170) 
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| ss Accounts Wanted “|| (CBiaatness Oppovtunitien || Business Opportunities | 





LIVE WIRE MANUFACTURERS AGENTS, 
CALLING ON Hardware Dealers, Jobbers, in 
New York City, Long Island, Westchester and 
New Jersey desires Additional Lines. We have 
warehouse and shipping facilities. References can 
be furnished) Write to The Dayton Supply Co., 
1006 East 167th St., New York 59, N. Y. 





|  Poritiows Wanted | 





SIX YEARS INSIDE RURAL’ RETAIL 
HARDWARE SELLING AND MANAGE- 
MENT EXPERIENCE. Age 47. Previous back- 
ground, college graduate, varied business and 
teaching experience. Seek connection with small 
owner operated store with view of future part- 


nership or ownership. Address Box N-387, care 
of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


SEEKING SMALL HARDWARE STORE 
where owner wishes retirement in a few years. 
Will operate and manage store for owner until 
able to purchase. Location preferred in Ohio, 
West Virginia, Virginia or Maryland. 
Box N-403, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 


EXPERIENCED HARDWARE, MILL SUP- 
AND | 


Your employees want 


PLIES, BUILDERS, PLUMBING 
PAINTS. 
phases of hardware line. eteran 29, 
college, seeks responsible position with 
sive firm. Salary $5,000 range. Address 
N-379, care of Harpware Ace, 100 East 
St., New York 17, N. Y. 


HARDWARE EXECUTIVE EXPERIENCED 


IN MANAGEMENT, BUYING, Control, Organ 
ization and Sales—Wholesale and retail shelf, 
builders hardware, plumbing and electrical sup 
plies, paint, houseware, appliances, cutlery de 
sires association with reputable concern as gen- 
eral manager or other executive capacity. Pres 
ently employed as top management store pro 
ducing 650,000 located Northern Indiana. Best 


Write 


10 years of solid background in all 
married, 
progres- 
Box 
42nd 


personal and business reference, accustomed above 
average earnings, Aggressive Executive. Consider 
salary and percentage—prefer Midwest—age 42 
Address Box N-386, care of Harpware Acre, 100 
Fast 42nd St., New York 17, N. Y 





[ Bainess Opportunities | 





FOR SALE: LARGE, NEW MODERN 
BUILDING, FURNITURE AND HARD 
WARE BUSINESS, 20,000 square feet, In 


Southeastern Kentucky City on U. S. Highway, 
population around 12,500; county seat, large trad 


ing area drawing from surrounding counties; 
close to large Government lake project; new 
medical clinic being constructed very near this 


property; business established in 1941, good loca 
wonderful 


tion; parking lot; reason for selling; 

opportunity for right parties especially chain or 
ganization; for quick sale good price on real 
estate; inventory stock; will discount accounts or 
keep; approximately $139,000.00 covers every 
thing; address owners, Box N-401, care of Har” 
WARE AGE, 100 East 42nd St., New York 17, 


nia 
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| FOR SALE. MANUFACTURER WITH 
ESTABLISHED RECORD. A sound, depres- 
sion-proof, well established Texas Concern hav- 
ing well engineered and patented line Sporting 
Novelties and mall Tools. Earning record 
superb. Address Box N-342, care of HARDWARE 
Acz, 100 East 42nd St., New York 17, N. Y. 


ATTENTION MANUFACTURERS. 
Why not produce your own brand of items? A 
clearing house for inventors and manufacturers 
has a few hundred diversified meritorious hard- 
ware and household patented and pending items. 
These are now being offered to responsible man- 
ufacturers on an exclusive license and royalty 
basis. Address Inventors & Manufacturers Asso- 
ciates, Inc., 7 Beekman St., New York 7, N. Y. 


OLD ESTABLISHED HARDWARE AND 
FURNITURE STORE FOR SALE. Stock, $15,- 
000, Fixtures $1,000.00. Volume $45,000, Rent 
$75.00. Fastest growing town in Montana. Write 
W. A. Ryder, Kalispell, Mont 


LONG EXPERIENCED AND MATURE 
MILL SUPPLY MAN is interested in contacting 
a Young Hardware Man with a few thousand 
dollars for a partnership arrangement in a new 


must have a fair education, outside selling qualifi 





cations, a will to learn and a will to work. Rare 
opportunity for the right man. Address Box 
| N-393, care of Harpware Ace, 100 East 42nd 
| St., New York 17, N. Y. 


FACTORIES ATTENTION—WANTED BY 
LARGE WHOLESALE HARDWARE HOUSE 
—Bargains in Closeouts, Seconds, Job Lots, etc., 
large or small lots, write or call with samples 
Address Chas. Weiland, Inc., 149 Chambers S&t., 
New York 7, N. Y. 





G00D HDWE., APPLIANCES, PLUMBING FIXTURES, 
AND BUILDING MATERIALS FOR SALE 


Inventory aud Buildings including new home, - trucks 
and equipment $110,000. Doing $180,000 sales per 
year. Locate¢ in good tourist resort and farmland ranch 
trading center. Reason for selling, Health. Good Indian 
trade with Mescalero Apache Indians. No brokers. If 
interested wire or write. Must move at once. Wonderful 
ate. 
Address Box 1640, Ruidoso, New Mexico, or Hdwe. Age 














mill supply business in the Metropolitan Area. He 


FOR SALE HARDWARE AND SPORTING 
GOODS BUSINESS in Best Resort Area of 
Northern Michigan. Shows $1,000 per month net 
profit. New Heller Fixtures, newly remodeled 
building, commodious living quarters. Priced for 
quick sale. Refer to File 1737. Also have hard 
ware and farm equipment business in a Southern 
Michigan Town. Good gross with potential to 
double volume. Clean inventory includes electrical 
and plumbing supplies. Business and real estate 
priced to sell. Refer to File 183). Also have sev 
eral good hardware and appliance stores in other 
parts of Michigan. Write for list. no obligation 
| Address Associated Business Brokers, 1200 God 
frey S.W., Grand Rapids 2, Mich 





to help you build security 


HERE’S HOW 7,500,000 WORKERS ARE DOING IT 


More than 20,000 companies now maintain 
the Payroll Savings Plan, by which their 
employees invest in U. S. Savings Bonds 
automatically every pay day. This Plan 
builds security not only for the individual 
employees, but for their companies and for 
the nation! 

As you know, Savings Bonds pay $4 at 
maturity for every $3 invested. Thus they 
help create a “rainy-day” fund for each 
Payroll Saver, increasing his security. 


How P.S.P. helps employers 


America's leading corporations report these 
company benefits from the Payroll Savings 
Plan: As Bonds increase the worker's eco- 
nomic peace of mind, plant morale im- 
proves. Production increases—because 
absenteeism, labor turnover, and the acci- 
dent rate all decline. Relations improve 
between employer and employee. 


Savings Bond dollars are dollars re- 
moved from the spending stream. They are 
deferred purchasing power—an assurance 
of good business during the years to come. 
The Treasury uses net Savings Bond dollars 
to help reduce inflationary credit potential 
in the banking system by retiring short-term 
bank-held Federal securities. So Bonds in- 
crease the nation’s economic security, too! 


Proof that employees want P.S.P. 


Even with today’s high prices, it has been 
proved that between 40% and 60% of 
America’s working millions—at any wage 
level—can and will buy Bonds through 
Payroll Savings if management sponsors the 
Plan and a fellow worker asks them to sign up. 

It's up to you whether they get the chance. 
All the help you need is available from your 
State Directer, U. S. Treasury Department, 
Savings Bonds Division. 


The Treasury Department acknowledges with appreciation 
the publication of this message 


This is an official U. S. Treasury advertisement prepared under the auspices 
of the Treasury Department and the Advertising Council, 
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WHAT YOU NEED! 


THE DAILY USEFUL— 
NINETEENTH EDITION OF THE 


HARDWARE AGE VERIFIED LIST 


THE MOST COMPLETE, COMPREHENSIVE AND AUTHORITATIVE LIST OF 


WHOLESALE HARDWARE HOUSES 


WE HAVE YET PUBLISHED 


Indispensable for contacting the wholesale hardware houses in the 
United States and Canada: 


GIVES THEIR NAMES AND ADDRESSES 
CAPITALIZATIONS 
LINES HANDLED 
TERRITORIES COVERED 
NUMBER OF MEN TRAVELED 
THE YEAR WHEN BUSINESSES 
WERE ESTABLISHED 
THE NAMES OF THE BUYERS 
AND OFFICIALS WITH TITLES 


Obviously, highly useful information for calling on hardware 
wholesalers—in making credit arrangements—and in direct 
mail sales promotion advertising. 
- ~ 7 

This publication also contains separate lists of: 

MILL SUPPLY DISTRIBUTORS 

PLUMBERS’ AND TINNERS’ SUPPLIES JOBBERS 

MANUFACTURERS’ AGENTS 

HARDWARE CHAIN STORES 

HARDWARE ASSOCIATION LISTS 


THESE LISTS ARE NEEDED BY ALL WHO SELL THROUGH HARDWARE CHANNELS 


PRICE $1599 q@ COPY emittance wiTH orver 


HARDWARE AGE VERIFIED LIST 


100 EAST 42nd STREET NEW YORK 17, N. Y. 
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BRUSHES 


on — 








Touch-Up Bronzing 
Marking Varnishing 


Enameling Lacquering 


Send for Descriptive Folder. 
Order from your Jobber 














GEPHART MFG CO. 


1026 W. ADAMS ST., CHICAGO 7, ILL. 


Specialists in Steel Fishing Rods for 
BAIT CASTING © FLY FISHING ¢ SALT WATER FISHING ¢ SPINNING 








Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


50c SET - 15¢ SET - 10c SET SAVE FURNITURE & 


FLOORS-—CREATE QUIET 


‘‘Domes of Silence'' 
genuine Glid 


Name 
on each 


‘Demes of Silence 
Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Fioors 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and _all furniture. 


Ask your Jobber. it he is not supplicd write to 


DOMES of SILENCE, Inc., 35 Pearl St, N. Y. C. 


172 
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Air Express Div. .. 155 
Ajax Tool & Mfg. Co. NT 
Aluminum Goods Mfg. Co. . 19 
American FI. Surfacing Mch. ‘Co 1. 4 
American Import Co. ........... cis 
American Mfg. Co. Leutenvcte ney 
American Shearer Mfg. ‘Ge. ene 
American Telephone & ee Co. 5; 89 
Anchor Wire Corp. . : encore 126 
Anderson Stove Co., Inc. ait 20 
Animal Trap Co. of America i18 
Archer-Daniels-Midland Co. 45 
Armour Fertilizer Works 129 
Armstrong Products Corp. . 164 
Atlantic Tubing & Rubber Co. 142 
Automatic Products Co. . 107 
B 
Barr & Co., W. M. ..... 92 
Beacon Co., The 103 
Bethlehem Steel Co. . a 9 
Black & Decker Mfg. Co 13 
Blair Mfg. Co. ....... ‘ 116 
Borg-Erickson Corp. .. 172 
Briageperr Fabrics, Inc Hg 
Brooks & Sons, M. S. 121 
Brushwise Corp. 65 
Buch Mfg. Co. 50 
Buffalo Bolt Co 54 
Cc 
Calbar Paint & Varnish Co 10 
Camillus Cutlery Co. : 17 
Casco Products Corp. 34-35 
Castelli & Co., F. C 174 
Chattanooga Impl. & Mfg. Co 108 
Chicago Die Casting Mfg. Co. : 148 
| Chicago Screw Co. 14) 
Chicago Spring Hinge Co 22 
Clemson Brothers, Inc. ean 7 
Cleveland Chain & Mfg. Co. .. > 83 
Colonial Brush Mfg. Co., Inc. 47 
Congoleum-Nairn, Inc. 30-3} 
| Corbin, P. & F. . : 23 
Coughlan 3S aa “al | 
Crescent Tool Co. ; a 127 
Cummins Portable Tools Div., ‘Cummins Business Machines Curp. 44 
D 
Davis & Newcomer Elec. Elevator Co. . 160 
| Decto Products Co. .. Ri ged ae SES 166 
Delco Appliance Div. ................. 6 
Dempster Mill Mfg. Co wba i59 
Diamond Calk Horseshoe Co. 143 
Doepke Mfg. Co., Charles William. 156 
Domes of Silence ............. 172 
Dow Chemical Co. , ee 
du Pont de Nemours & Co., E 1., Rayon Div. . Bi 
Durham Co., Donald ...... , . 121 
Durkee-Atwood Co. ; : 49 
E 
E & J Enterprises ¥ sins 160 
E-Z Do ‘ 166 
Eagle Mfg. Co. 22 
Embury Mfg. Co. ... 20 
F 
Federal Enameling & Stpg. Co. 115 
Federated Metals Div : ‘ Ag 
Ferry Cap & Set Screw Co. ; 2% 
Frick-Gallagher Mfg. Co., The ; osoiane. Sa 
Fulton Products Co. oa . ' : ace. 
G 
Gardner Wire Co. .. F ’ .. 16 
Gephart Mfg. Co. .. aeuvae . 172 
Gibson Good Tools, Inc. : 160 
MN © csiadonguiitpagin sain + ; 4b 
Goulds Pumps, Inc. . ; 123 
Great Neck Saw Mfrs. Inc. cost (28 
Greenlee Tool Co. hese ae 
Griffin Mfg. Co. oon Oe 
Grumbacher Inc., M. ...... 72 
H 
Hall Level & Mfg. Works ..... 165 
Halimark Watch Corp. , 139 
Hall-Wessel Co. ; 14 
Hanson Scale Co. 114 
Heller & Co., W. C Pr! 163 
Hercules Powder Co. ............. ; eee nes % 
Hodell Chain Co. .. - #2 4 
Hooper & Sons Co., William E. 51 
Hoover Co., The ; .. 167 
Horrocks Ibbotson Co. me 134 
Huenefeld Company, The ... 176 
| 
Ideal Cabinet Corp. ........ i . 32 
Ingraham Co., The E. 9 
independent Metal Strap Co., Inc 165 
Independent Register Co 10 
Indestro Mfg. Co. .. : 157 
Indiana Steel & Wire Co. 116 
Industrial Management Corp. 25 
Inland Steel Products Co. 175 
J 
Johnson, Eric S. ...... 135 
Jackson Mfg. Co. .. 50 
Johnson Steel & Wire Co. 121 
Judd Co., Inc., H. L. ‘ 52 
Kay-Tite Co. 2 
Kennametal, Inc. ... 04 
Kester Solder Co. 113 
Keuffel & Esser Co. 137 
Kingston Products Corp. 36 
Kromex Corp. 42 
HARDWARE AGE, AUGUST 25, 1949 





Landen Putt 
LaPorte Cor 
Lerio Corp. 
Lincoln Schl 
Listo Pencil 
Locke Stove 
Lockwood H 
Lodge & Sh 
Logan Co. 


Macklanburc 
Malanco, In 
Marine Iron 
Marquette / 
Marshalltowr 
Master Loch 
Mayes Bros. 
McDonald h 
McGill Met 
McKee Glas: 
McKinney M 
Metal Texti 
Miller, Inc., 
Mimar Prod 
Minute Mop 
Moline Iron 
Mossberg & 
Moto-Mower 
Myers & Bro 


National He 
National Lo 
National Mf 
Neatslene C 
Noblitt-Spar 


Okonite Co. 
O'Malley V 
Ox Fibre Br 


Pacific Lam 
Peerless Mfc 
Pekin Speci 
Petko Indust 
Pitegoff Bro 
Pittsburgh P 
Porter Corp. 
Prentiss Wat 


Railway Exp 
Red Devil T 
Redfield, F. 
Remington , 
Richards-Wil 
Royal Electr 
Ryerson & S 


Safety Belt | 
St. Croix C 
St. Louis Cc 
Sandee Mfg 
Schacht Rub 
Schlage Loc 
Schumacher 
Schwartz Mf 
Seal-Again 

Seal Rite C 
Shakespeare 
Sharon Bolt 
Sheffield Bro 
Shirley Corp 
Skilsaw, Inc. 
Skuttle Mfg. 
Standard Hi: 
Star Heel P 
Stearns & Cc 
Super Tool 

Superior Val 
Swift & Co 


Tate Co., E. 
Taylor Lock 
Tennessee Er 
Tetco Co. 

Toolkraft Co 
Topflight Ta 
Tremco Mfc 
Triplex Scre 
Turnbuckles, 


Union Steel 
United Cutle 
Universal Ms 


Vaughan & 
Vaughan Ne 
Vital Produc 


Warren Dad 
Washburn C 
White Studi: 
Wilcox Critt 
Wright Steel 


Yale & Tow: 


HARDWA 
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Landen Putty Works 

LaPorte Corp. 

Lerio Corp. ..... 

Lincoln Schlueter Floor Mchy. Co. 
Listo Pencil Corp. 

Locke Stove Co. 

Lockwood Hdwe. Mfg. Co. 
Lodge & penn Co. 

Logan Co. . —— 


Macklanburg-Duncan Co. 
Malanco, Inc. 

Marine Iron Works, Inc. 
Marquette Appliances, Inc. 
Marshalltown Trowel Co. 
Master Lock Co. .. 

Mayes Bros. Tool Mfg. Co., Inc. 
McDonald Mfg. Co., A. 7. 
McGill Metal “Products Co. 
McKee Glass Co. Ey SS 
McKinney Mfg. Co. ....... 
Metal Textile Corp. ...... 
Miller, Inc., Robert E. . 
Mimar Products, Inc. 

Minute Mop Co. 

Moline Iron Works .... 
Mossberg & Sons, Inc., O. F. 
Moto-Mower Co. ........... 
Myers & Bro. Co., F. E. ..... 


National Hardware Show, Inc. 
National Lock Co. é 

National Mfg. Co. 

Neatslene Co. 

Noblitt-Sparks Industries, Inc. 


Okonite Co., Tape Div. .. ; 
O'Malley Valve Co., Edward... 
Ox Fibre Brush Co. .. news 


Pacific Laminates ............ 
Peerless Mfg. Corp., Inc. 

Pekin Specialty Co. . cas 
Petko Industries, Inc. . eewes 
Pitegoff Brothers, Inc. 


Pittsburgh Plate Glass Co., (Store Front Div.) 


Porter Corp., The J. E 
Prentiss Wabers Prod. Co. 


Railway Express Agency ...... 
Red Devil Tools ; , 
Redfield, F. E. ... ’ “ 
Remington Arms Co.. ‘Inc. 
Richards-Wilcox Mfg. Ce. .. 
Royal Electric Co., Inc. 
Ryerson & Son, Inc., Jos. T. . 


ee ee 
St. Croix Corp. . Re 

St. Louis Cordage ‘Mills. 

Sandee Mfg. Co. es 
Schacht Rubber Mfg. ‘Co. 

Schlage Lock Co. : 
Schumacher Co., F. E. 

Schwartz Mfg. “a 
Seal-Again Bottle Stopper seca 
Seal Rite Caulking Co. .... 
Shakespeare Co. rere 
Sharon Bolt & Screw Co. .......... 
Sheffield Bronze Paint dremel saat enaen 
Shirley Corp. 
Oe eae 
Skuttle Mfg. Co. .. ne 
Standard Horsenail Corp. Se aahiles 
Star Heel +g" ae ee nee 
eS Se 
Super Tool Os Ae gic, 
Superior Valve Mig. MOG 555 
gk a eee rer 


SSS err ree 
Taylor MT a acd acai 
Tennessee Enamel Mfg. ‘Ce. 

 - “SKA 
Toolkraft Corp. ..... sar 
Topflight Tape Co. 

Tremco Mfg. Co. 

ee ~ eeerrr 
Turnbuckles, Inc. .... caste 


Union Steel Products Co. ......... 
United Cutlery & Hdwe. Prod. Co. : 
Universal Metal Products Co. ........ 


Vaughan & Bushnell a . . 
Vaughan Novelty —s eau ewebe 
Vital Products Mfg. Co., ‘The 


Warren Dado Sawing Washers Co. 
Washburn Co., The .. 

White Studios ... 

Wilcox Crittenden & Co., Ine. 
Wright Steel & Wire Co., F 


Yale & Towne Mfg. Co. ....... 
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THE DOOR OPENER 


TO EASY AND MANY $$$ 


ATTENTION JOBBERS! HERE IS A PATENTED 
ITEM TRULY IN THE SENSATIONAL CLASS— 
A TREMENDOUS ITEM AND LONG PROFIT 
FOR EVERY HARDWARE STORE. 


‘Scab Ggai 
CAPTIVE BOTTLE STOPPERS 

Made of High Carbon Spring Steel—Nickle Plated 

Snaps on and off in a flash @ Stays on when contents are consumed @ 
A one hand operation—opens and closes. Seals contents air tight @ All 
the live sparkling carbonation is assured to the contents of opened 
bottles @ Cap remains clear of the opening in the pouring operation e 
Enhances the appearance of the bottle. 

GET IN ON THE GROUND FLOOR e@ WRITE US TODAY FOR OUR 

MONEY MAKING PROPOSITION. 


SEAL-AGAIN BOTTLE STOPPER CORP. 
1775 BROADWAY NEW YORK CITY 











“ 





















QUALITY 


CUTLERY THAT SELLS 


UNITED Cutlery sells readily because of 

its fine quality. Our complete line of 

Shears: Trimmers, Tailor, Pinking, Editor 

Shears; Paper Hanger, Kitchen and Poul- 

try Shears; School Scissors, etc., is a real 

profit-maker. 

We also carry Pocket Knives, Cash and Bond 
Boxes and Fire-Resistant Boxes of equal merit. 
Write for details about our attractive Counter 
Display-Cases for Scissors and Shears with 
handy stock compartment in the rear, which we 
offer FREE with our "Special Deals", and re- 
quest Catalog and Prices. 


UNITED CUTLERY & HARDWARE PROD. CO. 


108 EAST 16TH STREET NEW YORK 3, N. Y. 















‘ Closet Rod Brackets * Wardrobe Loops 





e.H.|ATEco. sasTou MASS, U.S. A. 





PICTURE 
HANGERS 


TATE = 


Estab. 








Cup Hooks + Push Pins 


Friction Catches * Shower Curtain Hooks 
Picture Wire* Coiled Wire*Spooled Wire 














ROYAL ELECTRIC CO. Inc. 


PAWTUCKET + RHODE ISLAND 


WIRE * PLUG and CARTRIDGE FUSES 
CORD SETS + TROUBLE LIGHTS 
* CHRISTMAS LIGHTING SETS * 








SELL THIS HOT LITTLE HE 4 


e Attractively de- 
signed and finished, 
this little kerosene 
heater is priced right— 
packs a real sales punch. 


Features the Castelli “Blue 
Flame Burner.” 


SEND FOR COMPLETE — 
INFORMATION... | 


NO OBLIGATION | 








FC Castelli Oo. 


_ STOVE DIVISION —ERIE AVE. & F STREET— PHILA. 3 








STAR | 





HANDY 
Shoe Last and Foot Rest 


A new item 

for home use. 

Can be used 

for both repairing and shin- 
ing shoes on a bench, chair, 
box or lap. Will fit all sizes 
of shoes. Takes up very 
little space. Finished in 
. high black enamel. Made 
in one piece of unbreak- 
able malleable iron and 
guaranteed. Retails at 

a reasonable price. Also 


— 


AQNVWH 
31aVNVIYENN 


a 


The Popular STAR Heel Plates 


Alwaystin demand and profitable for you to handle. 
Made in sizes 000 to 6. 


MTT) 
— 


Order your supply 
today. ° 


KODE 
HEEL PLATE CO. 
ik «= CNEWARK, N.J. 














HARDWARE DEALERS | 
FROM 
COAST TO COAST 


depend upon the complete Wilcox- | 

Crittenden line of heavy and shelf | 

hardware. Drop forged shackles, | 

wire rope sockets, connecting links, 

turnbuckles, thimbles, hooks, eye 

bolts and ring bolts are an integral 
part of every hardware deal- 
er’s stock in trade. They’re 
all fully described in the | 
W-C Hardware Catalog “G” | 
— sent free on request. 


WILCOX-CRITTENDEN 


"A CENTURY OF DEPENDABILITY" 
__77 SOUTH MAIN ST., MIDDLETOWN, CONN. 























ONE 
WOODRUFF, KEY, ASSORTIMEMT 


CONTAINING | 
sTampane Beast BAK acw omeaTes 


TAPER PINS * STRAIGHT PINS ° COTTER PINS 
WOODRUFF KEYS * MACHINE KEYS 


AND OTHER “STANHO" STEEL PRODUCTS 











NEW STANDARD BRAND 
HORSE SHOE NAILS 











STANDARD HORSE NAIL CORP. 


SINCE 1872 
NEW BRIGHTON ° PENNSYLVANIA 
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